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co. Studebaker Gets Starter's — 


By Robert M. Finlay 
' Managing Editor 
“OLORADO SPRINGS. —In the 
closest race for the top sweep- 
es award on record, a Stude- 
ter Commander Custom V-8 
d out a Nash Ambassador Su- 
6 to win the 1,323-mile Mobilgas 
momy Run last week. 
The Studebaker had 58.6320 ton 
ps per gallon; the Nash, 58.5560. 
tk Smith, Studebaker engineer 
who charted the victory, said 
t a couple of traffic-light stops 
led the difference between 
ory and second place. 
| Actually, by standard methods of 
rement, it is understood that 
cars wound up in a dead heat, 
h was broken only by the con- 
ation report that was brought 
9 play for the first time during 
runs. 


a 


ER in actual miles per gal- 
lon was the Nash Rambler Su- 


ber 6 with 27.4733. The Studebaker 


| Studebaker Keeps Econ 
evepfekdl ll Gn LAB BAR 


per gafion, too, 
With several 
in the} run for 
years, an Olds 

place in ton B 
E es per gallon 


(Continued on Page 10, Col. 1) 


Curtice Defends 
GM Pricé\Levels 


ASHINGTON. nmeral Motors 

is satisfied with the competitive 
standing of its current new-car 
prices and apparently ‘has no plans 
for any price reduction§, 

That was the gist of testimony 
Friday (March 18) before the 
Senate Banking Committee by 
Harlow H. Curtice, GM president. 
Curtice showed committee mem- 
bers a chart indicating that\GM 


list prices had risen less sihce 
(See CURTICE, Page 69, Col. 4) 
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But 550,281 Total Falls Short of ’54 Figure ... 


New-Car Stocks Mount 


By Bob Sheldon 
Associate Editor 
LIMAXING a rise of nearly 
400,000 units in four months, 
field inventories of new cars have 
reached the 550,281 mark in AvuTo- 
motive News’ monthly census. 

The total, compiled last week 
from data pertaining to March 1 
operations, represents a potential 
average stock of 13.4 new cars 
for every franchised dealership in 
the U. S. 

A month earlier, revised tabula- 
tions show, there were 462,673 un- 
sold new cars for an average of 
11.3 per dealer. 

o * * 

NCLUDED in the count were 

cars on display in dealership 
showrooms, warehoused by dealers 
and factories, used as demonstra- 
tors, and still in transit. 

Before the current buildup has 
run its course, it is expected that 

ventories will surpass the rec- 

607,275 units of last May.. 
wever, cheery sales forecasts’ 
ve taken the sting out of that 
ibility. 
‘With an unprecedented wihter 


"| sales performance, dealers thus far 


this year have kept the new-car 
stockpile below 1954 levelg. Last 
@rch, cars in the field totaled 
573,122. 
a * * 
But record production rates are 
due to overcome this difference. 
In addition to preparing for the 
high-level turnover that normally 
accompanies the advent of spring, 
factories are spurred by other in- 
centives. 
No. 1 is the sudden hope, get- 
ting stronger all the time, that 
1955 may prove to be the biggest 
sales year in automotive history. 
It would take a large selection 
of cars to meet the expected de- 
mand, particularly in view of the 
fact that one of the main influences 
in luring prospects to the show- 
room is the implied offer of a cus- 
tom-equipped car. Color choices 


Red Ink Besets 38% of Dealers in °54 


By Robert M. Lienert 
Associate Editor 


ORE than a third of new-car 
dealers operated in the red 
g 1954, according to figures 

mpiled in a survey of dealer 

trations by the NADA business 
hagement committee. 

38.7 percent of all deal- 

contacted by NADA reported 


@ High-fashion styling 
marks new truck models: 
Chevrolet, Page 46; GMC, 
Page 54. 


Big Three captures 83 per- 
cent of 1954 truck market, 
Page 4. Large gains in 
truck use predicted, Page 4. 


How dealers can make the 
most of May safety-check 
campaign, Page 29. It’s a 
community affair, Page 28. 


Florida dealers test boot- 
legging cure, Page 62. 
vice highlights, Page 29. Used-car 
/Suctions, Pages 4, 50. New-car, truck 
_ Yegistrations and new-car prices, 
Page 56. Production by 
Page 69. 


operational losses for the year. 
And pickings were slim for those 
who managed to stay in the 
black. 

Including financial reserves for 
repossessions, the industry’s aver- 
age operating profit for the full 
year was 0.6 percent of sales. The 
average profit in 1953 was reported 
by NADA at 2.2 percent; and in 
1952, it was 3.6 percent. 

- * . 
yas, despite the sales activity 
which made 1954 the third larg- 
est year in the history of the auto 
industry, dealer profits were the 
worst in 15 years, NADA said. 

Heavy losses in the fourth quar- 

ter drove the average operating 


profit down from 1.7 percent at 
the end of nine months to 0.6 
pércent for the year, NADA said, 
noting that those figures included 
no provision for income taxes for 
(Continued on Page 66, Col. 1) 


Senators Appoint 
Auto ‘Study’ Aide 


ASHINGTON. — An announced 

Senate investigation into all 
phases of automobile marketing 
began to move forward here last 
week with the hiring of a special 
counsel for the Monroney subcom- 

(Continued on Page 11, Col. 1) 


and optional equipment abound as 
never before. 
* . * ZL 
._ shadowy threat of a large- 
scale strike is the ANo. 2 factor 
behind the manufacturers’ eager- 
ness to turn out cars. No matter 


which factory gets hit, when and 
if UAW-CIO members walk off the 
job in their drive for a guaranteed 
annual wage, the sales programs of 
all makers will be affected. 
Meanwhile, for the first time in 
(See STOCKS, Page 6, Col. 5) 


Dealers’ Total New-Car Stocks 


(in Field and in Transit to Field) 
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PREVIOUS 


HIGH 
607,275 Cars—May 1, 1954 


VF) Dh , 605, 911 Cars 


RECORDS 
Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


Vehicle Output Record Falls 
As Truck Pace Steps Up 


By Martin L. Whitmyer 
Staff Writer , 

Qtaerne up its production ma- 

chinery to the fastest pace since 
1950, the auto industry last week 
rolled off the assembly lines an 
estimated 196,889 cars and trucks. 
The old record of 196,348 was set 
during the week ended June 24, 
1950. 

That new record, coupled with 
an estimated production of 11,400 
cars and trucks in Canada last 
week, brought combined output 
for the two countries to 208,289, 
another alltime high. 


The former weekly record for 
combined U. S.-Canada car and 
truck production was 205,334, also 
set during the week ended June 24, 
1950. 

+. * * 
c= production last week rose to 
172,433, second only to the rec- 
ord 173,457 set during the week 
lended Feb. 19. Truck production 


How Dealer Profit Picture Changed in ‘54 


Volume Group I 

Volume Group II 
Volume Group Hil 
Volume Group IV 
Industry Average 


Volume groups are 


At End of 
3 Months 


Oper- 
ating 
Profit 
0.8 
0.4 
17 
14 
0.8 


At End of 
6 Months 


At 


Gross 
Profit 
15.9 
15.9 
14.8 
14.7 
15.6 


Gross 
Profit 
15.8 
15.4 
15.4 
15.0 
15.5 


15.5 
15.5 
14.6 
14.6 
15.3 


9 Months 


Gross ating 
Profit Profit 


At End of At End of 
12 Mos., 1954 12 Mos., 1953 


Oper- 

ating 

Profit 
1.9 
2.2 
2.6 
3.2 
2.2 


End of 


L6 
1.6 
2.0 
18 
L7 


based on 1954 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group II, 


150 to 399 units; Group III, 400 to 749 units; Group IV, 750 units and more. The figures are not for the individual 
quarters, but are cumulative up to the end of each period. 


also rose last week, jumping to an 
estimated 24,456, highest commer- 
cial-car output so far this year. 
Total car output last week 
amounted to 168.9 percent of AuTo- 
MoTivE News’ three-year index, 
compared with the previous week’s 
(Continued on Page 69, Col. 3) 


GAW Battle Begins— 


John S. Bugas (left), Ford vice-president 
of industrial relations, and Ken Bannon, 
director of the UAW-CIO's Ford depart- 
ment, met last week’in Detroit for prelimi- 
nary talks in connection with the expira- 
tion of the union's five-year contract. The 
exploratory meetings ended Thursday, with 
actual bargaining beginning Apr. 12. 
Earlier in the week General Motors held a 
three-day preliminary meeting with the 
UAW. GM's formal negotiations begin Apr, 
4. (See story, Page 6). 








How Dealers Fared in'54 
On Expenses, Profits 


Eprror’s Note: The following figures are taken from NADA’s 
latest “Operating Averages for the Automobile Retailing Industry.” 


Operating Profit Before Taxes, 1954 


Percent 
of Sales 


Per New 
Unit Retatied 


$747 
167 
563 
730 
17 


*VOLUME GROUP I 
GROSS PROFIT 
Selling Expense . 
Operating Expense .. 
TOTAL EXPENSE . srepnetons 
OPERATING PROFIT ...... suamnaeiunteerdpenness 
ANNUAL RETURN ON INVESTM NT 
VOLUME GROUP II 
GROSS PROFIT 
Selling Expense ....... 
Operating Expense .... 
TOTAL EXPENSE 
OPERATING PROFIT ‘ 
ANNUAL RETURN ON INVESTMENT pose 
VOLUME GROUP III 
GROSS PROFIT 
Selling Expense .... 
Operating Expense . Susaien 
TOTAL EXPENSE ................. 
OPERATING PROFIT peldastloant 
ANNUAL RETURN ON INVESTMENT ee 
VOLUME GROUP IV 
GROSS PROFIT ........... 
Selling Expense sreceivsatadeedeevintante 
Operating Expense ................. ; 
TOTAL EXPENSE 
OPERATING PROFIT sea 
ANNUAL RETURN ON INVESTMENT . 
INDUSTRY AVERAGE 
GROSS PROFIT : 
Selling Expense ................... 
Operating Expense .............. 
TOTAL EXPENSE ........... ‘ 
OPERATING PROFIT mes 
ANNUAL RETURN ON INVESTMENT . 
*Volume groups are based on 1953 retail deliveries of new cars and trucks as 
follows: Group I, 1 to 149; Group II, 150 to 399; Group III, 400 to 749; Group 


IV, 750 and over. 
New Cars and Trucks 
Inventory per dealer, Dec. 31, 1954 


Cars Trucks 
(Per Truck 
Dealer) 


2.1 
4.8 
8.8 


14.7 
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Percent Gross Profit 
to Sales 


Trucks 
18.6 
19.1 
17.8 
15.1 
18.1 


Days’ Supply 
Cars Trucks 
26.7 46.6 
23.8 42.1 
17.5 33.7 
19.5 17.3 31.8 

2.9 23.3 41.9 


Used Cars 


Average Selling Ratio Used-Unit 
Price Per Unit Sales to News 
1954 1953 1954 1953 


$694 $815 2.1 1.9 
740 836 1.7 15 
715 813 1.4 1.2 
674 754 11 0.9 


21.7 
22.7 
22.9 
21.3 
22.1 


Gross Trading 
Loss Per New 
Unit Sold 
1954 1953 
$ 69 ich 
102 


145 


Industry 


Average ... 707 816 1.8 1.6 93 
Percent of Used 
Vehicles in 
Stock 30 Days 
or Longer 
Dec. 31 Dec. 31 
1953 


1954 
47.8 
40.4 
27.3 
20.7 
42.9 


No. Days’ 
Supply in 


Average Cost 

Per Used Unit 

Inventory In Inventory 

Dec. 31 Dec. 31 Dee, 31 

1953 1954 1953 
46 $654 $700 
37 718 712 
26 731 719 
23 708 646 
40 678 702 


Parts 


(Accessories Not Included) 


Number Mos. 
Supply in 
Inventory 

Dec. 31 Dec. 31 

1954 1953 

6.8 6.2 
5.1 5.2 
4.2 4.7 
3.9 4.5 


59.9 
54.4 
50.1 
48.1 
57.5 


I cei ettkcocascomcens 
Group II 
Group III 
Group IV . . 
Industry Average | sa 


Annual 
Turnover of 
Investment 
1954 1953 
1.8 


1.9 
2.4 2.3 
2.9 2.6 
3.1 


2.7 


Average Sales Percentage of 


Per New Unit 
Sold 

1953 

$377 

300 

261 

208 


1953 
29.1 
29.4 
28.4 
28.2 
2.1 


322 30.1 29.0 2.1 


Customer Labor 


Average Sales Percentage of Gross 
Per New Unit Sold Profit to Sales 
1953 1954 1953 
$268 38.3 38.6 
233 44.8 42.7 
211 46.5 46.4 
164 48.1 49.0 
240 41.7 41.6 


' Total Service 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles) 
Average Sales Percent of 
Per New Unit Gross Profit 
Retalled to Sales 

1953 
$918 
714 
605 


5.8 5.2 


*Percentage of 
Service 
Absorption 
1954 1953 
54.6 59.4 
51.5 54.3 
57.5 58.2 
502 36.0 35.4 56.8 59.4 
774 32.7 32.3 54.4 57.9 


"The percentage of operating (or fixed or semi-fixed) expense covered by gross 
profit from all service and parts operations, Officers’ or owners’ salaries included. 


Ratio, Departmental Sales to Total Sales 


New Cars Used Cars Total Service 
and Trucks and Trucks and Parts 
1954 1953 1954 1953 1954 1953 
50.5 50.0 28.2 30.2 19.5 18.3 
55.8 55.0 26.7 27.9 16.0 15.4 
60.3 59.2 22.6 24.1 15.1 14.7 
65.0 63.5 20.7 20.1 13.5 14.3 


1954 
31.3 
33.5 
35.7 


1953 
31.0 
33.1 
35.3 


Miscellaneous 


Group I ..... 
Group [1 .... 
Group II .. 
Group IV .. 
Industry 


Average .. 54.6 53.6 26.3 28.0 17.4 16.8 
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Due at Dealers by Apr. 1... 





U.S. Rubber Unveils 


DETROIT.—The flair for color in 
automotive transportation com- 
| pleted a cycle last week with the 
introduction by 
U. S. Rubber Co. 
of premium tires 


with blue, green 
or brown side- 
walls. 


The colored 
tires are already 
in production and 
will be available 
for changeovers 
at U. S. Rubber 

= dealers about 
H, N. Hawkes Apr. 1. They will 
not be offered as standard equip- 
ment on new cars for the present, 
at least. 

The colors are of the conserv- 
ative darker hues, designed not to 
clash with the vivid colors of 1955 
cars. They will be offered at pres- 
ent only on the premium line of 
white sidewall Royal Master tires 
—at a premium of about $16 per 
tire over regular Royal Master 
white sidewalls. 

The color extends from the outer 
edge of the white sidewall to the 
top edge of the tread. The tread 
itself is still black to maintain 
wearing quality, according to How- 
ard N. Hawkes, general manager 
of the company’s tire division. 

Hawkes said that colored tires 
have been a goal of the rubber in- 
dustry for 40 years. 

“We believe,” Hawkes said, “that 
motorists, the automotive industry 
and the tire industry are ail ready 
for color. It will enhance the beauty 
of automobile design and blend 


MEWA Advocating 
Campaign to Stop 


Exclusive Dealing 


CHICAGO. — The Motor and 
Equipment Wholesalers Assn. is co- 
operating with several other inter- 
ested groups in the creation of an 
agency to halt car manufacturers 
and oil companies from insisting 
on exclusive dealing. 

B. W. Ruark, MEWA general 
manager, reports that there are 
widespread indications of restric- 
tive and repressive practices by 
such companies. 

The practices continue, says 
MEWA, “in spite of court decisions 
against exclusive dealing in the 
Standard of California and Rich- 
field cases and the Federal Trade 
Commission cease-and-desist order 
against a leading car maker sev- 
eral years ago.” 

Ruark said that due to lack of 
the will or ability of Government 
agencies to gather sufficient proof 
to warrant action, these companies 
apparently feel that the profits 
from forced sales far exceed any 
penalty they might receive. 

By collecting evidence of law vio- 
lations and presenting it to enforce- 
ment bodies, Ruark said, it is ex- 
pected that the new agency will 
secure for auto dealers and service 
station operators the right to buy 
what, when and from whom they 
please. 


Auto Production — 196,889 cars, 
trucks in week vs. 144,644 year ago. 

Bankruptcies — 257 in week vs. 
229 year ago. 

Building Activities—90,000 hous- 
ing starts in February vs. 75,200 year 
ago. 

Business Volume—109 percent of 
1935-39 index vs. 98.6 year ago. 

Department-Store Sales — 15 
percent above like 1954 week. 

Freight Loadings — 658,975 cars 
vs. 590,576 year ago: 

New-Car Sales—205,013 to date 
vs. 161,112 year ago. 

New-Truck Sales—25,686 to date 
vs. 24,681 year ago. 

Oil Stocks — 261,281,000 barrels, 





Tires in 3 Tints 


with the color styling of new auto- 
mobiles. 

“We have selected blue, green 
and brown hues because they 
blend best with most present cars. 
Actually there are no limitations 
on the variety of colors which 
can be produced. 

“The advent of color will prob- 
ably bring about a change in tire 
buying habits. Men have tradition- 
ally bought tires for safety and 
performance. From now on, women 
will have a much greater voice in 
tire purchases, combining styling 
and color with mileage and safety 
features.” 

U. S. Rubber said it has been able 
to use color successfully because of 
improved methods of rubber com- 
pounding, pigmentation and the 
use of new chemicals which are 
non-staining and non-discoloring. 

The colored portion of the tire is 
(See TIRES, Page 11, Col. 1) 








Colored Tires— 


Dr. A. W. Bull, director of tire develop. 
ment, points out the color scheme on U. §. 
Rubber's new premium tires. The colored 
rubber (between arrows) extends from 
outer edge of white sidewall to the tread, 
Tread remains black. Three colors—dark 
blue, dark green and beige —will be 
available for changeovers in U. S. dealer. 
ships around Apr. . 





Briggs Goes to 


Chrysler Diva 


Packard Ups O’Madigan 


DETROIT. — Dan O’Madigan jr. 
has been appointed Packard divi- 
sion general sales manager, James 
J. Nance, Stude- 
baker-Packard 
Corp. president, 
has announced. 

Nance 
O’Madigan as- 
sumes responsi- 
bility for direction 
of sales activities 
of Packard and 
Clipper lines of 
autos, 
under direction of 

D. O’Madigan jr. Clare E. Briggs, 
who resigned to join Chrysler di- 
vision. 

O’Madigan has been Packard 
sales manager since 1954 and previ- 
ously was with General Motors 

(See O’MADIGAN, Page 69, Col. 3) 








Top Cars 


New-car registrations, 33 states 
for January: 


1955 Pos. Make 1954 Pos. 
1—41,937 Ford 37,569— 2 
2—35,440 Chev. 39,049— 1 
3—23,069 Buick 10,774— 5 
4—23,053 Plymouth 16,146— 3 
5—18,535 Olds. 6,628— 7 
6—16,959 Pontiac 11,363— 4 
i— 9,752 Dodge 5,629— 8 
8— 9,593 Mercury 10,691— 6 
9— 6,386 Chrysler 4,557— 9 

10— 5,688 Cadillac 1,639—14 
11— 4,313 DeSoto 3,216—11 
12— 3,285 Studebaker 3,922—10 
13— 2,426 Nash 3,145—12 
14— 1,490 Hudson 1,651—13 
15— 998 Lincoln 1,188—16 
16— 1784 Packard 2,160—15 
17— 378 Willys 137—17 
18— 87 Kaiser 259—18 

840 Misc. 649 

Total All Makes 
205,013 161,112 


Further details on Page 56. 





Business Barometer 


up 1,351,000 in week. 
Steel Output — 92.5 percent of 
capacity vs. 92.9 last week. 


Used-Car Prices — $872 overall 
March average vs. $875 last month. 


Wholesale Prices — 110 percent 
of 1947-49 index vs. 110.1 in week 
before. 

* * * 


Common Stocks 

Mar. Mar. 1954-55 

16 9 High Low 
Am. Motors 11% 11% 14% 9%, 
Chrysler 685% 68%, 74%, 56% 
GM 93% 94% 107% 58% 
Kaiser 3% 3% 4% 1% 
S-P 13 12% 15% 10% 
38.01 


Average 38.02 





said|; 


formerly | | 





DETROIT.—Appointment of Clare 
E. Briggs as assistant to the presi- 
dent of Chrysler division in charge 
of sales has been 
announced by E. 
C. Quinn, presi- 
dent. 

Briggs recently 
resigned as vice- 
president of Stu- 
debaker-Packard 
Corp. Previously 
he had been sales 
vice - president of 
Packard. 

According to 
Quinn, Briggs 


Clare E. Briggs 
will be responsible for formulating 
sales policies and developing 
Chrysler and Imperial sales organi- 


zations “so we can continue to 
increase Chrysler's share of the 
automobile market.” 

Briggs entered the industry in 
1924 as a cost clerk with Graham- 
Paige and became general factory 
auditor in 1926. In 1927 he joined 
the Detroit factory branch as a re- 
tail salesman and a few months 
later was appointed district man- 
ager. 

In 1937 he was made assistant 
general sales manager and in 1939 
Briggs joined Packard as regional 
manager in New York. In 1944 he 
became general sales manager of 
Packard and in 1951 was appointed 
general sales manager. 

7 . ° 


Chrysler Names Durkee 


Advertising Director 


DETROIT.—E. M. Braden, gen- 
eral sales manager of Chrysler di- 
vision, has announced appointment 
of Burton R. 
Durkee as direc- 
tor of advertising 
and merchandis- 
ing for the divi- 
sion. 

Durkee former- 
ly was supervisor 
of the Packard 
and Gillette ac- 
counts for Maxon, 
Inc. which he 
joined in 1953 [ 
after several Bb. R. Durkee 
years with the Weintraub Agency 
as Detroit manager and account 
supervisor on Kaiser-Frazer adver- 
tising. 


GM Motorama Preparing 


For San Francisco Run 
SAN FRANCISCO.—Prepara 

tions were under way this week 

for the opening of the Genera! Mo- 


tors Motorama of 1955 at the Civic 


Auditorium here next Saturday. 
The show will run through Apr. 3 

The Motorama concluded its nine 
day stay last week in Los Anzeles 


where it attracted 473,286 visitors} 
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including 134,452 in the final twog W. 


days. 









OME of my readers have sug- 

gested that recent columns have 
been rather rough on the manufac- 
turers and discouraging to the 
dealers. 

In urging a performance contract 
I feel that I am including the inter- 
est of the manufacturer as well as 
the dealer and the public. No rec- 
ommendation for trade benefit can 
ever exclude the interest of the 
manufacturer, and I embrace him 
as well as the dealer in my urge 
for a permanent contract. 

The entire discussion on con- 
tracts is for the purpose of en- 
couraging instead of discouraging 
dealers. Certainly a dealer can’t 
be happy when the industry is 
prospering and yet he sees little 
opportunity for profit. 

Some dealers are fearful that our 
trade will follow the example of 
supermarkets in other lines of 
goods. They are led to believe this 
perhaps because a few volume deal- 
ers with no service facilities seem 
to be making what money is avail- 
able in the trade. 

That is perhaps so at present, 
but let me assure you that it is not 
long-lived. Bushing, false advertis- 
ing, high balling, no downpayments 
won’t be long successful; they are 
only successful temporarily because 
service dealers are still maintain- 
ing investments for taking care of 
owners. 


Ses avr? 


irk 


78 
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Auto Supermarkets? 


HIS deceitful technique only 

works at the expense of service 
dealers and it tears down the trade. 
Let me assure you, too, that our 
industry is not headed for super- 
market technique as conducted by 
a few used-car dealers. 

The automobile is too much of 
a specialty. It requires attention. 
Whether it delivers satisfaction or 
not depends more on the dealer 
than it does on the factory. 

In no place is there ever going 
to be an outfit that permanently 
sells all or most lines of cars. It 
just isn’t in the book. Of course, 
I realize that there are many 
dealers now who handle more 
than one make. 

For example, Tom Petersen of 
Santa Barbara, Calif., successfully 
handles a great many lines. He had 
the Studebaker and Packard con- 


Used-Car ‘Swaps’ 


Freed of Taxation 


SPOKANE, Wash. — (UTPS)— 

The Legislature has passed a bill 
providing that automobile dealers 
can exchange used-cars among 
hemselves without paying the gross 
business tax. 
Previously, such exchanges were 
figured into the gross sales of the 
des — and taxed at .003 per- 
cen 
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_tract even before they combined. 


He also has the Willys, the German 
Volkswagen and the Roots line of 
English cars, but it isn’t a super- 
market where only cars are sold. 

Petersen’s buildings occupy three 
corners on principal streets of his 
city. One building contains the 
salesroom of the Packard and the 
line of foreign cars and another 
one the Studebaker and the Willys. 
They both have extensive service 
facilities. 

On the third corner he operates 
a service establishment and gaso- 
line pumps as well as a used-car 
lot. His business is based on serv- 
ice to owners as well as the sale of 
cars to fit his customer’s needs. 

* = ae 


‘Do-It-Yourself’ Year 


DEALER does not need to be 

discouraged. There are many 
things that he can do to save him- 
self until the new contracts are 
available and the opportunity for 
profit will automatically be restored 
to this trade. 

I am reminded of what Jim Berry 
(Buick), Cleveland, has said so 
many times: 

“This is the year to do it your- 
self. This is the year to watch 
your business closely. This is the 
year to be aggressive but at the 
same time say No in refusing in- 
ventory in excess of a 30-day 
stock.” 

I am also reminded of what Eus- 
tace Wolfington (DeSoto), Philadel- 
phia, recommended in an address 
at the Chicago convention. 

He said: “Be boss of your own 
place. Stick to your guns on sound 
business principles because they 
are going to come back in style, 
as they have always done, at the 
normal swing of the pendulum.” 

He urges us to remember that 
there is no shortcut in the success- 
ful operation of business and not 
to seek one because it will only 
lead to a blind alley. 

+ * * 





Watch Own Performance 


H® URGES you not to overlook 
your own shortcomings as an 
excuse for poor performance 
against competition because your 
business represents your character. 
What you do is a direct refiection 
on you and not on your manufac- 
turer or neighbor. 

He urges you not to be influ- 
enced by the negative acts of 
your neighbor. 

There is always an opportunity 
for a leader under any trade con- 
ditions and this year, while there 
are difficult hazards to overcome, 
the job can be accomplished with 
the proper attitude of mind by re- 
fraining from hysteria and by 
keeping the customer’s interest in 
mind. 

The customer belongs to you and 
it is how you treat him that will 
count rather than being guilty of 
surrendering your business princi- 
ples to unscrupulous competition. 

* * ” 


Join Auto Spotlight Week 


A» now, with all the emphasis 
at my command, I want to urge 
each and every dealer to take an 
active part in the “Spotlighting of 
Automobiles” campaign that has 
been initiated by NADA for the 
week of Apr. 10-16. 

This is a program that squarely 
meets current needs. If used, it 
will go a long way to restore sanity 
in this trade. Materials for this 
campaign are available through 
every association manager, both 
state and local, through the 54 
NADA directors, the state public 
relation advisory councils and the 
2,900 NADA area chairmen. 

If you are already a part of this 
campaign, let me assure you that 
you are on the right track. Aggres- 
sively carry it out. The recommen- 
dations are broad enough to fit any 
group or individual dealer opera- 
tion. 

If you have not yet become a 
part of it, it isn’t too late to inves- 
tigate and act. I urge you to do so. 





Licensing Law Aimed at Factory Coercion... 





Ark.’s Legislative Feat 


LITTLE ROCK, Ark.—Legislative 
legerdemain came to pass in Ar- 
kansas when George H. Benjamin 
hustled a controversial dealer-fac- 
tory licensing law onto the statute 
books. 

Benjamin, executive secretary of 
the Arkansas Automobile Dealers 
Assn., started the legislative ball 
rolling on the proposal in the clos- 
ing days of the session here. “Ur- 
gent” sales tax and income tax in- 
crease proposals were pending. 

The licensing measure met 

stormy opposition. Used-car deal- 
ers in the Razorback state de- 

nounced anti- bootlegging provi- 
visions and regulations covering 
requirements for licenses. 


Raymond Rebsamen, Ford dealer 
here, published a three-column ad 
attacking the legislation in the Ar- 
kansas Gazette. His main objec- 
tions were: 

“Any legislation that will tend to 
curtail the number of dealerships 
and permit dealers to limit the 
number of cars and trucks they 
would take could only result in 
higher prices for more cars and 
trucks to the public.” 

And, “the passage of a law to 


A Banker’s ‘No’ 
Isn’t Final Word 


On Dealer Loans 


WASHINGTON. — A banker no 
longer has the last word on a busi- 
ness loan application, NADA has 
advised its membership. 

NADA reminded dealers that the 
Small Business Administration may 
make loans to businessmen—includ- 
ing new-car dealers—but only after 
private agencies have turned them 
down. 

Under the act of 1953, SBA is 
permitted to lend money to finance 
business construction, expansion, 
equipment or working capital, 
NADA said. 

SBA regional offices are located 
in Boston, New York, Philadelphia, 
Baltimore, Atlanta, Cleveland, Chi- 
cago, Minneapolis, Kansas City, 
Dallas, Denver, San Francisco, Se- 
attle, Los Angeles and Richmond, 
Va. 


N. C. Convention 


Set for May 5-7 


CHARLOTTE, N. C.—The 20th 
annual convention of the North 
Carolina Automobile Dealers Assn. 
will be held May 5-7 in Pinehurst. 

President Wilson F. Yarborough, 
of Fayetteville, said factory officials 
and dealers from other parts of the 
country will deliver convention 
talks. 

Registration will begin at 9 a.m. 
May 5, and all dealers by franchises 
will meet at 2 p.m. The board of 
directors will meet May 6, and gen- 
eral sessions are scheduled for May 
6 and 7. 


control automobile franchises and 
the business of franchise holders 
is another attempt to interfere with 
the natural laws of business.” 


But the groundwork had been 
laid by AADA. With Rep. Hugh 
Hackler, Mountain Home Chevro- 
let dealer, as a co-sponsor, the bill 
was passed by the Senate, 20-1, only 
two days after introduction. Four 


days later, the House gave it a 
whopping 72-20 vote. Gov. Orval E. 
Faubus signed it into law the day 
following House action. 

Both the tax increase bills failed 
to pass. 

Tailored after the Oklahoma 
licensing law, the new Arkansas 
statute attempts to answer hew- 

(Continued on Page 67, Col. 2) 





Spokane Officers Take Look at Show— 


A critical eye is cast by officers of the Spokane New Car Dealers Assn. at the sales 
literature in front of a bank of orchids, part of the decorations at the Spokane Auto 


Show. From left: John M. Moore, vice-pres 
W. Axtell, secretary. 


ident; Clay S. Bleck, president, and Richard 


Dover, Missoula Set Events... 


Shows Score Successes 


SPOKANE, Wash. — Two more 
successful auto shows have closed 
and other communities are plan- 
ning events late in the year. 

In Spokane, members of the 
Spokane New-Car Dealers Assn. 
have issued enthusiastic reports 
about their 1955 display. 

The Lions Club joined in spon- 
sorship and benefited from ad- 
mission receipts which will be 
used for its programs to aid the 
blind and underprivileged chil- 
dren. 

The attendance was more than 
double over 1954’s show and re- 
ceipts were over $20,000, reported 
Clay S. Bleck, association presi- 
dent. 

Bleck said 52 new cars were 
shown during the six-day event and 
he set attendance at approximately 
30,000 as compared to 14,000 in 
1954. 

In Hutchinson, Kans., an attend- 


On the House .. . 


With introduction of the three colored tires by 
U. S. Rubber, can you imagine the stockpiling head- 


aches to come? 


Too many blues in Minneapolis, 


not enough greens in Memphis, etc . .. NADA feels 
that the Senate’s probe of the auto industry “could 
be in no better hands than the three senators who 
comprise the subcommittee. They are well ac- 
quainted with practices and traditions of the indus- 
try. Senator Monroney (chairman of the subcom- 
committee) was a member of the committee which 
heard testimony presented by NADA on the anti- 


ators Payne of 
Carolina... 


Wembhoft 


bootlegging bill last July.” Other members are Sen- 


Maine and Thurmond of South 


We're getting a lot of letters again from dealers complaining of 
overproduction and resultant “unethical selling methods’; most 
dealers express hope that manufacturers will see “the futility of 
overproduction” before a lot of inexperienced dealers fall by the 
wayside ... W. A. Brandenburg has been recommended for a three- 
year term on Ohio dealer and salesman licensing board... 


Buffalo dealers’ records are being scrutinized for failure to pay use 
and sales taxes on demos and supplies . .. Northern California associa- 


tion has added four new members. 





—Perte Wemuorr, Editor, 
Automotive News 





ance of over 15,000 was reported 
during the three days of the show. 

Show Chairman Jim O’Mara said 

the 1955 event was better attended 
and was more successful financially 
in sales as well. It was the third. 

put on by the Hutchinson dealers. © 

The Missoula (Mont.) Auto Assn. 

has set the dates of its show for 
April 1 to 3 and an attendance of 
over the 8,000 figure of last year is 
expected. 

This is the second such display 
put on in Missoula and the Mon- 
tana State University is cooper- 
ating with the dealers. It will be 
held in the fieldhouse. 


In Denver, the Denver Automo- 
bile Dealers Assn. is planning its 
43rd annual show for Apr. 14-21, 
| reported J. J. March (Ford), as- 
sociation president. 

About 80 different auto models 
representing every domestic make 
will be displayed, plus several for- 
eign makes and additional booths 
for accessories. Entertainment also 
is being planned. 

Members of the Greater Louis- 
ville Automobile Dealers Assn. 
are searching for the oldest auto 
in Kentucky and Indiana to fea- ~ 
ture at their Autorama, to be held 
Apr. 16-24 in conjunction with 
the Kentucky Home Show. 

An auto show will be held in 
Dover, N. H., in conjunction with 
the city’s centennial celebration. 
John Grady is committee chairman, 
assisted by Charles Grocco and 
Robert Bogner. The show will last 
four days. 

In Michigan, officials of the two- 
day Owosso show reported it was 
a “huge success” and planned to 
extend the 1956 show to three days. 
However, in Lansing a projected 
outdoor display—scheduled for May 
—apparently will not be held. Auto 
dealers said they might sponsor a 
show soon after the 1956 models 
appear. 

Meanwhile, in Battle Creek, Mich., 
|dates for the annual event have 
been set for May 12-14. Admissions 
will be free, and it will be located 
in the Hunt Club. 
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Big 3’s Truck Share 
Reaches 83 Percent 


A® IN previous years, the Big 
Three in 1954 captured an in- 
creasing share of the total new- 
truck market. 

The Big Three—represented in 
trucks by Chevrolet, Ford, GMC 
and Dodge—accounted for 83.01 
percent of the total 1954 market, 
6ompared with 81.55 percent in 
1958 and 78.00 percent in 1952. 
Total truck sales in 1954 were 
829,101, compared with 930,312 in 
1953 and 812,099 in 1952. 

Actually, the Big Three’s gain in 
1954 was accounted for by Chevro- 
let and Ford—and the lion’s share 
was Ford’s. The other big Three 
makes showed market losses. 

* * + 

HEVROLET boosted its market 

penetration by 0.10 percentage 

points, while Ford hiked its slice 
by 3.70 percentage points. 

Because of a decline of 0.81 per- 
centage points for GMC and 153 
percentage points for Dodge, the 
net gain for the Big Three was 
1.46 percentage points. 

The only gainer among the inde- 
pendents was Willys, which in- 
creased its share of the commer- 
cial-car market by 0.21 percentage 
points. 

This was the only instance in 
any aspect of the 1954 automotive 
market where an independent got 
a greater sales share than it did in 
the previous year. 

a ° * 
LL other independents showed 
declines, although, except for 
Studebaker, they were relatively 
insignificant, ranging from 0.01 to 
0.10 percentage points. 
Studebaker, by dropping 1.19 


Trucks in Use 
By ’75 Forecast 
At 30 Million 


DETROIT. — The phenomenal 
growth of the trucking industry, 
already almost three times the rate 
of growth in the passenger cars, 
will triple in size by 1975, P. J. 
Monaghan, general manager of the 
GMC Truck and Coach Division, 
told a GMC 1955 model press pre- 
view last week. 

“Truck population in 1975, just 20 
years from now, will be near 30 
million,” Monaghan said. “And I 
think our industry’s annual sales 
volume will be almost triple the 
volume today. 

“The upswing is starting in 1955 
with big replacement of the trucks 
sold immediately after World War 
II, and the rate of replacement will 
be accelerated by the great engi- 
neering and design improvements 
we are now making.” (Details of 
GMC’s new trucks are on Page 54 
today.) 

Monaghan said that some of the 
product improvements in the in- 
dustry today, such as the use of 
automatic transmissions, have the 
potential to make an annual sav- 
ings of more than $2 billion for 
truckers. A 10 percent improve- 
ment in the efficiency of trucks, ex- 
tended to the 200 billion ton-miles 
of trucking, would add up to that 
amount, he said. 

R. C. Woodhouse, general truck 
sales manager for GMC, forecast 
the domestic truck market for 1955 
in the area of 950,000 units. GMC’s 
1955 sales goal, he said, was 100,000 
units. 

Woodhouse disclosed that GMC 
Truck would launch its 1955 model 
sales program with the “greatest 
buyer stimulation program in our 
history.” Starting March 22, and 
continuing over a two-week period, 
GMC will reach 12,000,000 readers 
through general magazines, and 
over 90,000,000 through daily, Sun- 
day and weekly newspapers. Full- 
page color ads will be used in Sun- 
day supplements as well as in many 
of the metropolitan dailies. 


percentage points—from 2.42 per- 
cent of the market in 1953 to 1.23 
percent in 1954—lost most ground 
among the independents and ac- 
counted for most of the overall 
net loss of 1.46 percent for all in- 
dependent makers. 

Market penetration losses among 
the independents were: Reo, 0.10; 
International, 0.09; White, 0.07; 
Brockway, 0.06;, Diamond T, 0.05; 
Autocar, 0.05, and Mack, 0.01. 


Miscellaneous makes lost 0.05 

percentage points. 
* * * 

Wu the market shrinking by 

101,000 units in 1954, only one 
maker was able to boost unit sales. 
That maker was Ford, which 
pushed sales from 266,027 in 1953 
to 267,799 in 1954. 

All other makes, even those 
which showed a larger share of 
the market, sold fewer trucks in 
1954 than they did in the previous 
year. 

In percentage shares of the 1954 
market, truck makers fared as fol- 
lows: Chevrolet, 35.35; Ford, 32.30; 
International, 10.16; GMC, 8.04; 
Dodge, 7.32; Willys, 2.11; White, 
1.25; Studebaker, 1.23; Mack, 0.73; 
Diamond T, 0.32; Reo, 0.28; Brock- 
way, 0.16; Autocar, 0.13, and mis- 
cellaneous, 0.62. 


Each Maker’s Share... 


Free Safety Belts— 


Gordon Pontiac, Inc., Joliet, Ill., has an- 
nounced it will make safety belts standard 
equipment on all new 1955 cars without 

| cost to the buyer. Nathan Gordon (left), 
president, shows Capt. Paul Metzger 
of Joliet police force how the belts work. 
Seated beside Metzger is Nancy Gordon, 
| daughter of the dealer. 


Plum for Horner 
LAFAYETTE, Ind.—John C. 
Horner, vice-president of Horner 
Motor Co., has been named “out- 
standing young man of the year” 
by the Lafayette Junior Chamber 
of Commerce. 


New-Truck Sales, 1954-1953 


Total 
Sales 


83.01 
10.16 


o 
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2.11 
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Consumer Auto Spending 
Due for ’55 Increase 


WASHINGTON. — Consumers 
plan to spend somewhat more for 
new and used cars this year than 
they planned to spend a year ago, 
according to preliminary results of 
the Federal Reserve Board’s an- 
nual survey of consumer finances. 

The report, reflecting a more fa- 
vorable financial outlook among 
consumers, finds that the propor- 
tion of consumers planning to buy 
new cars is about the same as it 
was early last year, but the median 
amount of expenditure indicated is 
larger. 

The proportion of consumers 


AMA Committee 
Elects Lee Head 


DETROIT. — James W. Lee II, a 
partner in Ivy Lee and T. J. Ross, 
public relations counsel for Chrys- 

ler Corp. has 
been elected 
chairman of the 
public relations 
committee of the 
Automobile Man- 
ufacturers Assn. 
Lee succeeds 
Fred L. Black, 
vice - president of 
American Motors, 
who has held the 
post for three 
James W.Lcell years. Lee has 
been a member of the AMA com- 
mittee for seven years. 


planning to buy used cars is slightly 
larger than reported a year ago, 
and the median planned expendi- 
ture is also larger. 

Prospective buyers of new cars 
are inclined to time more of their 
purchases in the first half of the 
year than was the case a year ago, 
FRB noted. 

The findings are based on pre- 
liminary tabulations of approxi- 
mately 2,950 interviews taken in 
January and February, 1955, in the 
12 largest metropolitan areas and 
54 other sampling areas throughout 
the country. 

The survey was conducted by the 
board of governors of the Federal 
Reserve System in cooperation with 
the Survey Research Center of the 
University of Michigan. The sur- 
veys were instituted 10 years ago. 


Lockheed Obtains 
Willys Calif. Plant 


MAYWOOD, Calif. — The Willys 
automobile plant here has been 
purchased by Lockheed Aircraft 
Corp., according to Burt C. Mone- 
smith, Lockheed vice-president. 

He said the firm’s Burbank plant 
was not adequate to handle pro- 
duction loads of 1955 and 1956. He 
said the plant would be used for 
precision assembly and subassem- 
bly operations. 


Sales Records Tumbling 


Biggest March and First Quarter Shaping Up 
As Pace Hits 23,000 New Cars a Day 


By Bob Lienert 
Associate Editor 

EW -CAR records continue to 

tumble like a row of dominoes. 
With new-car sales now running at 
an estimated rate of 23,000 a day, 
two more important marks are tot- 
tering. 


The biggest March and biggest 
first quarter in history are shap- 
ing up. 

March sales, unless the bottom 
falls out of the market in the 
month’s waning days, should reach 
625,000, pushing the first-quarter 
total well beyond 1,600,000. 

* * * 

LD records fail to fall within 

shouting distance of either fig- 
ure. Previous high March came in 
1951, when 512,599 new cars were 
sold. The record first quarter also 
came in 1951, when 1,416,162 units 
were registered under the impetus 
of Korea hysteria. 


Other high totals for March 
have been 495,885 in 1950, 486,368 
in 1953 and 480,731 in 1954. The 
only other time that March sales 
topped 400,000 was in 1941, when 
the total was 419,396. 

Other high first quarters have 
been 1,286,437 in 1950, 1,269,147 in 
1953 and 1,191,111 in 1954. Only 
other first quarter above the mil- 
lion mark was 1941’s total of 1,- 
016,655. 

* * * 
_ impressed by the white-hot 
aspects of the current market 
are the old-timers, who can re- 
member 1933, when March sales 
totaled 78,748 and the first-quarter 
total was 228,065. 


A total above 600,000 will put 
March in an elite class. Only four 
months in history have topped 
that mark—last December being 
the most recent month. 

These sales-laden months have 
been August, 1950 (683,995); Decem- 
ber, 1954 (656,611); September, 1950 
(625,755), and July, 1950 (609,926). 

* o « 


Ney standards are established, 
of course, only by virtue of rec- 
ord - breaking individual perform- 
ances. These continue to pile up as 
each calendar milestone is passed. 
Here are the most recent claims: 

GM retail sales in the first 10 
days of March established a rec- 
ord of 110,401 units for that 

period, according to Harlow H. 
Curtice, president. 

The achievement followed Janu- 
ary and February records, making 
GM sales during 1955 through 
March 10 the highest in the firm’s 
history, Curtice said. Dealer sales 
through March 10 have totaled 
652,416, he said. 

Curtice said GM dealers also set 


a used-car record by movin; 802. 
386 units in the period Jn, 1. 
March 10. The old mark of ‘015% 
was set in the same period o: 194}, 

GM’s divisions also were busy 
staking record claims. Oldsmobile 
sales in the first 10 days of March 
were greater than any 10-day pe. 
riod in history, according to J. F 
Wolfram, general manager. 

Retail deliveries in the _ period 
amounted to 17,427 new units, he 
said, compared with the previous 
record of 16,795 deliveries in the 
first 10 days of last February. 

* * 7 

- THE period from Jan. 1 

through March 10, Oldsmobile 
dealers have delivered 108,414 new 
cars, according to Wolfram. This is 
more than double the 53,177 new 

(Continued on Page 67, Col. 1) 


Nance Endorses 
Road Plan as 


Saver of Lives 


WASHINGTON.—James J. 
Nance, Automobile Manufacturers 
Assn. president, last week urged 
Congress to adopt the President’s 
$101 billion road 
plan as a capital 
investment and 
declared that 
highway building 
had lagged for 25 
years. 

He declared be- 
fore the Senate 
Roads _ subcom- 
mittee that com- 
pletion of the pro- 
gram would save 
40 percent of the 
36,000 lives lost yearly on highways. 

Nance, also president of Stude- | 
baker-Packard, said the program 
doesn’t raise the question of wheth- 
er we can afford better roads. 

“Rather,” he said, “it is the ques- 
tion of how long we can afford the 
vastly greater costs of traffic acci- 
dents and other penalties that 
would be wiped out by needed road 
improvements.” 

He also asked full moderniza- 
tion of the 40,000-mile highway sys- 
tem, completion within 10 years 
and use of the accepted business 
practice of long-term financing. He 
endorsed credit financing for the 
program, but declined to take sides 
on the various proposals before the 
committee. 

William F. Hufstader, chairman 
of AMA’s highway policy commit- 
tee, and William J. Cronin, AMA 
managing director, appeared with 
Nance. Hufstader is a GM vice 
president. 


James é. Nance 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


March 16 
(Some models off $25 to $50. Fords 
up $25. Sold 117 cars out of 146 
entered.) 


BUICK—’54 Super Riviera coupe, $2,- 
275*; 4-dr., $1,950. ’53 Super Riviera 
coupe, $1,475*, $1,400*; 4-dr., $1,- 
300*, $1,265%; RM 4-dr., $1,305* 
(ps). °52 Super Riviera coupe, $955*; 
RM 4-dr., $925*; Special 2-dr., $915*. 
‘51 Super Riviera coupe, $550*%; 2- 
dr., $550; Special 4-dr., $490. ‘50 
Super Riviera coupe, $540*, 

CADILLAC — ’54 (62) coupe deVille, 
$3,850* (ps). 53 (62) coupe deVille, 
$2,395* (ps); 4-dr., $2,375* (ps). 
"52 (60) 4-dr., $1,690*, $1,630*. 

CHEVROLET—’54 Bel Air 2-dr., $1,- 
225*, $1,225, $1,150. ’53 Bel Air club 
coupe, $1,070; 4-dr., $1,060, $925; 
2-dr., $1,020*%; Two-ten 4-dr., $975, 
$860; 2-dr., $970*, $820, $775; One- 
fifty 2-dr., $650; 4-dr., $620; station 
wagon, $1,100. 52 SL Deluxe 2-dr., 
$665, $590, $545*, $510; 4-dr., 2 at 
$565. °51 SL Deluxe 2-dr., $510*, 
$490*; SL Special 2-dr., $395. 50 SL 
Deluxe 2-dr., $400. '49 SL Deluxe 
4-dr., $220. 

CHRYSLER — ’53 Imperial 4-dr., $1,- 
450°. '51 Windsor 4-dr., $510*, $470*. 

DODGE—’53 Coronet (8) 4-dr., $925*; 
Meadowbrook club coupe, $685; 1-ton 
pickup, $650. '52 Meadowbrook 4-dr., 
$585*, $455. '51 Wayfarer club coupe, 
2 at $450, $425; 4-dr., $395, $375; 
2-dr., $290. 


FORD—’54 Custom (8) Country sedan, 
$1,660; 4-dr., $1,225; 2-dr., $1,000. 
’53 Crest (8) 4-dr., $1,065*, $975%, 
$925*; Custom (8) 2-dr., $1,020, 
$990, 2 at $965; 4-dr., $915. °52 Cus- 
tom (8) conv., $825; Main (8) 2-dr., 
$615; Main (6) 4-dr., $650; 2-dr., 
$625. ’51 Main (6) 4-dr., $475*, $455. 
*50 Custom (6) 2-dr., $315; Deluxe 
(6) 2-dr., $280. 


HUDSON — ’'52 club coupe, $350. 
club coupe, $100. 


MERCURY — ’55 Monterey club coupe, 
$2,360* (ps). °53 Monterey club 
coupe, $1,235*. °51 4-dr., $490; club 
coupe, $330*. 

NASH—’52 Statesman 4-dr., $660. 

OLDSMOBILE—’55 (98) Holiday, $3,- 
225* (ps). ’54 (98) Holiday, $2,575* 
(ps). ’°53 (88) 4-dr., $1,360*%, ’52 (88) 
4-dr., $975*. '51 (98) Holiday, $690*. 

PACKARD—’50 4-dr., $170. 

PLYMOUTH—’ 54 Belvedere club coupe, 
$1,105. °53 Cranbrook 4-dr., $795, 
$690. °52 Cambridge 4-dr., $550, 
$460; club coupe, $400. 

PONTIAC—’55 Chieftain (8) Catalina, 
$2,460*, $2,440*, $2,300*. °54 Chief- 
tain (8) 2-dr., $1,485*; Chieftain (6) 
2-dr., $1,270. '52 Chieftain (8) Cata- 
lina, $1,000*, $900*; 4-dr., 2 at 
$800*. °51 Silver Streak (8) 4-dr., 
$620*, $595*, $450; 2-dr., $595*, $440°. 

STUDEBAKER—’53 Commander 4-dr., 
$650. °52 Champion club coupe, $450. 
*51 Commander 4-dr., $360, $285; 2- 
dr., $300, $250°. 


"51 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 50, 51, 52 
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**Coast-to-coast service feature 
nets Us extra sales ® — says MR. EUGENE J. BRADY, President 


of Brady-Frazer Co., Providence, Rhode 
Island, Chrysler-Plymouth dealer and past 
director of R.1.A.D.A. 


Cer NWENTY-FIVE years ago we were 
looking for one finance plan that 

could handle all phases of our business. 
We picked the CommerciaL Crepit PLan. 
Since then, not only has this Plan been 
able to cope with the many personal 
needs of our customers; but it gives them 
prompt, efficient service in any state in 
the Union. Each year the nationwide fea- 
ture alone of CoMMERCIAL CREDIT PLAN 


aie ta diitin wae” | | COMMERCIAL 


COMMERCIAL CREDIT DEALERS Pe ie aaa | CREDIT 
ARE Successful DEALERS ‘€ a Ss ists | CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore ... 
Capital and Surplus over $170,000,000 
. . » Offices in principal cities of the United 


A letter or call to your nearest COMMER- 
c1AL CrepiT Pian office will get you 


speedy and expert help with your financ- ‘a 4 Se ’ Lo 5 : States and Canada. 
ing problems, too. Why not call today? . " 3 
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of 10 Experts Expect No Strike... 





How Do You Vote on GAW Fight? 


By Joseph M. Callahan 
Staff Writer 

SPOT check of informed busi- 
ness and union officials to get 
their “educated guesses” regarding 
the GAW negotiations which began 
last week between the UAW-CIO, 
General Motors and Ford revealed 
that the odds are seven to three 

that there will be no strike. 

Without exception the five 
union leaders predicted that there 
would be some kind of a settle- 
ment without a strike. They were 
joined in this opinion by two 
men expressing a management 

view. Three other businessmen 
felt there would be a strike by 
the first of June when the con- 
tracts expire. 

While everyone, including those 
interviewed, agrees that it is im- 
possible to predict the outcome of 
the negotiations, it is possible that 
the thinking behind these “edu- 


For a 


Distributor 





LYON 


METAL PRODUCTS, INC. 
General Offices: 

390 Monroe Avenue 

Avrora, Illinois 

Factories: 

Aurora, lilinois 

York, Pennsylvania 


@ You'll save a lot of valuable time, space 
and money by letting your Lyon Automo- 
tive Distributor do your complete parts 
department job for you. He’ll make a space- 
saving floor plan—dismantle and refinish 
present units—erect and install present and 
new equipment—label all bins—place parts 
in proper sequence. Talk to him. It won’t 


A PARTIAL LIST 


DEPARTMENT 


See Your LYON 
Automotive 


cated guesses” may expose some 
of the factors that will eventually 
settle the matter. 
* * * 

VETERAN and conservative 

Detroit unionist predicted that 
there would be some kind of a 
compromise settlement of the GAW 
problem, rather than a shutdown. 

“The only situation that could 

produce a strike in my estimation,” 
he said, “would be for all the Big 
Three to get together and attempt 
to break the union. I don’t think 
this would, or could happen. 

“Of course, it’s not going to be 
exactly what Reuther is publicly 
asking for. I expect some kind of 
a guarantee for all workers, with 
@ variance of from 50 to 100 per- 
cent, depending on an individ- 
ual’s seniority. 

“I think we're going to see one 
of the alltime ‘wars of nerves,’ with 
both sides going right down to the 


BETTER 


PARTS 





wire in order to give the minimum 
and get the maximum.” 
+ * * 


—- the opposite view was a 
manufacturer’s association 
spokesman, who said, “Reuther’s 
statements have convinced me that 
the UAW wants a strike, even if 
Management comes up with a 
liberal offer.” 

This official said he was alarmed 
by Reuther’s determination as re- 
flected by his repeated statement, 
“There’s no question as to whether 
we're going to get an anuual wage. 
The only question is how we're 
going to get it.” 

The spokesman also felt that 
there would be little compromise 
on the subject of a GAW because 
the principle of the GAW is some- 
thing you grant or you don’t grant. 

Rebutting this position was a 

unionist who leaned to the posi- 
tion that there would be no strike 
and declared: 

“The principle of the GAW was 


from A to Z. 


and rigidity. 


Woman's Car— 


The Dodge LaFemme, built especially to 
suit women's needs, is now in production. 
A handbag slips out of a special case. It 
contains compact, lipstick, cigaret lighter 
and case in colors matching the pink 
leather of the car's interior. 


granted many years ago by the 
legislation which resulted in our 
current unemployment compensa- 
tion, which is nothing but a partial 
annual wages, paid out by the state 













FOR AUTOMOBILE DEALERS 


take long to find he knows his business 


NEW LYON BIN has a lot of features that 
add up to better installations. Sliding shelves 
instantly adjustable on 14” centers. Divid- 
ers quickly adjustable on 1” centers with- 
out tools. New design provides extra strength 


Write for catalog and name of your nearest Lyon Distributor 


OF LYON 


STANDARD 
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which gets the money fron the 
employers. 
+ * * 

“Wow: the auto companies are 

paying a minimum an» uaj 
wage in Michigan of something 
under $1,000. The union suddenly 
comes up with a demand of a JAW 
of $4,000 to $5,000. Here we ha‘ the 
two extremes. Surely, they can fing 
some middle ground to agree on 
before the contracts expire. 

“Thus far, the newspapers and 
radio have only been discussing the 
two extremes.. What should be ex. 
plored is the middle ground of 
moderation and compromise, be- 
cause this is the area in which the 
factory and union negotiators will 
be operating.” 

A pessimistic view was expres- 
sed by a veteran Detroit broker 
who felt that a strike was a good 
possibility because (1) car pro- 
duction was running at such an 
excessively high rate and because 
(2) the investing public is obvi- 
ously worried about an auto 
strike. 

Said the president of one GM 
union, “Mr. Harlow Curtice is the 
only person who has the answer as 
to whether there is going to be a 

strike. My guess is that there will 
not be one.” 

He said that he believed the 
union will put up the fight of its 
life for the GAW, that he’s con- 
vinced that the union doesn't want 
a strike and that the question 
whether Ford or GM will be the 
main target will not be decided 
until the deadline is reached. 

x * * 


[pases a@ report that was re- 
ceived that UAW members 
have been told not to get involved 
in any purchases that would re- 
quire them to make payments 
through the summer months, a 
Detroit credit bureau official said: 

“IT can’t tell for sure about the 
possibility of a strike but 1 don’t 
expect one for this reason: Our 
collections are holding up very 
well. If the factory people ordinar- 

(Continued on Page 69, Col. 1) 


Stocks 


(Continued from Page 1) 


months, some dealers are voicing 
complaint that the factories are 
building “too many” cars. 

Significantly, there still are many 
on the retail side who dissent from 
this opinion. One popular-line dealer 
reports inability to accumulate a 
30-day supply of new cars. Another, 
handling a rival make, says he'll 
run short in March. 

A few dealers declare they want 
more cars in stock as a_ hedge 
against an industry walkout. 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 
D 


ealers 
Cars Cars In Total 
ta Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan. 1,50... 251,754 188,500 440,254 
Apr. 1, °50.... 276,136 158,000 434,136 
June 1, ’50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
Jan, 1, ’51.... 305,888 89,900 404,788 
Apr. 1, 51... 406,541 138,500 545,041 
July 1, ’51.... 357,606 90,700 
Sept. 1, °51.... 283,402 800 370,202 
Jan, 1, °52.... 224,968 31,000 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, 52... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
June 1, ’52.... 232,036 70,000 302,036 
July 1, °52.... 193.462 500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, °52.... 149,091 77,000 226,081 
Oct. 1, ’52.... 233,556 000 322,656 
Nov. 1, ’52.... 90,500 399,394 
Dec. 1, ’52.... 287,247 716,000 363,247 
Jan. 1, '563.... 291,671 300 374,971 
Feb. 1, ’53.... 324,835 86,600 412,035 
Mar. 1, *53.... 389,011 87,200 476,211 
Apr, 1, ’53.... 445,882 89,300 
May 1, ’S3.... 490,381 97,700 588,081 
June 1, ’53.... 463,546 73,500 537,046 
July 1, 53... 479,698 82,800 562,498 
Aug. 1, °53.... 517,119 82,200 599,319 
Sept. 1,53... 514,569 74,500 589,069 
Oct, 1, °53.... 519,037 60,900 579,937 
Nov. 1, °63... 538,087 68,300 606,387 
Dec. 1, ’53.... 430,876 29,000 459,876 
Jan. 1, ’54.... 428,125 36,600 464,725 
Feb. 1, °54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’64.... 541,911 64,000 605,911 
May 1, ’54... 538,775 68,500 7,275 
June 1, ’54.... 503,219 62,500 719 
July 1, °54.... 445.665 62,500 508,165 
Aug. 1, ’54.... 390.854 57,000 447,854 
Sept. 1, ’54.... 355,654 50,400 406,054 
Oct, 1, ’54.... 267,469 29,000 296,469 
Nov. 1, °54... 120,107 37,5¢0 157,607 
Dec, 1, ’54.... 203.453 61.700 265.153 
Jan. 1, ’55.... 293,881 68,500 362,381 
Feb, 1, ’55.... 373.573 89,100 *462,673 
Mar. 1, ’55.... 455,281 95,000 550,281 
t Field stocks include cars actually # 
dealerships, those warehoused by <ealers 


and factories, and demonstrators. 
* Revised. 
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Studebaker beats 21 competing cars 
in 1955 Mobilgas Economy Run! 

Wins Sweepstakes for second straight year! 

Now more than ever America’s No.1 economy car! 


Studebaker is going places in 1955! Studebaker has just won 
the Mobilgas Economy Run Grand Sweepstakes Award for 
the second straight year! Once more, as so often before, Stude- 
baker has officially proved itself America’s No. 1 Economy Car 
... first in gas economy in a field of 22 great American cars 
that competed in the 1955 Mobilgas Run over a gruelling 
1,323-mile course from Los Angeles to Colorado Springs! 
Another tremendous triumph for Studebaker’s gas-saving 
engineering! Studebaker is really going places in 1955! 


|‘ STUDEBAKER 


STUDEBAKER DIVISION OF THE STUDEBAKER-PACKARD CORPORATION.::; 
ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 
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License Measure 
Introduced in 


New Hampshire 


CONCORD, N. H. — A bill to 
license both dealers and manufac- 
turers has been introduced in the 
New Hampshire Legislature by 
Senator Norman A. Packard. 


The proposed legislation, pat- 
terned after licensing laws in force 
in other states, has received the 
support of the New Hampshire 
Automobile Dealers Assn. 


Under terms of the measure, each 







































new and used-car dealer would be 
required to register by next Sept. 
1, at a fee of $20. 


Also, every manufacturer doing 


| business in the state would have to 
obtain a license for each make of | 


car it sells. The fee would be $100 
for each make. Manufacturers’ 
representatives would be licensed 
at a $10 fee. 


The bill calls for a five-member 
board, appointed by the governor. 


All board members would have to} 
jin the country, according to the 


be auto dealers, and at least three 
would have to be new-car dealers. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





Sold Duryea in 1905... 


First Woman Dealer Found 


NEW YORK. — Following inten- 
sive research, Mrs. Mary D. Allen 
of Holyoke, Mass., has been veri- 





| 1905. Among those who testified 


to this fact was J. Frank Duryea, 
designer of the car, and president 


fied as the first woman auto dealer| of Stevens-Duryea Co. 


Automobile Old Timers. 

With her late husband, Mrs. 
Allen founded a Stevens-Duryea 
dealership in Brooklyn, N. Y., in 


| Ten regional vice-presidents have| Marsh Johnson, mountain 
been selected by the organization 











ee 


|terest in the organization and tp 
create councils in their areas 
Named were J. Conrad Johnson, 
New England states; R. A. Harp 
north Atlantic states; Birkett L 
Williams, east north central s‘ateg: 
W. R. Stephens, west north centrg 
states; Tom Frost, mid - Atiantic 
states; J. Saxton Lloyd, south At 
lantic states; Turner A. Summey 
east south central states; Ed Mg 
her, west south central states; § 
States 
and Watt L. Moreland, Pacific 


to cooperate with officers of state | states. 


and city councils of the Automobile 


| Old Timers to stimulate greater in- 





than Dallas! 


NEARLY 40% OF DALLAS SALES 
FOUND ATTRIBUTABLE TO NON- 
RESIDENTS by Sales Management's 
Research Director, Dr. Jay M. Gould, 
employing Sales Management's Retail 
Concentration Formula: 


Ghe Hallas Morning News 


CRESMER & WOODWARD, INC. 
New York * Chicago * Los Angeles * Detroit * Atlanta * San Francisco 


Tallest building in 45 states is the new Republic National Bank 
Building. Only seven cities in the U S$. have banks with higher 
capital accovat rankings than Dallas’ two largest banks. 


»»»OR DALLAS COUNTY...OR DALLAS’ C&RTZ 


Dallas is the financial center of the Southwest. Its banking 
business is bigger than that of Houston, New Orleans, or the total 
of Memphis, Fort Worth and Oklahoma City. Dallas’ more than 
$2,000,000,000 deposits average $11,423 per family — 82.9% more 
than per family buying income. Dallas’ banking business is bigger 
than Dallas, Dallas County or anything less than the 72-county 
Dallas Market simply because people from this larger area must 
and do come to Dallas for their big bank requirements. 


Dallas business owes its extra bigness to the North Texans from 
outside Dallas and Dallas County who come to Dallas to buy, to 
sell, to borrow, to invest ... who depend upon Dallas for the many 
advantages of a metropolitan city. Naturally they subscribe to The 
Dallas News to keep up with their Dallas interests. 


Only in The Dallas News can your advertising realize the 
fullness of the Dallas Market — because ONLY THE DALLAS 
NEWS COVERS THE DALLAS MARKET! 





* National Representatives 


ONLY The Dallas News COVERS the Dallas Market 


More people BUY The News...more people READ The News... 


more people are INFLUENCED by The News than any other North Texas Newspaper! 


At the last quarterly meeting the 
following action was taken: 

1. Russell M. Nelson, secretary, 
was elected treasurer to fill the 
vacancy caused by the death of 
C. Ray Palmer. Nelson is a Staten 
Island (N. Y.) dealer. 

2. Some 121 new members wer 
elected. 

3. It was voted unanimously to 
lower the fee for life members from 
$150 to $100. There are now 1,071 
Old Timers. 

4. It was announced that Frank 
H. Yarnall, NADA president, will 
address the New York metropoli- 
tan council Apr. 18. 

It was announced that C. B. A. 
Rosen, president of the Society 
of Automotive Engineers, will be 
presented a congratulatory scroll, 
marking the SAE’s 50th anniver- 
sary. 

6. The following committee chair- 
men were approved: Henry R. Sel- 
den, research and awards; A. A. 
Lally, budget and finance; William 
L. Hughson, membership and coun- 
cil; Ralph T. Hogan, admissions; 
Tom Frost, legislation; George 
Conrad Diehl, highways; Birkett L. 
Williams, traffic safety, and George 
A. Kahmann, publications. 


Dealer Meetings 
Open Studebaker 
Sales Campaign 


SOUTH BEND.—Studebaker will 
launch an intensive sales campaign 
today (March 21) with a two-week 
series of dealer 


meetings. 
William A. 
Keller, Stude- 


baker general 
sales manager, 
will outline to 
company dealers 
the sales, adver- 
tising and mer- 
chandising pro- 
grams planned for 
this year. 
Participating in 
the sessions will be: 





W. A. Keller 
L. F. Van 
Nortwick, general manager of the 


truck division; Frank W. Noble, 
advertising manager; Lorne R. 
Moodie, director of sales promotion 
and training, and Paul J. Husting, 
national used-car manager. 

The schedule follows: March 21, 
New York; March 22, Cincinnati; 
March 23, Atlanta; March 24, Dal- 
las; March 28, Kansas City; March 
29, Minneapolis; March 30, Chicago; 
March 31, Portland, Ore.; Apr. 1, 
San Francisco, and Apr. 4, Los An- 
geles. 


Pontiac Record 


Seen by Crawford 


PORTLAND, Ore. — A forecast 
of over 500,000 Pontiac sales for 4 
company record in 1955 was made 
here last week by 
H. E. Crawford, 
Pontiac general 
sales manager. 

He spoke to 12 
Pontiac dealers 
and reported that 
delivery figures 
show Pontiac 
February sales 
were substantially 
higher than the 
40,930 Pontiacs 
sold in February. 


Ford Afloat 
DEARBORN. — The marine fleet 
of Ford Motor Co. hauled 2,415,283 
net tons of iron ore, limestone, 
and sand to the Rouge plant during 
the 1954 navigation season, accord- 





H. E. Crawford 





ing to Stanley W. Ostrander, grouP 
executive. 
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NOT ON YOUR PAYROLL...BUT, BROTHER, DOES HE 
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) HELP YOU SELL USED PLYMOUTHS EVERY DAY! 


Each driver of a Plymouth taxi in your town is a sales- 
man for your used Plymouths. He will attest every day 
to the way a Plymouth taxi will outlast other types. 

To sell a greater number of used Plymouths faster with 
less expense, use him this way: 


Point out to your customers the fact that 
there are more Plymouths used as TAXI- 
CABS than all other makes combined. If a 
car will hold up under taxi driving, it will 


This is explained by the fact that, 
through the years, Plymouth has 
“‘out-engineered” every other make 


in its price class. Here’s the proof 


hold up under any driving! to show your customers: 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 


Plymouth Car A Car B Plymouth Car A 


RESISTOR-TYPE SPARK PLUGS 
EXHAUST VALVE SEAT INSERTS 
CHAIN-TYPE CAMSHAFT DRIVE 
OILITE FUEL FILTER 

FLOATING OIL INTAKE 
ROTOR-TYPE OIL PUMP 

OIL BATH AIR CLEANER 
SAFETY-RIM WHEELS 


~— = 


) 
3 
t 
$ 
c 
$ 
y 
: 
$ 


best buy new... 
best buy used! 








2-CYLINDER FRONT BRAKES | YES 
INDEPENDENT PARKING BRAKE YES 
ELECTRIC WINDSHIELD WIPERS YES 
ORIFLOW SHOCK ABSORBERS YES 
WIDEST, MOST RIGID FRAME YES 
COWL VENTILATOR YES 
BAKED-ENAMEL FINISH YES 








NO 
NO 
NO 
NO 
NO 
NO 
YES 


Car B 


NO 
NO 
NO 
NO 
NO 
NO 
NO 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 


year. Most of these Plymouth engineering advantages apply in other model years as well. 


PLYMOUTH 








fi 
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Barely Bests Nash for Sweepstakes Crown .. . 





Studebaker Holds Economy Title 


(Continued from Page 1) 


miles per gallon. Average speed: 


was a Studebaker President with | 41-1001 miles per hour. 


25.2901. 

The condensation report is an 
intricate measurement based on 
the temperature of the gas tank, 
which is taken with an electronic 
device. Final results of the run 
were delayed for several hours, 
since AAA officials had to go back 
and compute the condensation 
factor for all three days. 

Mileage records in the 1955 run 
were very close to those of 1954 in 
spite of the fact that this year all 
cars had to use automatic trans- 
missions, while last year they were 
permitted to use standard trans- 
missions with overdrive. 

* a 


7“ ton- mile victory last year 
went to a Studebaker Land 
Cruiser with 60.8465. A Studebaker 
Champion won in actual miles per 
gallon with 29.5806. 

Last year’s averages for all cars: 
21.8466 miles per gallon; 49.8845 ton 


This year: 21.5615 miles per 
gallon; 50.4798 ton miles. Aver- 
age speed; 40,6543. 

This year, the Rambler won in 


Ford Reported Ready 


To Sell Shares in June 


NEW YORK.—Ford Motor Co. 
is expected to offer non-voting 
stock next June to the public, 
according to’ U. S. News and 
World Report. 

According to the magazine, the 
Ford family would continue to 
hold all of the voting stock and 
retain managerial control of the 
company. The initial offering will 
be about 4 million shares at a 
probable selling price of $60 a 
share. 

Dividend is expected to run ap- 
proximately $3 a share, or 5 per- 
cent. 








the low-priced class; the Stude- 
baker Commander in the low-medi- 
um; the Nash Ambassador in the 
upper medium, and the Buick Road- 
master in the high price. 

There was a marked difference in 
methods between the operations of 
the Studebaker team which won the 
sweepstakes, and the Nash team 
which won in actual miles per 


gallon. 
+ * 


7 Studebaker technique is a 
team play among Jack Smith, 
who charts the run and compiles 
dividing suggestions; Oscar Allifie, 
relief driver who conveyed the in- 
formation to driver Dick Johnson, 
and Johnson who wheeled the car 
through the whole run. 

While American Motors was well 
organized and had a team operat- 
ing on the sidelines, Les Viland, 
who in the past has won sweep- 
stakes victories in Ford and Lin- 
coln cars, piloted the Rambler to 
actual miles per gallon victory 





Sales Figures— 


General Motors distribution vice-presi- 
dent, William Hufstader (left), visiting Los 
Angeles for the opening of Motorama, 
examines a record shown him by Ed 
James, of Ed James Buick Co., Los An- 
geles. James sold 451 cars in February. 


largely on a one-man basis. He is 
a rare being who combines abilities 
in engineering and driving. Inci- 
dentally, he resigned as a Ford en- 





RIGHT UNDER HIS NOSE... 





but does he see it? 
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ONLY SOCONY-VACUUM OFFERS ALL THREE: 


@ America’s Favorites —Mobilgas and Mobiloil 
© World’s Greatest Lubrication Experience 
@ Exclusive “On-The-Job” Training 


SOCONY-VACUUM Oil COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


alg A MONEY-MAKING 
OP HEADLIGHT REPLACEMENT— 
Socony-Vacuum will help train your 


lubrication men to find extra business like this 
for your other service departments! 













It will pay you handsomely to take full advantage of 
Socony-Vacuum’s lubrication training program. It in- 
cludes training centers, a staff of experienced instructors 
and salesmen to train your men on the job. 


Result to you: high absorption ratio, more customer con- 


tacts, satisfied car owners. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 
the need for parts and services to your customers. 








— 


gineer some time before the 1955 
run. 

Here are the full figures 01 the 
cars by elasses (miles per gallop 
first, ton miles second). 

Class A—Rambler, 27.4733, 51.- 
2789; Chevrolet Bel Air 6, 21.5631, 
47.3203; Chevrolet Bel Air 8, 19,. 

6406, 42.2862; Ford Fairlane 6. 22.. 
8197, 48.7201; Ford Fairlane: 8, 
20.5979, 45.7892; Plymouth Belve- 
dere 8, 19.3683, 43.7723. 

Class B—Studebaker Commander 
8, 27.4366, 58.6320; Dodge Coronet 
disqualified; Mercury Monterey § 
21.5866, 51.9157; Pontiac 8, 21.6149 
51.9297; Hudson Wasp 6, 22.12% 
49.9957. 

Class C—Studebaker President, 
25.2901, 55.1957; Chrysler Windsor § 
18.2294, 47.0683, Oldsmobile 88, 22. 
5543, 56.8707; DeSoto V-8, 17.8962, 
43.8635; Nash Ambassador 6, 25. 
1854, 58.5560; Dodge Custom Roya] 
8, 22.3287, 52.2267; Hudson Hornet 
Custom 6, 20.6544, 48.7857. 

Class D—Buick Roadmaster, 19, 
7827, 53.8596; Chrysler New Yorker, 
19.0170, 50.1099; Lincoln Capri, 18- 
8780, 50.3666; Packard Patrician, 18, 
7515, 51.6322. 

7 + s 
RIVERS said that elimination 
of standard transmission and 
overdrive cut down on special tech- 
niques which have been a feature 
of past runs. 

However, skill still played a vital 
part. And the run was broadened 
by the automatic-transmission rule, 
since dealers in several GM lines 
saw an opportunity to compete once 
the overdrive was eliminated. 

Los Angeles streets were dry 
but the skies were cloudy as the 
22 competing cars pulled out a 
minute after midnight last Mon- 
day. 

Fog hampered vision at Red- 
lands and winds neared gale pro- 
portions at Palm Springs. 

The cars reached the end of the 
first day’s run under a hot sun at 

Tucson. Only casualty of the day 
was the Dodge Coronet V-8, which 
ran out of gas three miles short 
of the impound area. The driver 
had taken on only eight gallons of 
gas at the refuel stop in Yuma— 
about a cupful short of his car's 
needs. 
e - > 
At 2 A.M. Tuesday morning, the 
sagebrush run was on again. 

The cars arrived in Albuquerque 
at 2 p.m. under a hot sun and left 
at 4 a.m. Wednesday with the tem- 
perature near zero and a gale blow- 
ing. 

Side winds lashed the cars with 
sand for several miles outside of 
Albuquerque as they moved up to 
the high point of the run at La 
Veta summit, 9,382 feet above sea 
level. The cars met flurries of 
snow here and there and wet 
roads. 

The third day’s run was the 
shortest—348 miles compared with 
519.9 the first and 455.1 the second 
—but it was by far the toughest and 
all cars got hurt a little on mileage 
before arriving at the finish line in 
Colorado Springs. 

Total elapsed driving time for the 
1,323 mile run was 32 hours and 50 
minutes. 





25 Years with Ford— 


C. H. Arnold (right), Des Moines cistrict 
sales manager of the Ford divisicn, rf 
ceives a gold lapel emblem from ©:orge 
P. Montagnet, assistant central re ional 
sales manager, in recognition of fis 25 
years of service. Arnold formerly ws 5 
sistant midwest regional sales monagef 
and St. Louis district sales manager | 2fore 
he was appointed to his present pst in 
1953. 
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Inquiry Begins to Roll... 


AUTOMOTIVE NEWS, MARCH 21, 1955 


Senate Auto ‘Study’ 
Names Chief Aide 


(Continued from Page 1) 


mittee. which will conduct the in- 
quiry. 

The special counsel is David 
Busby, an Oklahoma attorney. 
He arrived in Washington last 
Monday with Senator A. S. Mike 
Monroney, Oklahoma Democrat, 
to begin the tough study that lies 
ahead. 

Busby told AuTromotive News that 
he would prefer the matter be 
called a “study” rather than a 
probe. 

+ * * 

E SAID the work of the sub- 

committee would be to study 
the situation that existed between 
auto manufacturers and their deal- 
ers in the light of complaints 
reaching Congress. 

A deeper investigation may or 
may not follow, Busby said, and, 
he added, it is just possible that 
legislation to cover the findings 
may be introduced in the Senate 
as a result. 

Busby, with a staff of assistants, 
now is deciding when and where 
the committee will begin its hear- 
ings and just who will be called 
first. 

Hearings may be held at several 


Blanchard, Ruef 
Get Executive 
Posts at Plymouth 


DETROIT.—Appointment of Lyle 
W. Blanchard as assistant to the 





vice-president of Plymouth was an- 





Lyle Blanchard 


nounced last week by Carl J. Dem- 
rick, manufacturing vice-president. 
Blanchard will act as coordinator 
of new projects. 

At the same time, it was an- 
nounced that Paul M. Ruef has 
been named director of used-vehi- 
cle merchandising. 

Blanchard formerly was staff 
manager of manufacturing engi- 
neering for another auto company. 

Ruef has been associated with 
Chrysler Corp. since 1941, and has 
been on the Plymouth executive 
sales staff since 1954. 


Paul Ruef 


e 
Tires 
(Continued from Page 2) 
especially compounded and bonded 
to the sidewall and becomes an in- 
tegral part of the tire once it is 
cured. It cannot rub off, it is said, 
and it is claimed to improve the 
tire’s scuff resistance. Neither the 
‘blue, green nor brown show dirt as 
readily as black, it is said. 

Much of the credit for the de- 
velopment of colored tires, U. S. 
Rubber said, goes to a woman 
tire designer in the company’s 
Detroit plant, Marcia Gottschall, 
who experimented with more than 
30 different hues before selecting 
the present production models. 


The first auto tires produced in 
this country in 1894, U. S. Rubber 
Said, were white because zinc oxide 
was the only reinforcing agent used 
by the rubber industry at that time. 
Carbon black, with its tremendous 
advantages for increased mileage 
and toughness, transformed white 
to black in 1915. Tires have been 
black ever since; that is, until now. 


Chrysler to Show Cars 

In Setting of Flowers 
DETROIT. — A special showing 

of ali Chrysler Corp. cars will be 

held at the Michigan Flower and 

Garden Exhibition March 26-Apr. 

3 at the State Fairgrounds here. | 





points outside Washington, but that 
has not been determined as yet. 
* * * 

: IS unlikely that any announce- 

ment of definite plans will be 
made for several days, according 
to Edward Jarrett, chief clerk of 
the Senate Committee on Interstate 
and Foreign Commerce. 

Meanwhile, Frederick J. Bell, ex- 
ecutive vice-president of NADA, 
told Automotive News: 

“We regret the need for a Sen- 
ate investigation and can regard 
it in no other light than as an 
indictment of the industry itself 
for having failed.” 

Bell said NADA had held con- 
sistently to the position that prob- 
lems of the industry should be 
solved by and within the industry 





“for so long as results can be at- 
tained by such a sensible course of 


action.” 
+* = + 


WILL, of course,” he said, 


“give our full cooperation to | 


the work of the committee, but 
at the same time we deplore the 
apparent fact that enlightened 
leadership and industrial states- 
manship have not been forthcom- 


ing to the extent necessary to} 


maintain a healthy and dynamic 
industry without the need for Gov- 
ernment intervention. 

“It is late, though not yet too 
late, in our opinion, for the in- 
dustry to clean its own house 
and mend its own fences, but 
obviously time is of the essence.” 

According to Senator Warren 
Magnuson, Washington Democrat, 
who is chairman of the full Senate 
commerce committee, demands for 
the investigation just getting under 
way came from many car dealers 
in all sections of the country. 

Besides Monroney, members of 
the subcommittee charged with 
conducting the study are Senators 
Frederick G. Payne, Maine Repub- 
lican, and J. Strom Thurmond, 
South Carolina Democrat. 





Packard Executives View Sales Features— 


Torsion suspension, which is considered by Packard its strongest sales point in the 
1955 models, is demonstrated to three newly-named divisional sales managers. They 
are (from left) Chester F. Sylvester (western); LeRoy Spencer (Pacific coast), and 
Charles P. Noonan (eastern). They met in Detroit at a sales management conference 


of Packard field representatives. 








THE HENDERSON SUPER MODEL AF 


This machine includes all of Big Four’s ad- 
vanced features: Foot Valve controls the Air 
Powered Wheel Lock. Complete with patented 
double bead breaker, tire mounting and de- 
mounting tools. Price $179.00, slightly 
higher West of Denver. 





One Machine Performs Two Vital Jobs! 


As soon as tire is serviced, Balancer starts to work. Auto- 
matically positions itself, grips rim of wheel. Touching foot 
valve suspends tire-wheel assembly for easy balancing. 
Indicator Dial on top shows even slightest “‘out of bal- 
ance.”” When wheel weights are distributed about tire, car 
owner can easily see why “out of balance” condition 


THE HENDERSON SUPER MODEL A 


Wheel lock valve is located in center post... 
air chuck and push button controlled. Com- 
plete with patented double bead breaker, tire 
mounting and demounting tools. Price 
$175.00, slightly higher West of Denver. 


should be corrected. Touching foot valve again, returns 
wheel and tire to table. Weights can then be attached with- 
out shock to Balancer. Big Four’s amazing new Balancer 


attachment eliminates sales resistance to balancing jobs... 
pays for itself out of extra business it brings in! 






SEE BIG 4’s COMPLETE LINE OF 


TUBELESS 





TIRE EQUIPMENT! 


(Balancer attachment (P 


Big Four’s Henderson Tire Spreader and 
Tool Rack, No. 300-5, add more ease, more 
profit to servicing tubeless tires and safety 
tubes. Tire Spreader makes inspection and 
repair sure, complete. 


OVERSEAS DIVISION — 276 West 43rd Street, New York 36, New York 


Big Four’s Henderson Bead Expander, 
Model No. 400, makes inflating tubeless 
tires a breeze. Expander compresses tube- 
less tire crown equally around entire 
circumference and holds beads of tire 
firmly against the bead seats of rim. 


CANADIAN DIVISION — Canada Vulcanizer & Equipment Co., Ltd. London, Ontario 


THE HENDERSON STANDARD MODEL BF 


Features air powered wheel lock with Foot 
Pedal control . .. permitting use of Wheel Bal- 
ancer. Includes single two way bead breaker, 
tire mounting and demounting tools. Price 
$119.00, slightly higher West of Denver. 
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$49.50.) 


be 


City 


t am interested in free demonstration of: 


———_$_—_—————— 


Name__ 


Address___ 


State 
All Big Four Equipment is either patented or patents pending. 


THE HENDERSON MODEL 1 


Com nate equipped with patented double 
bead breaker, tire mounting and demounting 
tools. Positive automatic spring loaded center- 
ing device. Wheel lock is hand-operated. Price 
$189.00, slightly higher West of Denver. 







: 


Big Four’s Roll-Easy Base is available 
for all Henderson Tire Changer 
models. Makes it easy to move tire 
changer in a hurry, wherever 
needed. Extra large 48” Dia. 
base means greater stability, 





safer operation. 
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AvTomoTive AUTOMOTIVE NEWS PLATFORM 


™ 1. Fair and equitable contracts between manufactu 
AL vehicles, parts and accessories; oe ae Sey h 


a 

{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
e governments, applied to the building and enstotenenen, of bighwoye: eT 
gq 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


C apsule Comment 


Despite 1955 models, the average dealer operating profit 
before taxes nosedived in the last quarter of 1954, dragging 
dealer profit to 0.6 percent for the year, NADA’s survey 
reveals. 


Dealers blame the mad year-end registration race. 
* * s 

All phases of auto merchandising will be probed by a new 

Senate subcommittee just appointed by Senator Magnuson. 
Is this what the auto industry wants? 
# * * 

Consumer auto loans rose by $163 million in December 
and January, which represents more than half of the $301 
million expansion in auto paper during the year ended Jan. 
31, 1955, reports the Federal Reserve Board. 

Evidence of the crazy-credit terms the FRB is complain- 
ing about? 
a * e 

“Many of the industry’s so-called ills could be corrected 
without laws, legislation and unethical principles, if the 
dealer had The Right Partner,” writes a North Carolina 
dealer. 

Food for thought in Automotive News’ letterbox of 

March 14. 

* * é 

A Hartford (Conn.) Federal judge has ruled that the Big 
Three and NADA must defend an attack on the dealer fran- 
chise system contained in a $1,250,000 antitrust suit filed 
by two Connecticut used-car dealers. 

We don’t know what this suit will prove. 
. * = 

Walker Motor Sales (Lincoln-Mercury), Dayton, O., has 
been adjudged the “brand name retailer of the year” in the 
auto dealer field. 

Congratulations to Walker and the four other dealers 
honored by the Brand Names Foundation. 


Events 


Dealer Conventions 


March 22—Brooklyn and Long Island Au- 
tomobile Dealers a Garden 
City Hotel, Brooklyn Ve 

March 28-29'— lowa Automobile Dealers 
— Ft. Des Moines Hotel, Des Moines, 


a. 
March 30 — Rhode Island Automobile 
Dealers’ Association Annual Banquet, 
Sheraton - Biltmore Hotel, Providence, 


Apr. 13-14—Automobile Dealers Assn. of 
Indiana, Claypool Hotel, Indianapolis, 
nd. 

Apr. 17-19 — Arizona Automobile 
ae San Marcos Hotel, 

riz. 


May “5-7 — North Carolina 
Dealers Assn., 


Dealers 
Chandler, 


Automobile 
Pinehurst Inn, Pinehurst, 


May 10-11—Massachusetts State Automo- 
bile Dealers, Statler Hotel, Boston, 
Mass 

May 21-23 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. 

May 23-24 — Idaho Automobile Dealers 

Assn., Boise Hotel, Boise, ida. 

May 26-28—Washington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattle, Wash. 

June 19-2I—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan. 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 

Sept. 9-1!1— Maine Automobile Dealers 
— Samoset Hotel, Rocklane, 


ay "1é—24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 
Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
“Be 16-17 — New Mexico Automotive 
_ Assn., Nickson Hotel, Roswell, 


on +. ‘e- 19 — South Dakota Automobile 
oot enti Sioux Falls, Dd. 
— = — 32nd Annual Convention, 
ew York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 
Sept. '19— Minnesota Automobile Dealers 
paeeenen, Radisson Hotel, Minneapo- 
is. 
Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 
Sept. 25-27—Tennessee Automotive ‘Assn., 
—s Vista Hotel, Biloxi, Miss. 
i 6-27—Automobile Dealers Assn. of 
Rect Dakota, Fargo, N. D. 
Sept. 26-27—Pennsyivdnia Automotive As- 
secure William Penn Hotel, Pitts- 


Sept 26-27" — Texas Automotive Dealers 
**Ariociaton Shamrock Hotel, Houston, 


Sept. °28-20—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Cay ae Haddon Hall, Atlantic 
Ci 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn., Mt. ee Hotel, 
Bretton Woods, N 

Oct, 9-1 Aw By Astomobile Dealers 
ae, Bon Air Hotel, Augusta, 


Oct. 9-11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa, 

- (23-35 — Florida Automobile Dealers 

. Sans Souci Hotel, Miami Beach, 


Oct. "26-28—Arkansas Automobile Dealers 
Moror Hotel, Little Rock, Ark. 

Nov. i — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. Vir- 

ginia, Roanoke Hotel, Roanoke, 

Nov. {3-14 — 20th Annual ., 
Automobile Dealers Association of 
senoms, Tutwiler Hotel, Birmingham, 


Nov. 13-15 — Ohio Automobile Dealers 
Assn., eg etantond Plaza Hotel, Cincin- 
nati 

Jan. te tob. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Weshington, & Cc, 

« 


eater Auto Shows 


March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia, 

March 30-April 2—Bangor Auto Show, 
New Municipal Auditorium, Bangor, 
Maine. 

it 1-3—Tacoma Auto Show, Tacoma, 
‘ashington. 


(See CALENDAR, Page 60, Col. 3) 


20 Years Ago... 


Letterbox 


‘Some Grab, Others Fade 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


For Better Brakes 


I want to commend you for the 
excellent edition, Feb. 28, especially 
the article on page 17 pertaining 
to “New Era Dawning for Brakes.” 

This equipment is unsatisfactory 
almost on any car today, whether 
it be the car that is equipped with 
disk brakes, or if it be the conven- 
tional type. Some will grab, others 
will fade. It is well that this is 
being brought into the forefront. 

May I suggest that as soon as 
possible, or putting it another way, 
as soon as it may be available, that 
you get information pertaining to 
new brake developments from the 
Fawick Corp., 9919 Clinton Road, 
Cleveland. 

I should say that I am a director 
of that firm but that is not why I 
suggest this. T. L. Fawick has been 
known as one of the outstanding 
inventors of the age for the prod- 
ucts that the company currently 
manufactures. Mr. Fawick hag been 
in Europe for the past month and 
was in Europe several months ago 


The Big Stories 


A new LaSalle is announced by Cadillac, with prices ranging from 
$1,225 to $1,325. One of the features is a peak load generator, in which 
current and voltage are regulated to prevent the battery from be- 


coming either exhausted or overcharged .. . 
all hourly-paid employes of Buick are 40 years and older, and more 
than 43 percent of the factory payroll have worked for the company 
continuously for 10 years or more. The average age of the factory 


personnel is 40.003 years ... 


Approximately half of 


Auto financing in January exceeded 


that of January, 1934, substantially by climbing from $35,879,064 to 


$93,826,668 ... 


Reo Motor Co. showed a loss of $958,341 for 1934, com- 
pared with a loss of $2,587,654 in 1933... 


Canadian vehicle exports 


in January totaled $728,577, a decline of 5 percent from December. 


—From the files of Automotive News. 








| and 1 believe when he returns next 
|week or possibly this week, he 


should have a very interesting story 
for you after he has had time to 
set this up in such a way that it 
would be releasable. 

I wanted to commend you on this 
excellent article. 

It is my considerate opinion that 
in the last paragraph, page 23, the 
reference is made about the super- 
charger, however, without good 
fact there may be prejudice or ig- 
norance on the subject. Making 
engines as big as a house to get the 
extra horsepower and where it is 
known that a supercharger can be 
used which only cuts in when the 
additional horsepower is required 
cannot be considered other than as 
@ very interesting and desirable 
device. 

Page Mr. Bob McCulloch, of 
McCulloch Motors Co. Los An- 
geles, on the subject. There is an 
old rule in the automotive industry 
—if you don’t make it, don’t use it, 
and that probably has been the 
reason why brakes have gone 80 
badly off without being improved 
as they should have been, not at 
long last, but a long time ago. I 
am somewhat of an old hand in the 
automotive field myself, have seen 
a lot of them come and go, and 
this, too, is my considerate opinion 
based on some experience in the 
past. — F. M. Youna, President, 
Young Radiator Co., Racine, Wis. 

: e e 


Tri-Car 


On Page 4 of your Feb. 28 issue, 
you show a photograph of the Tri 
Car with the caption, “Shorty 
Takes a Bow.” The copy below 
reads, “The car is produced by the 
Lycoming Division of AVCO Man- 
ufacturing Corp.” Actually, the car 
is produced by Tri Car in Wheat- 
land, Pa. Lycoming has produced 

(Continued on Page 59, Col. 1) 
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OLDSMOBILES 


ENTIRELY NEW 


O1aemonite Holiday Coupé 


has aNew tunning Mate! 


Dhinintiie ‘startet ie, allege Welibas: terion O 








And now, of you would! expedt # te OWemobtie 


we 
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it’s a Hardtop with 4 doors...and 


only Oldsmobile Dealers offer it 


weamwewwee wees «om Se 





t in Every Price Range! 

a 

: Now on dealer display! The car that wowed ’em at the Motoramas—the 

: show-stopper of the Auto Shows—is creating a sensation in Oldsmobile 

: dealerships across the nation! It’s Oldsmobile’s entirely new Holiday 

I Sedan—an exciting new combination of hardtop glamor and sedan 

: spaciousness! Naturally it comes from Oldsmobile . . . pioneer in hardtop 

; styling . .. producer of the famous Holidays. And only Oldsmobile offers 

F this revolutionary new body type in every price range! Three brand new 

Holiday Sedans! Three popular Holiday Coupés! Six powerful reasons ie a Serre «+s we ae eee 
why this year, more than ever . . . it’s smart to be with Olds! IT'S A SEDAN... WITH HOLIDAY SMARTNESS! 

i 

y 


OLDSMOOBI LE 


DIVISION OF GENERAL MOTORS CORP. e LANSING, MICHIGAN 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


|) porer yma are becoming inter- 
ested in a new bevel-type gear 
that is said to be more accurate, 
yet less expensive to produce and 
assemble, than previous bevel gear- 
ing. The new gears, sometimes 
called “beveloid,” can be set up with 
zero backlash. 

Originally developed for ultra- 
precision, lightly loaded gear sys- 
tems in instruments, directional 
equipment and guided-missle con- 
trols, the gears are expected to 
find some applications in auto- 
mobile components and machin- 
ery used in the plants. Potential 
uses include light and medium- 
load gearing, with certain trans- 





mission gears considered a pos- 
sibility. 

The “beveloid” gears do not re- 
quire close mounting tolerances, 
nor do they have the axis location 
limitations that exist with ordinary 
bevel gears. Any one of the new 
gears will mesh correctly with any 
other gear of the same pitch, re- 
gardless of the teeth bevel angles. 
Axes may be intersecting, crossed 
or parallel. 

It is necessary to produce the 
gears in sets, as normally done—so 
there is a saving from elimination 
of running-in operations and the 
attendant production control rec- 
ords. With proper equipment, it is 
claimed that high-quality gears of 


the new type may be produced at 


relatively low cost. 
* * + 


Britons Utilize Rubber 


In Fenders, Bumpers 


| goed DUBROWIN, of the 
Natural Rubber Bureau staff, 
has sent along the latest issue of 
Rubber Developments magazine, 
which contains an article describ- 
ing the work on rubber fenders 
in England. Under the title, “De- 
velopment in Rubber Wings and 
Corner Panels,’ P. D. Patterson, 
of the Dunlop research center, 
tells how a rubber compounding 
technique has reduced weight and 
cost of body parts made by this 
method. 

It might not be a bad idea for 
American body engineers to take 
a look at the possibilities for us- 
ing such materials in car design. 
There are those who say that 
some such solution may be the 
only way out of problems caused 
by bigger cars and crowded 
streets. 

And there’s always the advan- 
tage of a flexible structure in 
mollifying public parking - ga- 
rage operators who complain 
about the difficulty of cramming 
400 modern cars in what formerly 
was regarded as a 600-car garage! 


In the same issue of Rubber 
Developments, mention also is 
made of an invention for mount- 
ing car bumpers on shock ab- 
sorbers. Two sliding rods and siz 
coil springs connect the bumper 
to a steel bar attached on the 
standard bumper bracket. Rub- 
ber-filled shock absorbers hold 
the bumper steady on the springs 
and “aid in minimizing damage 
from minor collisions.” 

* * * 


Packard Endurance Run: 
Statistics, Sidelights 





a 


in covering 25,000 miles at an ver. 
age speed of 105 m.p.h., the ‘hing 
that seemed most impressive to 
Forester was the engine’s reniark. 
ably flat oil-consumption curve. 
Experienced proving-ground men 
said they had never seen anything 
to equal the showing made by Pack. 
ard’s new V-8. Usually, according 
to Forester, oil consumption of g 
new engine drops during the first 
few thousand miles of a gruclling 
endurance run, levels out for g 
while, then rises sharply at about 
the 18,000 to 20,000-mile mark. The 
Packard engine curve, however, 


| Spree an interesting session of “car|was virtually horizontal, since 9jj 
talk,” I recommend Packard ad-|consumption held steady at about 


ministrative engi- 
neer Milton A. 
Forester, as he 
reminisces about 
the high-speed 
endurance run 
made in the 1955 
Packard last fall. 
However, since 
you may not have 
the opportunity of 
talking with him 
soon, I'd like to 
pass along some 
of the sidelights picked up in a re- 
cent visit to his office. 

Aside from the sheer fact of ac- 
complishing an unprecedented feat 


M. A. Forester 


QUICK DELIVERY, QUICK SERVICE, QUICK PROFITS WHEN YOU 


Install Rebuilt Engines 


WHOLESALERS 


Ma Pa PARTS 


See how a leading production 
engine rebuilder, 


AMERICAN PARTS STORES, INC., Seattle, Washington 


can supply nearly any make engine 
—fast from stock! 


Speed is important when you start to figure profits. That’s why 
it pays to install rebuilt engines instead of overhauling the old 
ones. Your local rebuilder can deliver the right engine for the 
job—right away. Rebuilt installations are usually one day jobs 
—that saves you time and frees floor space for other jobs. No 
messy disassembly job when you put in a ready-to-go rebuilt 
—that saves you plenty of hard work. And because you can 
handle so many more jobs, you make much more profit. 


Quality is important, too. And today’s precision rebuilt engines 
are better than ever. The quality of NUBUILT Engines is an 
outstanding example. The modern NUBUILT plant in Seattle, 
Washington, uses factory-proved methods, hand-picked skilled 
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Patent No. 
tS 2,140,710 
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(MUSKEGON PISTON RINGS 


are first choice of leading 
rebuilders everywhere! 


installation. 


mechanics and the latest precision equipment to remanufacture 


and test every engine according to the most rigid standards of 
quality. NUBUILT Engines are guaranteed to deliver thousands 
of trouble-free miles of smooth, economical operation. 


Cimce 1921... The engine builders sounce ! 


DETROIT OFFICE: 521 New Center Bidg. 
Telephone: Trinity 2-2113 


The NUBUILT Engine, like many other produc- 
tion-line rebuilt engines, uses only the finest 
piston rings made—MUSKEGON! Now Mus- 
kegon offers a completely new ‘“‘Unitized” 
chrome-plated oil control ring to the industry. 
“Unitizing” is an exclusive process where the 
ring segments are bonded together to handle 
like a one-piece ring, later separating in serv- 
ice. It results in faster, easier and error-proof 


Ask your distributor about his rebuilt engine 
exchange proposition — or write Muskegon 
Piston Ring Co., for the name of leading 
engine rebuilders serving your territory. 








2,500 miles per gallon throughout 
the entire test. 

The test crew was amazed to 
find that it was able to schedule 
oil additions on a regular basis, 
since the car was so consistent 
in number of laps (about 250) 
— before dropping a quart of 
oil. 

This was considered very unuw- 
sual, because cylinder wear, loss of 
ring tension and other troubles 
normally result in unpredictable oj] 
consumption (sometimes as high as 
one gallon for every 50 or 60 miles) 
during the last 5,000 miles of severe 
tests of this type. 


On the basis of experience to 
date, it was estimated that the en- 
gine might be expected to average 
about 5,000 to 8,000 miles per gal- 
lon of oil for normal usage, includ- 
ing highway operation. 

Pit-crew efficiency approached 
that found in the Indianapolis 500- 
mile race. Typical performance in- 
cluded: 49.8 seconds for tire change; 
average of 25.5 seconds for adding 
gas only; average 28.6 seconds for 
adding gas and oil. Actual running 
speed averaged 106.4 m.p.h. — with 
a 1.7 m.p.h. loss (caused by a total 
of 216 pit stops) reducing the of- 
ficial elapsed-time figure to 104.7 
m.p.h. 


Run Ten Times as Tough 


On Car as Normal Use 


N° TIRE blowouts were experi- 
enced, but an interesting inci- 
dent occurred when the left rear 
tire was punctured (at 100 m.p.h.) 
by an object that caused a %-inch 
cut in the tread. Forester said that 
the new suspension design enabled 
the driver to retain control of the 
car and complete the lap at a speed 
of 65 m.p.h. The load levelizer 
compensated for the flat tire so 
effectively, he said, that cords 
were not “chewed up” or broken 
under conditions that normally 
would tear the tire to shreds. 
Hunting was reported as good— 
with the bag including five pheas- 
ants and two raccoons. The fourth 
pheasant hit the windshield during 
the 1,758th lap. After this en- 
counter, a .062-inch green plexiglass 
sheet was taped on the windshield 
as a precautionary measure. 


Total time for the endurance 
run was nearly 239 hours, which 
is just under 10 days (and 
nights). The car was not run 
wide open, and lap after lap was 
completed with an amazing uni- 
formity of average speeds. Origi- 
nally, in planning the test, it was 
decided not to make it merely a 
speed run, but, rather, to have 
the objective of proving “dura- 
bility” in an endurance run for 
25,000 miles at an average speed 
surpassing 100 m.p.h. 

It is difficult to arrive at any 
figure for translating the test into 
equivalent mileage in the hands of 
the average owner. But Packard 
engineers estimate that this 25,000- 
mile run was equal to about 250,000 
miles of normal service. 


Since this run was rough on 
drivers and crews, Forester thought 
that any reasonable effort was jus- 
tified to maintain morale among 
|those conducting the test. As 4 
result, some impressive figures 
were rung up in “fueling the inner 
man.” For example, they used 15 
bags of charcoal per day cooking 
the 100 pounds of tenderloin steaks 
consumed during the 10-day period. 

Other “special consumption sta- 
tistics” selected at random inc\ude: 
900 lbs. rib roast, 100 Ibs. ham, 





5,228 cups coffee and 2,050 cigars. 

It well may be that Packard en 
gineers’ records for humoring the 
appetite may endure as long % 
their feat in driving a car 25; 
miles at a pace unequalled by any 
other recorded endurance run if 
the history of the industry. 
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Parts Sales Hike 


_—_ 


Correspondent George L. Glaser Writes . . . 
Auto Letter from Europe 


Japanese venture has been so 


RANKFORT, Germany. — Hano- | with scooters. Details probably will 


AUTOMOTIVE NEWS, MARCH 21, 1955 


mag, the oldtime truck and car|be available soon. 


manufacturer in Hannover, has 
joined with Vidal and Son, Tempo 
Work, Harbrug, Germany. ‘ 

While not an outright consoli- 
dation, the arrangement will 
combine sales organization, de- 
termine a product program and 
give Vidal more capital. 

Salmson, one of the smaller, but 
very old French car makers, has 





Distributor Tester— 


This Austrian-made distributor tester is 
said to inspect wear on the shaft bushing, 
check the cam lobes for uneven wear and 
test distances for spark observations. A 
lathe-type chuck is used for the driving 
of the distributor. The device is manufac- 
tured by Lambert Siegl, Vienna. 

* * 
been taken over by Minerva Indus- 
tries, Brussels, Belgium. 

Minerva intends to produce a 
Jeep-like vehicle in the Salmson 
factories near Paris. Salmson used 


to feature overhead-cam engines. 
* = = 


Baby Fiat Due 


ATCH for Fiat’s very small 
new car, designed to compete 


Ramel Is Elected 
Head of Service 


Managers’ Group 


NEW YORK.—tThe Society of 
Automotive Service Managers has 
elected the following officers for 
1955: 


President, Max Ramel; first vice- 
president, Vincent Lombardi; sec- 
ond vice-president, Sol Goldhush; 
treasurer, Morris Shapiro, and sec- 
retary, F. Herbst. 

Named to the board of directors 
for three years were Gross, Alber- 
telli, Falvo, Amegod and Miller. 

Elected to two-year terms were 
Hayes, Pizza, P. D’Angelo, Corine, 
Costa and Charney. Elected for 
one year were Tralonga, Schmidt, 
Rampone, Jordan, Campbell, Tish- 
man, F. D’Angelo, Keith and Klos. 


Forecast by GMC 


PONTIAC. — Last year’s parts 
and accessories sales were good, 
and it is expected that 1955 will be 
even better, T. E. Wilson, general 
Manufacturing manager of GMC 
Truck & Coach, said last week at 
a three-day meeting of warehouse | 
and zone parts and accessories 
Managers. 


The scope of the meeting, the 
company said, was to acquaint the 
field managers with GMC’s future | 
parts warehousing and distribution 
alms, and with recent changes in 
factory routine. Field operation 
policies and instructions also were 
reviewed. 

Other speakers at the meeting 
Were J. D. Atkinson, parts ware- | 
housing and distribution manager; | 
G. W. Hall, parts and accessories 
merchandising manager, and H. J. 
Havermale, assistant manager of 
Warehousing and distribution. 





Renault, the largest French 
vehicle manufacturer, has stud- 
ies under way in Asia to deter- 
mine where other assembly 
plants might be built, since the 





Used-Car Prices Show 
Silver Lining in K. C. 

KANSAS CITY. — A drop in 
used-car prices has resulted in a 
5 percent decline in the assessed 
valuation of motor vehicles for 
tax purposes, according to Leslie 
H. Creel, City assessor. 

However, the City will suffer 
no reduction in revenue, since 
an increase in the number of cars 
will keep the total collection fig- 
ure about the same—$68,491,000. 
Motor vehicles will account for 
more than 25 percent of all per- 
sonal-tax revenue. 





FEDERAL-MOGUL SERVICE 


successful. So far, more than 
8,000 Renaults have been pro- 
duced in Japan. 

Bruetsch, a Stuttgart body 
builder, recently showed a neat 
sports coupe in plastic materials, 
using the mechanical parts of the 
German Ford Taunus. 

There has been a lot of disap- 
pointment in this year’s Monte 
Carol rally, although, of course, the 


Sunbeam-Talbot drivers are quite | 


happy. 

Front-wheel-drive cars showed at 
the rally that they remain func- 
tional during the winter. Panhard’s 
little two-cylinder air-cooled job 
and six-cylinder Citroen, both front- 
wheel-driven, didn’t do bad. 

* + * 
Back from Argentina 
a about a month in Argen- 
tina, the high command of 


Mercedes has returned to Unter- 
tuerkheim, more convinced than 


PUTS THE WORLD’S BEST 
BEARINGS IN YOUR HAND 
WHEN YOU SPECIFY 
FEDERAL-MOGUL 


Division Federal-Mogul Corporation 
DETROIT 13, MICHIGAN 














aeies . 


Flying High— 
In an advertising stunt, a helicopter 
carries aloft a Renault during the Paris 
Automobile Salon. The inscription on the 
car calls attention to a new savings plan. 
* cd * 
ever that they were right to hire 
foreign race drivers. 
Manuel Fangio, of Argentina, 
and Sterling Moss, of England, 
certainly gave a gala perform- 
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ance in the 1955 Mercedes racers. 

Moss is getting about $25,000 a 
year for risking his life about every 
other Sunday—not counting the 
not-less-dangerous training ses- 
sions. 

Kotthaus AG, Remscheid, Ger- 
many, offers a new type of box 
wrench extension, which permits 
greater leverage but still protects 
the wrench. 

* * * 


Apartments Upstairs 


uy ADELSERT MOLL, Volkswagen 


and Porsche dealer in Duessel- 


; dorf, Germany, has opened a mod- 


ern building with up-to-tomorrow 
service shops. 


An interesting feature of the 
building is that the upper three 
floors consist of apartments and 
rooms for employes. 

Robert Bosch AG, Stuttgart man- 
ufacturer of electrical and injection 
automotive equipment, has had 
agents very active in South Amer- 
ica, where subsidiary firms report- 
edly have been set up in several 
capitals. 

Parking meters have made their 
appearance in several German 
cities. 






108 TESTS ASSURE QUALITY 


Some types of our bearings get as many as 108 

different inspections. These include visual, mechanical 
and special inspections, including analyses and 
temperature controls. Others may require only half that 
many tests to assure top quality. But, regardless of the 
bearing or bearing part you need, you can be sure of this: 


If it comes to you in the red-and-black 


Federal-Mogul box, it’s tops in quality and accuracy 


for the job it has to do! 


You can depend on your 
Federal-Mogul Jobber! 
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Sales Conditions in 


Various Areas... 





Auto Market Reports 


Cleveland 


The greatest weekly number of 
registrations recorded so far this 
year marked the opening week of 
March as the new-car total soared 
to 2,372, more than double the com- 
parable period of 1954. 

Used-car turnover of 2,161 units 
during the week was high for the 
year. Irv Rubin, president of the 
Cleveland Used Car Dealers Assn. 
called activities “very firm” and 
noted that prices have moved up- 
ward by as much as $100 per unit. 

Total new-car registrations for 

Cuyahoga County (Cleveland) in 

February were 5,940, compared 

with 5,049 in January. Truck reg- 

istrations were 311, compared 
with 337 in the previous month. 

New-car registrations by make 
were: Ford, 1,478; Chevrolet, 954; 
Buick, 651; Plymouth, 523; Oldsmo- 
bile, 508; Mercuary, 419; Pontiac, 
400; Dodge, 272; Cadillac, 213; 


68; Studebaker, 53; Packard, 41; 
Lincoln, 38; Hudson, 32; Imperial, 
22; Willys, 19; Austin, 3; Volks- 
wagen, 3; Kaiser, 2; English Ford, 
1; Deoretti, 1; Hillman, 1; Jaguar, 
1; Porsche, 1; Siata, 1, and Tri- 
umph, 1. 

Truck registrations were: Ford, 
89; Chevrolet, 73; International, 66; 
White, 25; GMC, 22; Dodge, 16; 
Willys, 7; Mack, 4; Divco, 3; Dia- 
mond T, 2; Reo, 2; Studebaker, 1, 


and Volkswagen, 1.—(Sanford Mar- 


key.) 


* 


Rochester, N. Y. 


New-car sales by Rochester deal- 
ers during January increased 16 
percent over the total for January, 
1954, according to the Chamber of 
Commerce committee on pusiness 
trends. 

Despite the “encouraging high 
level,” however, the committe hesi- 





|Chrysler, 131; DeSoto, 103; Nash, | tated to predict a continuing trend, 


partly, it said, because the earlier 
introduction of new models has 
altered the usual seasonal pattern 
of car purchases.—(William Hack- 


man.) 
* * * 


St. Paul 


Registration of new cars in Ram- 
sey County (St. Paul), Minn., in 
February totaled 1,318, according to 
the St. Paul Legal Ledger. That 
|compared with 1,114 in January. 


Ford led sales at 394, with 


| let, 184; Buick, 167; Oldsmobile, 
117; Plymouth, 100; Pontiac, 92; 
Mercury, 72; Dodge, 65; DeSoto, 
29; Cadillac, 24; Chrysler, 24; 
Hudson, 15; Studebaker, 11; Pack- 
ard, 9; Lincoln, 6; Nash, 6; Jag- 
uar, 1; Kaiser, 1, and Willys, 1. 

Truck sales in Ramsey County 
were Ford, 51; Chevrolet, 24; Inter- 
national, 22; GMC, 13; Dodge, 10; 





ald M. Lyons.) 
| o 


other makes as follows: Chevro- | 


Diamond T, 1, and Mack, 1.—(Don- 
. 


Fredericktown, Mo. 

New-car sales in the “Lead Belt” 
need a few weeks’ bed care to get 
the blood count up and no makes 
have set the woods on fire. Pros- 
pects, with warmer weather, are 
good and employment is around 
normal. 

Used cars have been selling well 
with most dealers giving the rea- 
son as lower unit price. 

Collections, credit and reposses- 
sions are quite normal. While there 
have been some slight increases in 
repossessions, the trend is not con- 
sidered by any means dangerous. 
Used-car stocks are lower than nor- 
mal and new-car stocks are above 
normal.—(L. H. Houck.) 

7 


* * 


Birmingham, Ala. 


Sales of new cars in Birmingham 
were slightly better in February 
than in January, although registra- 
tions were fewer. 

This was because many buyers 
waited until March 1 to register, 
thereby getting a three-quarter 
license plate. Total February reg- 
istrations were 1,528 compared 


When you replace damaged windshields . . . 





WE INSTALL 


PITTSBURGH PLATE GLASS COMPANY 


AUTO GLASS 


'SOLEX Satety Glaes...the best glaes under the sun!” \_ 


PAINTS BRUSHES - 
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make sure you use SOLEX 


les big acceptance means plus-business for you! 


distributor. 


Here are TWO SIGNS 
to help you sell more SOLEX 


And remember, 
with Solex. That’s especially important to you today 
-. because of the many curved and wrap-around 
shapes which present quite a stocking problem. The 
efficient service on replacement parts from distribu- 
tors near you—backed by auto glass depots that carry 
all parts in stock—will satisfy your customers’ needs 
quickly and efficiently. 

Why not get the complete story on Solex? Ask, too. 
about the complete line of sales aids available to help 
you get your share of this valuable business. Contact 
your Pittsburgh branch or distributor, or write to 
Pittsburgh Plate Glass Company, Room 5222, 632 
Fort Duquesne Blvd., Pittsburgh 22, Pennsylvania. 


@ Automobile glass replacement shops, as well as 
car dealers’ service departments, find that it pays to 
tell customers that Pittsburgh’s Solex Heat-Absorb- 
ing Safety Glass is the glass they recommend and 
install. For motorists are sold on the value of Solex. 
They know that it reduces sun glare and heat; that 
its soft, green tint cuts down on driving tension and 
makes motoring safer and more enjoyable. 

Take advantage of the demand for Solex by identi- 
fying your shop or service department as “head- 
quarters” for this glass. The two signs illustrated here 
will help you get more of this plus-business. Order 
them now from your local Pittsburgh Safety Glass 


you have no inventory problems 





For use at front of shop or service de- 
partment. This sign measures 24” x 18”. It 
is doubled-faced, enameled. Includes sup- 
porting bracket. Bold white and yellow 


This illuminated counter displayer is a 
real attention-getter and reminder to pros- 
pects that you sell and install Solex. Colors 
are white, yellow, and black on a green 
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Divco, 2; Willys, 2; Studebaker, 2;| with 1,620 for the previous mov th. 


Registrations by make were: 
Ford, 627; Chevrolet, 308; Oldsmo. 
bile, 114; Buick, 110; Plymouth, 103; 
Pontiac, 89; Mercury, 59; Cadillac, 
24; Dodge, 23; Chrysler, 19; Dessoto, 
15; Studebaker, 13; Nash, 10; Hud. 
son, 4; Packard, 3; Lincoln, 2; 
Volkswagen, 2; Willys, 1, and mis- 
cellaneous, 2.—(Stuart Riddle.) 

* + s 


San Antonio 


Motor vehicle registrations in 
February for Bexar County (San 
Antonio), Tex., showed a gain over 
January, with a total of 1,573 vehi- 
cles, compared with 1,349 in Janu- 
ary. 

Of February’s total, 1,360 were 
cars and 213 were trucks, com- 
pared with 1,189 cars and 210 
trucks in the previous month. 

New-car registrations in Febru- 
ary were: Chevrolet, 346; Ford, 298: 
Plymouth, 122; Pontiac, 114; Buick, 
107; Oldsmobile, 106; Mercury, 55; 
Dodge, 49; Cadillac, 42; Chrysler, 
30; DeSoto, 21; Studebaker, 18: 
Nash, 10; Packard, 10; Hudson, 9: 
Lincoln, 6; Willys, 6; Jaguar, 4: 
Austin, 1; Henry J, 1; Imperial, 1, 
and miscellaneous, 4.—(J. H. Reed.) 
7 * * 
Miami 

New and used-car business in 
Miami continues brisk, largely due 
to the continued stimulus of public 
interest in 1955 models. 

Some used-car dealers are com- 
plaining of slow demand. 

“Used-car lots are meeting in- 
creasing competition from new-car 
dealers who are wholesaling fewer 
of their tradeins than they have 
formerly done,” according to John 
G. Grentber, president of the Miami 
Used Car Dealers Assn. 

“Several new-car dealers who 


| for the past several years had 


neglected the used-car market 
are back in again,” he said. “In 
spite of this, I believe the used- 
car business will continue to be 
good for the dealer who gets out 
and hustles.” 

As a result of its “sweepstakes” 
campaign, Plymouth remains in 
third place in Dade County, al- 
though still closely bunched with 
Buick and Oldsmobile.—(G. S. Con- 


nel.) 
- * > 


‘ St. Louis 


Sales of new cars continue at a 
high rate in St. Louis, with regis- 
trations for the week ended Feb. 25 
topping 1,700 units — probably a 
record. 

In spite of high sales, however, 
new-car stocks are edging upward. 
There are some complaints of a 
softening in the used-car market, 
but this is considered to be a tem- 
porary situation. 

Sustained interest in new-model 
offerings and an _ anticipated 
spring upturn in used cars are 
expected to result in record- 
breaking volume in the next two 

or three months. 

The thin margin of profit is still 
the source of complaint with deal- 
ers in many lines. No improvement 
is expected in the foreseeable fu- 
ture.—(Sam X. Hurst.) 

a * * 


Boise, Id. 


A slight increase in new-ear reg- 
istrations was noted in Ada County 
(Boise), Id., during February. The 
month’s total was 219, compared 
with 188 in January. 

New-truck registrations also in- 
creased, moving up to 54 from 47 
in the previous month. 

Registrations of new cars by 
make were: Ford, 52; Chevrolet, 
51; Buick, 23; Dodge, 14; Plym- 
outh, 14; Pontiac, 12; Oldsmobile, 

11; Studebaker, 8; Chrysler, 5; 
Cadillac, 4; Willys, 4; Nash, 3; 
DeSoto, 2; Hudson, 2; Lincoln, 2; 
Kaiser, 1, and Packard, 1. 

Truck registrations were: Chev- 
rolet, 21; Ford, 18; International, 9; 
Dodge, 2; GMC, 2, and Willys, 2 

of * * 


Minneapolis 

Ford has stretched its lead over 
Chevrolet in Hennepin County 
(Minneapolis), Minn., to more than 
300 cars in the first two months of 
the 1955 sales race, according to 
figures published in Finance «mn 
Commerce, Minneapolis financial 
daily. 

In February, 637 Fords were 
registered, compared with 517 
Chevrolets. Ford, which got «ff 
to a fast start in January, }d 
(Continued on Page 22, Col. 3) 














eT de pe & ee Vv és... 
+ <-. 


— 





17 
5 
RCH 21, 1955 
OTIVE NEWS, MARCH 2: 
AUTOM a 












First In the Post 


l easy, and starting was — sae, 
(ee ie | ‘ae out with an improved ig ‘ 
sage ok to car manufacturers and = 
we a ‘ it in the pages of The Satur : 
mae an the years, the Post has ae 
ene ath st place” for telling about — and “3 
saan ae And because it has proved i : 

aie 7" rospects into the showroom, Wteieel a 
ate a it comes to automotive advertising... 
yesterday, 


The Post is first 





agneto— 
For instance, the Remy jis the 
S.No brushes to give you trouble, wear Out and be 
tention that the Remy needs can be understood by 
8Ny motorist at a glance, 
With this Magneto the h 
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Orse-power of any car is increased from 5 to 20 











nd more Remy Magnetos are now j, 
Others put together, 


If the most experienced Motorists of the country think so much of it you 
Certainly take no chances With the Remy, 


We Are the Oldest Manufacturers 
of Magnetos in America 


Our magnetos were giving splendid sery. 
ice before the automobile bec; 
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Obsolescence Woes Aired Before ASTE.. . 


Leasing of Machine Tools Urged 


LOS ANGELES. — Leasing of 
modern machine tools was pro- 
posed last week as a solution to 
the mounting problem of equip- 
ment obsolescence. 

So grave are the ailments of 
many aged machine tools that 
industry is being set back ap- 
proximately $1 billion a year in 
lost production, according to R. 
A. Perkins, assistant secretary- 
— of Kearney & Trecker 

Perkins addressed the 23rd an- 
nual meeting of the American So- 
ciety of Tool Engineers. The meet- 
ing was held in conjunction with 
the first ASTE Western Industrial 
Exposition. 

Leased machine tools, Perkins 
said, would free working capital for 


Hudson Names Aldridge 
Harry Aldridge Motors and Lex- 





other purposes and expand produc- 
tion without incurring immediate 
heavy obligations. 


Aggravating the problems of tool 
deterioration, he stated, are “in- 
sufficient” allowances for deprecia- 


tion and competitive pressure which 





fe 
J. A. Catto 





W. Fay Aller 


makes it hard to charge off re- 
placement costs in prices. 


Highlights of other ASTE talks 


ington Autobody Works has been| follow: 


appointed a Hudson dealer in Lex- 
ington, Ky. 









1. Machines to control and class- 
ify technological data were de- 





clared an urgent need by Dr. Mor- 
timer Taube, president of Docu- 
mentation, Inc. 

2. On a similar theme, a Ford 
executive said a major problem 
faced by industrial engineers is 
the simplification of the record- 
ing and distribution of technical 


| data. The speaker was James A. 


Catto, manager of administrative 
services. 


3. W. Fay Aller, research direc- 
tor of Sheffield Corp., rejected 
prophecies that advancing auto- 
mation would create vast unem- 
ployment. “Intelligent use of auto- 
mation,” he said, “will eventually 
expand the use of a product so 
that even more people are required | 
to produce the needs.” 


4. A panel of four plastics engi- 
neers said the lighter weight of 
plastic tooling and its ease and 
speed of preparation offer many 
advantages in the auto and aircraft 
industries. 

5. Engineering colleges were 








Cleveland TV Offering Spells Success— 
Dodge dealers of Cleveland, sponsoring a weekly feature film on WEWS, report a 
24.6 percent hike in sales over last year. Attending one of the first presentations were 
| (from left), D. F. Wood, of Grider Advertising; Tom Fletcher and Patty Rowe, hosts on 
| the Dodge Theater; T. A. Ostby, regional manager, and Lucille Pieti, Chrysler Corp. 


automotive engineer. 


told to modernize the basic con- 
ception of their curricula. Neither 
executive responsibilities nor spe- 
cific training for manufacturing 
functions get enough attention, it 
was agreed by a panel. 


Nation-wide Survey of GM Dealers and Customers Shows: 


51% OF BUYERS 





WHO PASSED UP 


R STEERING 


WANTED IT! 





NOW IT’S PRICED TOO LOW 
TO PASS UP! 


Corporation, Saginaw, Michigan. 


iT PAYS TO PUSH 


GD afer 







by 


Yes—over half the GM customers we interviewed who didn’t buy 
Safety Power Steering last year, passed it up because of price 
alone! This year at the new, substantially lower price, salesmen 
from coast to coast are reporting sharply increased sales of S.P.S. 


Now, figured in on the popular 24-month car-payment plan, 
Safety Power Steering costs LESS PER DAY THAN A 
COUPLE OF CUPS OF COFFEE—OR A PACK OF CIG- 
ARETTES! Practically EVERYBODY can afford that—so 
make sure EVERYBODY gets behind the wheel before you deal! 
Emphasize that S.P.S. adds so little to their monthly payments 
they'll scarcely notice the difference—and watch your “take” 
increase! Saginaw Steering Gear Division, General Motors 


ER STEERING 


aquicww 


6. If cars are to run smoothly 


and powerfully, errors as smal] as 
1/10,000-inch must be detected in 
spacing of gear teeth, in the opin- 
ion of Fred Bohle, machine devel- 
opment manager for Illinois Tool 
Works. Careful gear inspection re- 
duces costs in that engineers can 
reduce rejects and order the most 
economical gear size and design, 
he said. 

7. Harry Pelphrey, chief research 
engineer for Michigan Tool, de- 
scribed a new machine said to be 
36 times faster than conventional 
processes for squeezing teeth onto 
axle shafts and similar parts. 


5 Tax Cheaters 
Tied to $93,000 
Fraud of Dealers 


DETROIT. — Five men pleaded 
guilty to evading payment of State 
sales tax. They also are charged 
with bilking two Connecticut deal- 
ers of $93,000. 


Police said the men made down- 
payments on over 60 autos here, 
then sold them to two Waterbury 
(Conn.) dealers. Clear titles are not 
required in that state, police said. 

The men are Eugene Ayotte, 30; 
Charles R. Bogert, 30; Billy Ru- 
dolph, 30;-Thomas M. Scott, 31, and 
Thomas Letourneau, 23. They will 
be seritenced this week (March 10) 
and face maximum termg of one 
year in prison plus $1,000 fines. 


Dealership Sale 
Ends N. H. Row 


DOVER, N. H.— (UTPS) — The 
Chevrolet dealership in Somers- 
worth, formerly owned by the late 
Sarah Rollins, has been sold for 
$45,000 to Leslie Emerson and 
James Ringer, who have been op- 
erating the business. 

The transaction climaxed a sen- 
sational trial here, in which Lloyd 
Skillings, former owner of the 
dealership, was convicted on a 
charge of larceny of $12,000 from 
Mrs. Rollins, a wealthy recluse. 


His wife turned the property 
over to the clerk of Superior Court 
and he, acting as commissioner for 
the court, transacted the sale. 

Completion of the sale will enable 
creditors to collect a percentage 
of their claims, it was stated. 





St. Louis Ad Offers 
3% Downpayment 


ST. LOUIS. — The following 
classified display ad has ap- 
peared in St. Louis daily news- 
papers: 

“What Makes You Think You 
Can’t Buy a ’55 Model Car? My 
name is I 
have bought cars for hundreds of 
people over the past few years 
who didn’t dream they could own 
@ current model car without a 
big downpayment or staggering 
monthly payments. You can own 
a °55 model car, with less than 
100 miles, today with your car 
as downpayment and $47.92 4 
month. I can also personally 
arrange your car purchase on 2 
3 percent downpayment and your 
payments won’t start for 45 days 
from date of purchase. Bank 
financing. Drive Away Immedi- 
ately If You Quality. Call 
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Weeks Cites Expansion 
As Need for Road Plan 
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By William Ullman 

Washington Correspondent 
GECRETARY of Commerce Sinclair Weeks last week urged 
) the Senate Public Works subcommittee on roads to give 
prompt approval to the Administration’s $101 billion high- 
way program “because quick solution of the highway prob- 
lem is vital for our economic well-being and expansion.” 


Weeks strongly opposed? 





the Gore bill because “it does| system of toll roads spread across 


not solve our most pressing 
needs” for an interstate highway 
system and involves a further un- 
balancing of the budget. 

President Eisenhower recom- 
mended a new Federal agency 

which would sell $21 billion in 
bonds to finance a 40,000-mile net- 
work of interstate highways. The 
Gore—or Democratic—counter-pro- 
posal calls for the Federal Govern- 
ment to grant states $1.6 billion 
a year for five 
years on a match- 
ing basis. This 
would nearly dou- 
ble the present 
yearly grant to 
the states. 

Weeks voiced 
the views of the 
U. S. Bureau of 
Public Roads, 
which is a part of 
his department. 

U. S. governors 
have been asked by the subcommit- 
tee whether their states can match 
increased Federal funds being pro- 
posed in highway construction bills 
before Congress. 

The request was made in a let- 
ter from Chairman Albert Gore, 
Tennessee Democrat. Gore said 
he wanted the governors’ views 
about the ability and inclination 
of their states to raise additional 
funds for roads. 

Director C. A. Stoldt of the Okla- 
homa State Highway Department 
told the group that the Administra- 
tion’s proposed system of interstate 
highways should be termed “de- 
fense” or military highways to win 
greater public backing. 

The hearings have brought forth 
a considerable difference of opinion 
among senators and witnesses. The 
camps are pretty well divided, and 
the final outcome is anybody’s 
guess. 





William Uliman 


* * * 


Hearings on Road Issue 

ENATOR Dennis Chavez, New 

Mexico Democrat, who is chair- 
man of the full committee, is plan- 
ning to take the hearings on what 
to do about highways to “the peo- 
ple.” He thinks further hearings 
should be held in all nine regions 
of the Bureau of Public Roads. 


“By holding field hearings at 
various regional points,” he said, 
more people will be able to appear 
before the committee and outline 
their problems, even at the county 
level.” 

BPR regional headquarters are 
in Albany, Hagerstown, Md., Chi- 
cago, Atlanta, Kansas City, Fort 
Worth, Denver, San Francisco 
and Portland, Ore. 

Senater Richard Neuberger, Ore- 
gon Democrat, has suggested that, 
to avoid the interest charges of a 
bond issue, it might be better to 
Taise the Federal gasoline tax an 
additional cent a gallon and en- 
courage the states to raise theirs 
to a flat eight cents a gallon. 

One witness declared that if the 
Federal Government does not take 
over and construct the interstate 
highway system “we will have a 

eee ee ee ce ee 


SKF Purchases 
Tyson Bearing 


PHILADELPHIA. — SKF Indus- | 
tries, Inc., has acquired controlling 
interest in Tyson Bearing Corp., 
Massillon, O., it was announced last 
week, 

Tyson manufaetures tapered 
roller bearings, a type not being 
Produced by SKF. Arthur S. Rob- 
erts, SKF secretary, has been 
elected secretary of Tyson. 





the country.” 
The House roads subcommittee 
has yet to start its hearings, which 






tional defense or undermine domes- 
tic industry. 

Weeks said some members of 
Congress had expressed misgivings 
on both points, but that they need 
not hesitate to go along with the 
President’s foreign trade program 
because “adequate safeguards” ex- 
ist in both cases. 

He pointed out that Section 2 

of the existing agreements, 

“which would be continued,” bars 

the President from allowing a 
tariff cut if he “finds that such 

reduction would threaten domes- 

tic production needed for pro- 
jected defense requirements.” 

Weeks assured the committee 
that his department is working 
closely with all industries to ascer- 
tain the effect of exports and im- 
ports on them. 

Paul G. Hoffman, board chair- 
man of Studebaker-Packard, told 
the group that the reciprocal trade 
bill should be passed unchanged. 

Hoffman testified that “without 





will run about six weeks. 
_ world trade we face disaster.” 


i The U. S, , ig b i 
Plea for Reciprocal Trade e U. S., he said, is becoming 
EKS also assured the Senate | for its economical] survival. He cited 


increasingly dependent” on trade! wow York Gets Chevrolet Taxicabs— 


19 





Finance Committee that it need | imports of lead, tungsten, tin and Dinah Shore, radio singer, gets information on New York's 1955 Chevrolet taxicabs 
have no fear that renewal of fe: [atari rubber as examples of “the | from J. E. Simmons, Atlantic Coast regional manager, while W. J. Hanlon, zone 


reciprocal trade agreements legis- 
lation will either weaken the na-/| port.” 


Smother Flaw- Cit 


stark reality of our need to im-| manager, looks on. According to W. E. Fish, general sales manager, Chevrolet has 
established a “wide margin of sales leadership for this type of vehicle.” 





Use Ditzlers FLO-DRY Enamel Reducer ! 
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1. Orange-peel effect as 
shown above by shopwin- 
dow reflections is often the 
result of poor flow-out. 


2. You can get perfect 
flow-out and luster like 
this with DTE 202—Flo-Dry. 


Ditzler’s DTE 202 is a necessity in most paint shops. It is a specially 
formulated enamel reducer that enables you to do faster and more eco- 
nomical work under a wider range of drying temperatures. 


When used in recommended proportions with synthetic automotive 
enamels DTE 202 gives a smoother flow-out with an earlier initial set. It 
assures hard through drying, better leveling, higher luster and greater 
customer satisfaction. Ditzler’s DTE 202 is unusually helpful in shops 
doing fleet painting because of the speedier through drying required for 
taping and handling. 


DITZLER COLOR DIVISION 
PITTSBURGH PLATE GLASS COMPANY 
DETROIT 4, MICH. 







IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





DITZLER. 
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Across the Nation .. . 


Auto Dealer Changes 


chase of a Cadillac - Oldsmobile 
franchise in Waterloo, Ia. 


* * * 

Employes Buy Herrig 
Francis R. Phillips and Gordon 
business in Osage. M. Nedergaard have purchased 

a a. Herrig Nash Sales, Sioux Rapids, 
Ia. Both are former employes of 


Edson to Sell Chrysler > = 
Don Edson has signed a Chrys- |e frm 


ler-Plymouth franchise and will m 7 

open in Nashua, Ia. under the | Bovis Buys Falb-Bailey 

name of Edson Motors. Walter M. Bovis has bought 
Falb-Bailey Motor Co., Gutten- 


* * * 
berg, Ia., and will change the 
Canon Sells to Dooleys name to Bafley Motor Co. (Chev- 


Rex Canon has announced the! ,rolet-Oldsmobile). 
sale of Canon Motor Co., Hamburg, ace.) 


Ia., to Dick and Keith Dooley. They 

Holmes Oldsmobile in New Home— itil operate as Dooley Motors| Freeburg Adds Packard 
Max E. Helmes (left) and his brother, John H., admire a floral replica of an auto! (Horg), Freeburg Motor Co. (Studebaker) 
has been appointed a Packard deal- 


thet was sent to them by the Des Moines Register and Tribune on the opening of ee nce 
the $100,000 sales and service building of Holmes Oldsmobile Co., Des Moines. The Shriver Sells and Buys er in ——— 
F + 


service department accommodates 50 cars and has 28 repair stalls. An intercom Bob Johnson and Calvin Mether 
system connects each stall with the service control room and parts department. have purchased Lyle Motor Co. Partners Sell Packard 
Ross Cuttell and Ed Malvern, 


from Lyle Shriver in Independ- 
ence, Ia. Shriver figured in pur- | owners of Community Motors, Clar- 


Thurow Opens Dodge Deal 

Frank Thurow, Osage, Ia., has 
leased a building in New Hampton, 
Ia., and will open a Dodge-Plymouth 
dealership. He operates a used-car 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





Selling used cars or new cars... 





KEEP EACH TIME BUYER IN HIS 
RIGHT CREDIT “LANE”! 


Guard Plan. Your customers gain extra protection 
in reaching ownership. You gain: (1) Control of the 
whole transaction. (2) Gross from time contracts. 
(3) Extra business from satisfied customers. (4) 
Repeat sales from GMAC service. And your time 
sales gain constant advertising support, from this 
Plan that plans for you! 


TNS 


Your business depends on keeping both new and 
used cars moving. Why let ‘“‘easy terms” coax your 
natural wsed car prospects out into the mew car time- 
buying traffic? 


Their wallets may not have the horsepower to 
keep up with larger payments comfortably, month 
after month. Then they will buy somewhere else next 
time...when you would have satisfied them this time 
with real used car values and convenient terms! 


You can fit credit comfortably to all prospects’ Rk a 
real needs, when you use the flexible GMAC Thrift- ae a 


General Motors Dealers 

CHEVROLET « PONTIAC 

OLDSMOBILE « BUICK 
CADILLAC 





GENERAL MOTORS ACCEPTANCE CORPORATION 





—_ 


inda, Ia., have been appointeg 
Packard dealers. 
* * * 
Baumans Take Packar:! 
Art and Dr. A. J. Bauman ( Min. 
neapolis Moline) have been named 
Packard dealers in Spencer, I. 
* + 7 


lowan Adds Mercury 
Taylor Implement Co. has 
opened a Mercury dealership in 
Algona, Ia. Dean Taylor is gen- 
eral manager. 


+ * * 
Sedars Incorporates 
Sedars Pontiac - Cadillac, Perry, 
Ia., has incorporated with O. R. Se. 
dars and Roma Jane Sedars a; 
principal officers. 


* * . 
Packard Names Brainard 
Brainard Motor Sales, an 
agency (Ia.) implement dealer, 
has signed a Studebaker franchise. 
© * * 


Hoel Motors Opens 
Per Hoel has opened a Ford deal- 
ership under the name of Hoel Mo- 
tors, Inc., in Jefferson, Ia. 
* + * 


Ritz Adds Oldsmobile 


To lowa GMC Deal 
Arnold Ritz, formerly of Water- 
loo, Ia., has bought out R. L. Ash, 
Oelwein, Ia., and has changed the 
firm name to Ritz Oldsmobile Co. 
(Oldsmobile-GMC). 
* * 


SS —_—_—_———————$_ $$ ———————————— eee 


Dodge Appoints Gilbert 
Gilbert Motor and Implement Co. 


|has been named a Dodge dealer at 


| Montezuma, Ia. 
+ * = 


Gohring Adds Studebaker 
| Sam Gohring, owner of Gohring 
| Motor Co. (Packard), Iowa Fails, 
| Ia., has been named a Studebaker 
| dealer. 


* * * 
Wood Opens L-M Deal 
John B. Wood has opened a Lin- 
|coln-Mercury dealership in Eldora, 


Ia. Dick Loverin, formerly of Pine 
Lake Motors, is manager. 
| + * * 


Friedman Adds Packard 
Paul Friedman has announced 
appointment of Friedman Motor Co. 
(Studebaker), Dyersville, Ia., as a 
| Packard dealer. 
* 





* * 


Fox Buys Out Partner 
L. E. Fox has purchased the in- 
terest of his partner, C. D. Finley, 
in Fox-Finley Chevrolet Co., Red 
Oak, Ia. Finley has retired. 
2 7 - 


DeSoto for Chateau 
Chateau Motor Sales, Pittsburgh. 
used-car concern, has been reorgan- 
j}ized as Chateau Motors (Dodge- 
|Plymouth), owned by Andrew P. 
| Tiglio and Leonard Small. 
| * x * 


| Moore-Turner Chartered 
Moore-Turner Chevrolet Co. has 
been chartered in Houston with 
capital stock of $150,000. Incorpo- 
rators are Homer C. Moore jr., Wil- 
jliam ©. Turner jr., and Homer J. 
| Moore. 
* 7 * 


Hogans Take Packard 


James E. and Maurice Hogan of 
| Hogan Bros., Marengo, Ia., have 
| been named Packard dealers. 
| * * * 


lowa Nash Deal Sold 
John M. Wray and Kenneth 
Hegg, Sioux City, Ia., have pur- 
chased Mason City (Ia.) Nash Co. 
* *~ ok 


O’Harrow Buys Deal 
Patrick O’Harrow, former man- 
ager of O’Dea Finance Co., has 
| bought a Lincoln-Mercury dealer- 
{ship in Mason City, Ia. 
* & * 


Bone Buys Out Hale 
William Bone has _ purchased 
| Ralph Hale’s interest in Hale-Van 
|Zee Motors (Nash-Packard), Oska- 
| loosa, Ta. 


| 


” x « 


Sweets Take Over 
Bedford Garage (Dodge - Plym- 
outh), Bedford, Pa., formerly owned 
by R. E. Sullivan, now is Sweet 
Motors, owned by C. C. Sweet and 
H. E. Sweet. 
= * 
Volkswagen Names Rivier« 


Distributor for Northwest 


Riviera Motors, Portland, Cre. 
has been named Volkswagen 1is- 
| (Continued on Page 21, Col. 1 
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(Continued from Page 20) 


tributor for Oregon, Idaho and 

Moniana. The new firm, whose 

general manager is Knute Qvale, 

also will serve as a retail outlet. 
: * > 


Auto Corral Gets Hudson 


Auto Corral, Inc., Jackson, 
Miss., has received a Hudson 
franchise. 

* = 


Zapatka Takes Over 


Kiesling Motors (Packard), 
Carnegie, Pa., has become Za- 
patka Motors (DeSoto-Plymouth), 
Heidelberg, Carnegie, Pa. 
is Vincent J. Zapatka. 


Green Chevrolet Opens 


The new sales and service build- 
ing of Jimmie Green Chevrolet Co. 
has been opened in Houston. The 
firm was formerly Green-Peterson 
Chevrolet Co. 


* * 


Harrison Takes Hudson 


Guilford-Hudson, Inc., owned by 
Ralph C. Harrison, is the new Hud- 
son dealership in Baltimore. 

* * * 


S-P for Wavra Motors 


Wavra Motors has opened a 
Studebaker-Packard dealership in 
Grand Forks, N. D. Partners in. the 
firm are John H. Lyons and George 
Wavra. pra 


Forsgren Gets Chevrolet 


Kenneth Forsgren, formerly of 
Nelson, Minn., has bought Mayville 
Motor Co. (Chevrolet), Mayville, 
N. D. Forsgren previously was in 
partnership with Lester Parish who 
founded the firm some 30 years 
ago. 

cd mz = 
Hyson, Agnew Team Up 

Clarence Hyson has become a 
partner with C. H. Agnew in Ag- 
new Motor Car Co. (Mercury- 
Lincoln), Albany, Ore. Hyson for- 
merly was associated with Grand- 

by Motors (Ford), Vancouver, 

Wash. 


* * * 


Bonesteele Sells 


Ray Bonesteele, of Ray Bone- 
steele Motors (Studebaker), Cor- 
vallis, Ore. hag sold the firm to 
James A. Copeland, who will oper- 
ate the business as J. A. Copeland 
Dodge & Plymouth, and will con- 
tinue to offer Studebaker service. 

- - 7 


Copeland Motor Opens 


Copeland Motor Co. is the new 
Dodge-Plymouth dealership at Cor- 
vallis, Ore. 

* 7 - 


Gene Hammes Takes Over 


Kankakee Ford Sales 


Romy Hammes, Ford dealer in 
Kankakee, Tl, since 1926, has 
transferred ownership of Romy 
Hammes, Inc., to Gene Hammes 
who will operate the dealership as 
Hammes Ford Sales. 

Hammes said the present person- 
nel of the company, in continuous 
_ operation since 1926, will be re- 

tained. 


* x * 


Wilson, Fisher Switch 


Franchises in Dallas 


In a recent Dallas dealership 
switch, Wilson Motor becomes a 
Chrysler-Plymouth dealer after re- 
linquishing a Nash franchise. 
Fisher Motors, which had handled 
Packard, became Nash dealer at a 
new location. 

The Wilson firm is headed by 
Walter and Jimmie Wilson. Fisher 
Motors is owned by Cecil R. Fisher. 

* x a 


New Dealers in 4 States 


Added by Studebaker 


Four new Studebaker dealerships 
have been established. They include 
Cagle Bros. Auto Service, owned 
by Berton and Eston Cagle, in Jas- 
per; Tenn., who also handle Pack- 
ard; Peterson Motor Sales, headed 
by Deene L. Peterson, Waukon, Ia.; 
Pashkow Motors, with Paul and 
Leonard Pashkow as partners, in 
Monticello, N. Y., and James V. 





and Frank Shepherd’s Shepherd 
Auto Sales, Richmond, Mich. 


* * 


B & N Motors Set Up 


Kermit Benson and Noel Nelson 
have purchased Lesmeister Motors 
(Ford), Glenwood, Minn. The firm 
will operate under the name of 
B & N Motors. 


* * « 
Reymer Gets Jaguar 
Reymer Machine Co., Billings, 
Mont., has received a Jaguar fran- 
chise. Otto and William Reymer are 
owners of the firm, which also han- 
dles MG. 


| 
t 


x x * 


4 New Buick Dealerships 


Open in Minn., Mont. 


Three new Buick dealerships 
have been announced in Minnesota 





and one in Montana. They are R. P. 
McCarney’s McCarney Motors, Inc., 
Austin; Bob Johnson Buick Co., 
Harmony; Pearson Buick, owned 
by B. V. Pearson, in Morris, and 
Funk Motor Co., headed by dealer 
Cc. C. Funk, in Wolf Point, Mont. 


* * * 


Schwam Buys Pettit 


Pettit Motor Co., Charlotte, N. C., 
has been bought by Charles H. 
Schwam jr. Ernest L. Hicks had 
|been president of Pettit. Schwam 
formerly was associated with Hull- 
Dobbs Co., Memphis. 


* * * 


Bittorf Franchised 


Bittorf Oldsmobile, Inc., 4709 Be- 
lair Rd., Baltimore, is a newly 
franchised dealership. 

* 


* * 


K-W Firm Established 
By Cooke in Windsor 


Formation of a company has 
been announced by Kaiser Willys, 
Ltd., Windsor, Ont., and James 
L. Cooke Co., Toronto. The new 
company, Cooke Willys, Ltd., has 





its head offices in Toronto. The | 
company will distribute Kaiser- | 


Willys products in Ontario. 


Cooke also has purchased To- | 











A 1905 landaulet had extra seats 


| on top and at the rear. 





ledo Motors, Montreal, which will 
be Quebec distributor. Cooke Mo- 
tors (Western), Ltd., will distrib- 
ute Kaiser- Willys products in 
Manitoba and the Lakehead. 


* * * 


Krause Remodels 


The remodeled showroom and 
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| parts department of Krause Motor 


Service (Chrysler-Plymouth), Wah- 
peton, N. D., have been opened. 
The firm, owned by Oscar Krause, 
was purchased from the Olson Mo- 
tor Co. in 1953. 


* * 


Packard Names Griffin 


Buddy Griffin, a veteran of 20 
years in the auto business in Al- 
bany, Ga., has been named Pack- 
ard dealer in that city. Griffin 
spent six years as a salesman for 
Phillips Motor Co. (Studebaker), 
Albany. 


* 


* * 
Liszak in Packard Deal 
William E. Liszak has purchased 
Smith Packard Co., Cleveland, and 
renamed it Suburban Packard, Inc. 
Liszak formerly was vice-president 
of the firm. 


* ® 


Wallace Takes Hudson 


Don Wallace Hudson Co., Seattle, 
has been appointed a Hudson 
dealer. 

* * * 


Phillips Gets Deal 
L. A. Phillips, Barnesville, O., has 
purchased Carrollton (O.) Chevro- 
(Continued on Page 64, Col, 3) 








‘Here's why every car | sell goes out 
filled with Super Blend!" 


There’s no finer way to make every customer 
a friend—than to use and recommend new 
Quaker State Super Blend Motor Oil. 


Made especially 


pression, high-powered engines, Super Blend 
keeps new cars in new condition longer! It’s 
an SAE 10W-30 HD Oil designed for year- 
round use. And it’s the only multiple viscosity 
oil with Quaker State endurance! 

Super Blend is a superior blend of the 
choicest lubricating stocks skillfully refined 
the Quaker State way from 100% Pure Penn- 


for the new high com- 


sylvania Grade Crude Oil, the world’s finest. 
Then it is blended and fortified even more 
with the most modern chemicals—detergent, 
anti-wear, anti-corrosive and anti-oxidant 
additives—-the newest and finest known. 
The result is a motor oil of superior quality 
... pure, rich, full-bodied and long-lasting. 

Today’s cars are sizable investments. 
Your customers want real protection for 
them. So—sell them the best! Sell them the 
oil with. the Miracle Film of protection. 
Make Super Blend your profit leader! 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 










1,158 to 837 at the close of Feb- 
ruary. 

Total new-car registrations in 
February totaled 2,802, third high- 
est February figure on record. Fol- | 
lowing is the breakdown: 

Ford, 637; Chevrolet, 517; Buick, | 
304; Plymouth, 245; Pontiac, 225; 
Oldsmobile, 214; Mercury, 182; 
Dodge, 138; Cadillac, 70; DeSoto, 
65; Chrysler, 60; Studebaker, 54; | 
Nash, 28; Packard, 19; Hudson, 14; | 
Lincoln, 14; Willys, 7; Kaiser, 1, | 

| 
| 







and miscellaneous, 7.—(Donald M. 
Lyons.) 


* 


Olathe, Kans. 


New-car sales are holding their | 
own, according to most dealers, but 
the spring pickup hag been slight 
so far. 

This is a bad period in Kansas in | 
sd any year, however, due to the tax) 
method of taxing possessions on | 
March 1. Some dealers report deals 


+ 





Packard's Ride Played Up at L. A. Show— 

L. R. Wylie, of Earle C. Anthony, Inc., California Packard distributorship, gives 
visitors to the Los Angeles auto show a lecture on the 1955 Packard chassis and the 
torsion-level suspension. 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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4QBS HANDLED: 


j “A constant search for the most efficient accounting proce+ 
| Writing all disbursements 


dures is an important part of our business. 





with 






: “To obtain this efficiency, we invested $109,000 in National Returned check reports 
Accounting Machines. They have returned amazing divi- Reporting premium renewals 
: dends. Nationals now save us $96,000 every year—a return Bank deposits 





Agents earnings records 
Liability reports 

Reports of financed agents 
Social Security reports 


of 89% annually on our investment. 


“Careful attention to such administrative details and oper- 
ating costs helps us assure safe, low cost insurance and 


maintain our position of ‘insur- 
ing more automobiles than any ; 

company in the world.’” 

President 


State Farm Mutual Automobile Insurance Company 


THE NATIONAL CASH REGISTER COMPANY, parron 9,0n10 
949 OFFICES IN 94 COUNTRIES 













*State Farm Mutual Automobile 
Insurance Co. * State Farm Life 
Insurance Company + State Farm 
Fire and Casualty Company 
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\the car 


Auto Markets 


(Continued from Page 16) 


closed but papers and delivery held 
off until after the tax period, which 
means that the dealer is taxed with 
instead of the customer. 
Used cars are in the same skein of 
circumstances. 

Finance companies and dealers 
report only a normal number of 
repossessions, but there are a great 
many more on the 90-day delin- 
quent list than in previous years.— 


(L. H. Houck.) 
e 


Pittsburgh 


New-car registrations in the 


| Pittsburgh area showed a small 
|gain in the week ended March 5, 


according to the Bureau of Busi- 


ness Research of the University of | 


Pittsburgh. 

The bureau’s index of business 
activity was 174.1 percent of the 
1935-39 average. It had been 166.1 
at the start of 1955. The steel ingot 
rate held unchanged at 90.5 per- 





66 
COWalional Accounting Machines save us $96,000 a year... 
return 89% annually on our investment!’’ 


@ STATE FARM INSURANCE COMPANIES,* Bloomington, Illinois 
“First in Automobile Insurance” 


In your business, too, National 
machines will pay for themselves 


the money they save, then 


continue savings as annual profit. 
Your nearby National man will 
gladly show how much you can 
save —and why your operators 
will be happier. 


ee 





—., 


ffing. 


cent of capacity.— (L. M. Lé« 


well.) 
* 


Washington, D. C. 


New cars registered in the Dig. 
trict of Columbia during Fet ruary 
totaled 1,547, compared with 2,19) 
in January, according to figure; 
supplied by the Automotive Trade 
Assn.—National Capital Area 

Truck registrations totaled 104 
compared with 123 in the previous 
month. 

Car registrations broke down 
as follows: Chevrolet, 386; Ford, 
285; Plymouth, 264; Buick, 110; 
Pontiac, 102; Oldsmobile, 10); 
Dodge, 63; Cadillac, 57; DeSoto, 
42; Mercury, 40; Chrysler, 33; 
Studebaker, 18; Packard, li; 
Nash, 7; Lincoin, 6; Hudson, 4; 
Kaiser, 4; Willys, 2, and miscel- 
laneous, 12. 

Truck registrations were: Chey. 
rolet, 34; GMC, 27; Ford, 22; Dodge, 
19; International, 9; Mack, 4, and 
| Brockway, 1.—(William Ullman.) 
+ * * 


Indianapolis 


New-car registrations in Marion 
County (Indianapolis), Ind., in Feb- 
ruary declined 18 percent from 
January, totaling 2,182, as com- 
pared with 2,670 in the previous 
month. 
| New- truck registrations, how- 
ever, jumped 37 percent—from 185 
in January to 254 in February. 

New-car registrations by make 
| were: Chevrolet, 669; Ford, 610; 
| Pontiac, 170; Plymouth, 142; Olds- 
mobile, 109; Buick, 102; Dodge, 
76; Cadillac, 58; Mercury, 53; 
Chrysler, 45; DeSoto, 41; Stude- 
baker, 39; Nash, 31; Hudson, 10; 
Packard, 10; Willys, 7; Lincoln, 
| 6; Volkswagen, 3, and Kaiser, 1. 
| Truck registrations were: Chev- 
rolet, 89; Ford, 80; International, 
|41; Dodge, 16; White, 16; GMC, 4; 
| Studebaker, 4; Reo, 2; Divco, 1, 
}and miscellaneous, 1.—C. L. Kern.) 
* * a 


Cincinnati 


New-car registrations in Hamil- 
ton County (Cincinnati), O., in Feb- 
ruary totaled 3,165, compared with 
2,850 in January. 

New-truck registrations were 236, 
compared with 250 in the previous 
month. 

Used-car transactions were up 
from 3,629 to 3,734, while used-truck 
deals climbed from 158 to 175. 

February car registrations 

were: Ford, 790; Chevrolet, 514; 
Buick, 372; Oldsmobile, 342; Plym- 
outh, 301; Pontiac, 203; Mercury, 
178; Dodge, 119; Chrysler, 70; 
Cadillac, 69; Nash, 50; DeSoto, 48; 
Studebaker, 47; Packard, 18; Lin- 
coln, 9; Imperial, 6; Willys, 4; 
MG, 2; Hillman, 1, and Triumph, 

1 


* 





New - truck registrations were: 
Ford, 81; Chevrolet, 70; Interna- 
tional, 30; White, 25; GMC, 16; 
Willys, 4; Dodge, 3; Mack, 3; Stude- 
baker, 2, and Diamond T, 1. 


+ * * 





Buffalo 
Registrations of new cars in Erie 
County (Buffalo), N. Y., in 1954 


were the third highest in history, 
the Buffalo Automobile Dealers 
Assn. has reported. 

Registrations totaled 37,878. This 
figure was exceeded by 3,313 in 
1953 and 7,395 in 1950. 

Registration totals by makes fol- 
low: Ford, 8,731; Chevrolet, 8,424; 
Buick, 4,476; Pontiac, 3,432; Plym- 
outh, 2,567; Oldsmobile, 2,476; 
Dodge, 1,464; Mercury, 1,370; Nash, 
992; Chrysler, 822; Cadillac, 677; 
Studebaker, 662; DeSoto, 652; Hud- 
son, 315; Packard, 274; Lincoln, 273; 
Willys, 63; Kaiser, 61; Austin, 12; 
Henry J, 6, and miscellaneous, 129. 
—(George E. Toles.) 


* * 


Corvallis, Ore. 


Auto Dealers here report sales 
running 30 to 50 percent ahead of 
last year, with business on a sound 
foundation and with sales showing 
a profit. There has been no dis- 
count selling. 

Dealers also have been able to 
move a large number of used 
cars. All service shops show a2 

intense activity, with “budget” 
plans helping to keep down credit 
problems. 

New-car order files reportedly 
are full, with discriminating buyers 

willing to wait for exactly the 
model and color that they demand. 
—(F. K. Haskell.) 
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- ... and customer saver, tool 


Everything it takes to do the job—from major parts to nuts 
and bolts—all in a single package. 


: Pontiac repair kits save time, money and trouble, because 
there’s no time lost in reworking, no need to compromise 
n with substitute emergency parts. And your customers are 


assured of original Pontiac performance, dependability and 
economy with Pontiac Factory Engineered Parts Kit. 


Pontiac 
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Pontiac repair kits are available for 
scores of different, most-demanded serv- 
ice jobs. They're readily available at 
your nearby Pontiac dealer—and priced 
to protect your profit! 





PONTIACS See RUN BETTER on Gl PONTIAC PARTS 
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Legislative Prospects . oa. 
Many States to Revive 


Issue of Sales Tax 


ALES taxes will be an issue in 

the legislatures of at least 20 
states during 1955, with indications 
of further extension of the trend 
toward increased reliance on this 
form of taxation as a major source 
of state revenue. 

Higher sales tax rates will be 
considered in Arizona, Arkansas, 
California, Illinois, Iowa, Missis- 
sippi, New Mexico, Tennessee, Utah 
and Wyoming. 

Broadening of sales taxes 
through m of some or 
all exemptions will be proposed 
in Iowa, North Carolina, South 
Dakota, Tennessee and Utah. 
New exemptions will be sought in 
Arizona, Arkansas, California, 
North Dakota, Ohio and South 
Carolina. 

New sales taxes may be proposed 
in Idaho, Massachusetts, Minneso- 
ta, Nebraska, New Hampshire, Ver- 
mont and Wisconsin. A Pennsyl- 
vania sales tax is expected to be 
permitted to expire next summer. 

Rejected by the 1954 Arizona 
Legislature but likely to be revived 
are proposals for a 25 percent in- 
crease in sales taxes, to raise addi- 
tional school funds, and exemption 
of food products and medicines for 
human consumption. 

Proposals will be revived in Cali- 
fornia to abolish local sales taxes 
and replace them with a 1 percent 
increase in the state’s 3 percent 
sales tax, with the added revenue 
being allocated to cities and coun- 

~ ties. age 


Idaho Proposal 


owned lawmakers may get a pro- 
posal for a new sales tax to 
raise additional funds for schools. 
Such a levy was enacted in Idaho 
in 1935 but was repealed by refer- 
endum the following year. 

Several sales tax increase pro- 
posals are expected to be intro- 
duced in Illinois, with one calling 
for a boost from 2 to 3 percent to 
provide more funds for moderni- 
zation of state: mental hospitals. 

Iowa educational groups want 
the state sales tax increased from 
2 to 3 percent to provide addi- 
tional revenue for school aid. The 
Iowa State Tax Commission, 
meanwhile, has recommended re- 
peal of exemptions from state 
sales and use taxes. 

Enactment of a 3 percent Massa- 
chusetts sales tax was advocated 
by a majority of a special fiscal 
survey commission. The proposed 
levy, which would yield an esti- 
mated $102 million in revenue, 
would apply to everything except 
articles now subject to state excise 
tax, food for home consumption 
and prescription drugs. 

* 7 * 


Fight Expected in Minnesota 
GALES tax proposals may be re- 

vived in the Minnesota Legis- 
lature, but are regarded as unlikely 
to get far. The 1953 Legislature re- 
jected a proposed 3 percent tax on 
sales, with food and prescription 
medicine exempt. 

An increase in the Mississippi 
sales tax rate from 2 to 3 percent 
was one of several proposals head- 
ed for consideration by a special 
state legislative session to raise ad- 
ditional revenue for school con- 
struction. 

In anticipation of future action 
on proposals for such levies, Ne- 
braska voters adopted a constitu- 
tional amendment which would for- 
bid state property taxes if the Leg- 
islature ever enacts state sales or 
income taxes. 

Proposals for a new sales tax in 
New Hampshire, although re- 
jected at past legislative sessions, 
are expected to be revived. 

An increase in New Mexico's 
sales tax rate from 2 to 3 percent 
has been proposed and North Caro- 
lina is studying a proposal to re- 
move all sales tax exemptions ex- 
cept for nine basic foods. 

Pennsylvania’s 1 percent sales 
tax, in effect since 1953, will expire 
Aug. 31 unless reenacted. Since op- 
position to the sales tax was among 
the pledges of George M. Leader in | 
his successful gubernatorial cam- | 


paign, it is doubted the levy could 
be reenacted. 
* * * 


Issue in South Carolina 


_<- types of exemptions 
from South Carolina’s 3 percent 
sales tax again will be proposed but 
will continue to face strong opposi- 
tion from state fiscal officials. 

An increase in the Tennessee 
sales tax from 2 to 3 percent, with 
all of the additional revenue to go 
to schools, is being sought by the 
Tennessee Education Assn. 


New sales tax proposals are 
expected to be revived in Ver- 
mont, despite rejection at past 
legislative sessions. 

An increase from 2 to 3 percent | 
in the rate of the Wyoming sales | 
tax is being advocated by the Wy- 
oming Citizens’ Committee on Edu- 
cation to raise an estimated $4 
million in additional revenue for 
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High HP is a superior multigrade oil 
with the greatest temperature range 
protection. Its “light oil’? quality in- 


creases 
friction. 


sures maximum protection and cuts 
oil consumption. Saves gas. Saves oil. 
Saves horsepower. 
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nine are Connecticut, Florida, 
Georgia, Maine, Maryland, Penr syl- 
vania, Rhode Island, South Caro- 


lina and Tennessee. 
* a * 


Senate Committee Backs 


Mississippi Tax Boost 

A Senate committee in Mississippi 
has approved a bill to boost the 
state sales tax from 2.5 to 3 per- 
cent. 

It has been estimated the hike 
would bring in $13,000,000 in new 
revenue. 





* * * 


Vermont Kills Truck Biil 


A bill in the Vermont Legislature 
to increase state police power in 
enforcing truck weight laws has 
been killed. 

+ * e 





Royal Lancer Visits Cochran'’s— 


In a promotion to mark the opening of the new building of Cochran Motor Sales, 
Inc. (Dodge-Plymouth), Mount Vernon, O., a medieval “royal lancer” is seen in front 
of the dealership, together with a number of contestants vying for the title of queen. 
Lake Cochran is president of the firm. 


Ga. Passes License Test Bill; 
|Lack of Funds Delays Signing 


A bill requiring motorists to take 
a license examination every five 
years has been passed by the 
Georgia Legislature. The Senate 
added a provision that the state's 
current driver’s licenses will expire 


schools. The proposal, however,;in the past similar measures had 

failed to get the backing of the| been rejected. 

legislative interim committee. Thirty-two states now levy sales 
Proposals for a new sales tax/taxes, nine of them having been|March 31, 1960, thus requiring all 

may be revived in Wisconsin, where | added to this list since 1947. These (Continued on Page 48, Col. 3) 










See for yourself the amazing anti-wear quality of 
High HP Purelube. The practically new valve 
lifter on the left was subjected to the identica! 
“torture test” as the badly worn one on the right 
Yet, see how High HP Purelube prevented valv 
lifter wear. 


additive combination in High HP. It eliminates 
excessive valve lifter and cam shaft wear... 
keeps hydraulic lifters clean, quiet and efficient. 
At the same time low temperature erigine cleat: 
liness has been improved up to 60% because of 
increased detergency. 

This exclusive additive combination also cuts 
combustion chamber and spark plug deposits, 
fights pre-ignition. Gives maximum spark plug 
and valve life. Reduces ORI (octane require 


ment increase). 
gas mileage by reducing fluid 


So elimin } s rT; ” 
Its “heavy oil” quality as- ate these major service “‘headaches 


Use and recommend High HP Purelube for all 
your customers’ cars. It’s the one motor 0 
made specially for this “High Horsepower Aze”’! 


This great anti-wear quality is due to the new) 
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Borg-Warner reports that 1954 
was the second largest year in sales 
and the third largest year in net 
earnings in its 27-year history. 

Income after taxes of $24,460,075 
last year compared with income 
after taxes of $23,978,142 in 1953. 
A drop in sales volume—$380,317,341 
in 1954 compared with $407,379,000 
in 1953—was attributed partly to a 
reduction in defense sales. 

Roy C. Ingersoll, president of 
Borg-Warner, told stockholders in 
his annual report that a decline in 
sales and earnings in the earlier 
months of 1954 was “sharply re- 
versed and turned into a definite 
incline in the closing months.” 

As for 1955, “Borg-Warner has 
good cause to anticipate one of the 
brightest years in its history,” In- 
gersoll said. “The uptrend in our 
business is continuing at an eccel- 
erated pace and Borg-Warner in 
1955 should enjoy the largest sales 
volume in its history. 

“The only visible clouds in the 
economic sky are the demands for 
a guaranteed annual wage which, 





On the Financial Front 
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it has been stated, will be made at 
the conclusion of the five-year em- 
ployment contracts in the automo- 
tive industry.” 


Goodrich Net Up 
7%; Sales Down 


Net income of B. F. Goodrich Co. 
in 1954 was $38,815,737, up about 7 
percent from the 1953 net of $36,- 
226,745, according to John F. Coll- 
yer, chairman, and William Rich- 
ardson, president. The 1953 figure 
included $2 million which was set 
aside for increased replacement 
costs of facilities. 

Net sales declined 6.5 percent 
from $674,613,276 in 1953 to $630,- 
670,600 in 1954, the company re- 
ported. Direct and indirect sales to 
the Federal Government were 8.3 
percent of the .1954 sales, compared 
with 14.1 percent of 1953 sales. 

The Goodrich statement showed 
that in 1954 Federal and foreign 
income taxes amounted to $36,474,- 


| 


000; dividends, $13,771,865, and em-| 
ployment costs, $195,7 727,498. 


Lee Rubber & Tire 


Lee Rubber & Tire Corp. and its 
domestic subsidiary have an- 
nounced net earnings of $315,718 
for the three months ended Jan. 
31, the first quarter in the com- 
pany’s fiscal year. Earnings were 
up 20 percent from the $261,123 
reported for the corresponding pe- 
riod of last year. Net sales in- 
creased 9 percent to $9,870,830 from 
$9,047,976. Stockholders of the Con- 
shohocken (Pa.) concern have 
voted a three-for-one split in com- 
mon stock, effective March 3. 

* * + 


Profit Drop Due re 


To Price War, 
Seiberling Says 


A “price war” in the replacement 
tire market, cut sales and earnings 
of Seiberling Rubber Co. last year, 
according to J. P. Seiberling, presi- 
dent, who at the same time pre- 
dicted the firm would recover much 
ground lost and also would diver- 
sify its output to depend less on 
the replacement market. 

Sales last year totaled $35,714,299, 
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“Our main interest is econom- 


| ical transportation.” 





compared with $40,351,305 in 1953, 
a decrease of 11 percent. Earnings 
totaled $215,789 against $1,035,740, 
a drop of 79 percent. 


Seiberling said the diversification 
would be based on a new plastics 
plant, a newly leased mat plant, 
new tire plants in Colombia and 
Canada as well as new equipment 
for the firm’s tire and heel plan 


Seiberling indicated the company 
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These two valve lifters were run in the same engine in two separate 
identical tests. Both were brand-new before the tests. The like-new 
lifter on the left was lubricated by High HP Purelube. The badly worn one 
on the right was lubricated by another well-known brand of motor oil. 


Be sure with Pure 





FREE! Factual booklet on High HP 
Purelube. Shows how this great oil helps 
you and your servicemen. 


Name 
Title 
Company 
Street 


The Pure Oil Company, Dept. AN-53 
35 East Wacker Drive, Chicago 1, Illinois 


Gentleman: Without incurring obligation, I’d like to get your 
FREE booklet on the inside story of High HP Purelube. 
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has complete new tire lines, includ- 
ing two tubeless tires, and will 
bring out a tubeless tire with ex- 
clusive features later this year. 


Goodrich Sales 


|Drop 6.5 Percent 


But Profits Rise 


B. F. Goodrich Co., Akron, O., has 
reported a 6.5 percent sales drop 
from 1953 levels during 1954. 

Net sales were $630,670,600 as 
compared with $674,613,276 in 1953, 
according to John L. Collyer, chair- 
man, and William S. Richardson, 
president. 

Net income for 1954 was $38,815,- 
737, while 1953’s net was $34,226,745, 
after a reserve of $2,000,000 for re- 
placement costs. 

The company also announced 
that a dividend of 45 cents per 
share will be paid March 31, 1955. 
Dividends totaling $1.60 per com- 
mon share were paid during 1954. 

* . * 


Stewart-W arner 


ts.| Net, Sales Off 


Net income of $2,757,000 for 1954 
was reported for Stewart-Warner, 
Chicago, last week. This contrasted 
with $4,081,000 in 1953. However, the 
corporation said that its sales in 
the fourth quarter of 1954 exceeded 
third-quarter business by 15 percent 
and that profits also were up. 


Reduced shipments of military 
products were blamed for the over- 
all 1954 decline in sales. Last year’s 
sales totalled $92,882,000 and the 
previous year’s, $128,798,000. 

* * * 


White Motor Net 
Drops 214 Percent 
To $4,888,644 


Net income of White Motor Co., 
Cleveland, for 1954 amounted to 
$4,888,644 and represented a decline 
of about 2% percent from the pre- 
vious year’s $5,015,367, according to 
the annual report signed by Rob- 
ert F. Black, president. 

This was equivalent to $5.37 per 
share as compared with $6.20 a 
share for 1953. However, in 1954 
there were 827,017 common shares 
outstanding, an increase from 782,- 
497 at 1953’s end. 


Black said the firm sharply re- 
duced current and long-term debt 
and that “our unfilled order book 
is at the highest level we have en- 
joyed in the past 12 months.” 


National F ibres 
Loses $543,394 


A- $500,000 loss by National Auto- 
motive Fibres, Inc., Detroit, in 1954 
has been blamed on “custom trim” 
for 1955 autos and loss of Ford of 
Canada’s market due to the strike 
which ended in January. 


J. R. Millar, chairman, reported 
a consolidated net loss of $543,394, 
after a tax carryback credit of 
$970,000. This compared to a net 
profit of $3,231,040 in 1953 after 
tax provision of $3,420,000. 


Millar said business in 1954’s last 
quarter dropped because “the in- 
creased variety of styles in trim 
of 1955 cars created a temporary 
problem of changing from mass 
production to almost a custom 
operation” and because of the 
strike. 

= * * 


American Enka Reports 


Drop in Profits, Income 


American Enka Corp., New York, 
had a net income of $5,010,382 last 
year, compared with $6,410,939 in 
1953, while sales dropped to $59,- 
692,723 from $65,106,610 in 1953. 

According to J. E. Bassill, presi- 
dent, demand for the company’s 
yarns improved noticeably in the 
last months of 1954 and the first 
months of this year. 

* * * 


General Contract Corp. 


Directors of General Contract 
Corp., St. Louis, have declared a 
dividend of 20 cents per share on 
common stock, payable Apr. 1, to 
shareholders of record March 9. 
This ig the 42nd consecutive year 
that General Contract has paid 
dividends. 
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THE CROWELL-COLLIER PUBLISHING COMPANY, 640 FIFTH AVENUE, NEW YORK 19, N.Y. 





Ce ciisteties 


Publishing Company 











is pleased to announce 

that Mr. Siler Freeman 
has joined the organization 
as Senior Editor of the 
Detroit Regional Editorial Office. 


PUBLISHERS OF COLLIER’S, THE AMERICAN MAGAZINE, WOMAN’S HOME COMPANION 
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High ways & Safety ee 


May Check Program: 
A Community Effort 


By Gerhardt Neumann 
Staff Writer 


ets as a community effort 
will be the hub of this year’s 
May check program, and auto deal- 
ers — as in previ- 
ous years — are 
expected to take 
a leading part in 
this nationwide 
campaign for 
safer cars and 
drivers. 

The program is 
sponsored by the 
Inter -Industry Highway Safety 
Committee in cooperation with au- 
tomobile and tire companies. NADA 
and the National Assn. of Inde- 
pendent Tire Dealers. 

Also co-sponsoring the program 
are Look magazine, the National 
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Safety Counci! and the National 


GREATEST UNDERCAR ACCESSIBILITY 


SYNCHRONIZED CYLINDERS 
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FLAT CONTACT MEMBERS 
PERMIT FREE USE OF FLOOR AREA 


GLOBE HOIST COMPANY 


East Mermal 
Philadelphia 18, 


“Brame-Kontact” Hoists. 


WOULD YOU CRAWL TO WORK? 


d Lane at Queen Street 
Pennsylvania 


Please send me complete infor 
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Conference of State Safety Coor- 
dinators. 

There are a number of facts 
which make such a campaign im- | 
perative. According to the Automo- | 
bile Manufacturers Assn., there are | 
more than 11,000,000 cars in use to- | 
day which are 11 years or older. 

The average age of the Ameri- 


can car today is 6.5 years, while 22| O#f#o Buick Moves Into Own Home— 


‘ rew: 
ae eale. oe Sees Se pore After nearly a year in temporary quarters, Bill Otto Buick, Inc., Lansing, has moved 
. * * into its own building at 3430-50 E. Michigan Ave. Bill Otto, owner, formerly was 


| he LAST year’s May campaign it district manager of Buick. 
was found that 25.1 percent of 
all vehicles checked were in need 
of service attention to one or more 
parts affecting safe operation. 
One out of 10 vehicles needed 
service to brakes and rear lights. 
Experience in previous years 
has proved that safety check 
lanes impress the majority of mo- 
torists considerably. Many of 


needed by motorists to put their 
cars back in good condition. 

Thus, it was recognized every- 
where that the program was help- 
ful to business as well as to the 
public. 


them, who never “got around” to 
having their cars checked, finally 
decided it was time for action. 
Dealers in Dothan, Ala., a com- 
munity which last year served as 
a test tube for the check program, 
reported that within a few days 
| they had run out of new tires and 
many other parts which were | 


* > 


1 original goal of the program 
was the participation of 300 




























LOW-COST ONE-PIT INSTALLATION 


MECHANICS WORK FASTER 
ON THEIR FEET UNDER 


PROFIT-MAKING 
GLOBE ‘en: fete” HOISTS 


= Job studies prove 75% of all repairs are handled 
c- quicker, easier when cars are on Globe “‘Frame-Kontact”’ 
Hoists. Savings in repair time are tremendous, from 


25 to 60%. 


Average muffler installations take only 15 minutes... 
complete tire rotations are made in 10 minutes or less! 
Because jobs roll in and out faster, ““Frame-Kontact”’ 
Hoists quickly pay -for themselves... quickly boost 
your service business! 


FAST, ONE-VALVE CONTROL 


ii 


NO TIME LOST CRAWLING TO 
AND FROM THE JOB 


Auxiliary tools and equipment can be kept close at 
hand. All underside parts are within easy reach. No 
stooping, bending, crawling, or sliding. 


Cylinders, spaced 42” apart, provide wide-open work- 
ing space under chassis. Lifting height is highest of 
any comparable Hoist... accommodates tall or short 
mechanics. 


Talk to your nearest Globe distributor or use the 
coupon below. 
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THE FACTS TODAY! 
mation on Globe 
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Trade Mark Reg. U. S. Pat. Off. 
Globe ‘Frame-Kontact" Hoists 
ore made ler one or more of 
the following U. S. Patents: 
2458986—2593630— 2593635 
—2612344—2612355— 
2654443. Other U. S. & Foreign 
Patents pending. 
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WORLD’S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 









— 


| cities. As of this date, however, the 

response has been so great that 
nearly 600 cities will set up inspec. 
tion lanes. 


One factor which made ast 


S| year’s campaign a success ‘vill 


again prove its value, that is, the 
competitive spirit of the citi: s. 
Communities last year checked 
each other to see which one wag 
doing the more efficient job and 
attracted the greatest number of 
motorists. This friendly competi- 


=, |tion led to valuable results and igs 


expected to spark this year’s ‘rive 
again. 
7 > * 

Lo attempt to do the best pog- 

ble job will not go unrecog- 
nized. An award will be presented 
to one city in each state for the 
most effective promotional and co- 
operative effort and the number of 
vehicles checked in relation to the 
total number which could be 
checked in the area. 


Dealers who intend to partici- 
pate in the program are urged to 
get a folder entitled, “Your Com- 
munity Is Invited,” which out- 
lines in detail how the safety 
drive can best be organized. 


It is available from the Inter- 
Industry Highway Safety Commit- 
tee, 1200 18th St. NW., Washington 

se 


The committee also has a great 
selection of promotional materia] 
which can be used to familiarize 
the community with the goals of 
the campaign. 

. 


Safety Experts 
To Hold Parleys 
In N.Y., Ottawa 


Two important safety conferences 
will be held in April and May in 
New York and Ottawa. 

Law enforcement officers and 
traffic experts will meet in New 
York Apr. 11 under the sponsorship 
of the Greater New York Safety 
Council. 


Among the questions to be con- 
/Sidered are radar speed detection 
|and the “problem driver.” 

Canada’s first national safety 
conference will be held May 24-26 
under the sponsorship of the Can- 
adian Good Roads Assn. 

There will be five committees to 
consider various aspects of high- 
way safety and to make recom- 
mendations in the fields of engi- 
neering, enforcement, education, 
motor vehicle administration and 
organized public support. 


Radar Use Urged 
In Pennsylvania to 


Combat Speeders 


Use of radar to detect speeders 
in Pennsylvania would be permitted 
under a bill offered by Reps. John 
J. Vaughn, Republican, and Leo J. 
McLaughlin, Democrat, both of Al- 
legheny County. 

The bill calls for radar tests cov- 
ering at least an eighth of a mile 
j;and to be made by at least two 
officers. 


Another legislative proposal in 
Pennsylvania seeks use of a point 
system for suspending licenses. 

The bill would make suspension 
of a driver’s license mandatory as 
soon as six points are accumulated. 
On reaching five points, the motor- 
ist would be invited to a conference 
with state authorities. The suspen- 
sion would range from five days to 
an indefinite period, depending up- 
on the number of previous suspen- 
sions and total points. 

Another Pennsylvania bill deal- 
ing with drunk drivers seeks fines 
from $100 to $500 and jail sentences 
from five days to three years. A 
second would permit use of devices 
to determine the extent of intoxi- 
cation. 


N. Y. Thruway Studies 


Application of Radar 


The New York State Thruway is 
| experimenting with radar to study 
| behavior patterns of motorists, ac- 
| cording to Robert V. Annett, traffic 
| director of the expressway. 
| Arnett said the device would be 
| installed as regulation equipment 

if the study shows there is exces- 


sive speeding. 


















ee ee ee a ae 


ervice 


tegular Monthly 


BE aes Stas 


pees 





Safety Check Off to a Start in N. C.— 

Although the annual Safety Check Program, sponsored by the Inter-industry Highway 
Safety Committee, will not get under way until May, Rocky Mount, N. C., jumped the 
gun by setting up the first safety check lane in the hope to induce other communities 
to follow its example. Movies are being made of the inspection procedure under the 
auspices of the University of North Carolina and under the supervision of Kay Kyser, 
well-known band leader whose home is in Rocky Mount. The cost of setting up the 
lane was reported at $450, which included four large street banners and 10,000 


handout pieces. 


Backshop 


... by Jack Weed 





O articles that start on this 
page are so important to fran- 
chised dealers, and to the factories 
which they represent, that I feel 
Iam not going overboard in using 
this column to try and point out 
some of the background factors 
that should be apparent in both 
stories. 

When a service manager for a 
top “wheel ’em and deal ’em” 
dealer in the toughest automobile 
market in America can keep his 
shop so full of work that he has 
to schedule all large jobs, and the 
majority of the work that takes 
an expert mechanic, in order to 
take care of the owners who 
freely bring their cars to his 
shop for service, then that guy 
surely has something on the ball 
besides conversation. 

I know a number of dealers in 
smaller cities and towns who are 
going to read the story and then 
sit back and say, “But that doesn’t 
apply to me. That guy works for 
a big dealer in a metropolitan area.” 

They may fail to realize that 
when a service manager keeps his 
shop filled with work, without a lot 
of promotion, whether he has one 
or 100 mechanics working for him, 
there certainly are some very basic 
reasons for the accomplishment. 


As I analyze the success story 
told here, this service manager is 
on top of his job because he knows 
from day to day just what every 
man in his department is doing. 
By checking the R.O.s, he knows 
which order writers are doing a 
sound job of handling the custom- 
ers, which mechanics are sloughing 
their work and cutting corners to 
Zet the high take-home pay, and 
which are just not capable of doing 


NEW PRODUCTS 
Page 44 





the jobs that have been assigned to 
them. 
* * + 


Where to Look 


ME, the lesson that every 
service manager and dealer who 
takes the time to read this story 
can get out of it is where to look 
for the weaknesses in his own op- 
eration if it is not up to the stand- 
ard portrayed in this story. 

The story on this year’s May 
Safety Month campaign also points 
up potential profit possibilities for 
dealers, right at this time when all 
dealers will admit that extra prof- 
its would come in handy. 


One of the great weaknesses in 
franchised dealer shops is to get 
the order writers, service man- 
ager and mechanics to check and 
note the needed service on cars 
that come into the shop. 

Every authority on dealer service 
is convinced that more profitable 
work drives out of every dealer’s 

(Continued on Page 32, Col. 1) 
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Car Inspection 
Leads to Profit 


Mechanics to Staff 
Sponsored Lanes; 
Emphasis on Brakes 


prom present indications, this 
year’s May Safety Month drive 
will be the most successful yet 
conducted under the auspices of 
the Inter-Industry Highway Safety 
Committee. 

Not only from the standpoint of 
reducing the number of unsafe ve- 
hicles on the highway, but also in 
increasing the number of safety- 
minded car and truck owners. 


This mainly will be due to the 
greater participation by entire 
communities in setting up car 
and truck checking facilities un- 
der the banner of all auto dealers 
and tire service stations in the 
area. 


Over 300 such communities have 
signified that they are interested 
and this figure may well reach over 
a thousand before the drive opens 
May 1. 

While much to be desired by pub- 
lic officials and safety coordinators 
across the nation, the community 
effort can be viewed as a threat to 
much of the dealer’s service busi- 
ness unless he gets into the drive 
in a big way and does his full share 
in the way of furnishing help and 
other facilities in his home city or 
town. 

* * 7 

p As year’s franchised dealer ef- 

fort, for instance, was not one 
of which the automotive dealers of 
this nation can be very proud. Ac- 
cording to the best figures avail- 
able, less than one third of all 
franchised dealers participated in 
the organized drive. Some 73 per- 
cent of these were dealers repre- 
senting the lines of one corpora- 
tion. 

With the community idea tak- 
ing hold so strongly there is an 
opportunity for the franchised 
dealers to greatly increase their 
participation without upsetting to 
any great degree the orderly rou- 
tine of their own individual serv- 
ice shops. 


In communities where the city or 
town fathers have not started the 
ball rolling toward a “Community” 
effort, the franchised dealers of the 
area can, together, set up a joint 
safety lane. Each dealer can as- 


{mericas Motor Vehicles 


Safety Month Presents 
Opportunity to Dealers 


sign a man or two to work on the 
lane for a designated time and, 
through an agreement among the 
participating dealers, all check 
slips which record the needed work 
that was not done can be distribu- 
ted among dealers by car or truck 
make. 

Or the franchised dealers can or- 
ganize their participation on a 
county basis as those in Muskegon, 
Mich., did last year. 

With a goal of 30,000 cars to 
pass their 30 check lanes, the 

effort went over the top to a total 
of 32,512 cars and trucks checked 
by approximately 400 workmen. 


Starting with an initial objective 
of safety checking more than 2,000,- 
000 vehicles this year in 300 com- 
munities, the drive had practically 
doubled in scope two full months 
before the May Safety Month pro- 
gram was to start. 

* * + 

T NOW looks as if it might be 

possible for the community and 
organized group program to reach 
or exceed 1,000 and if this should 
happen it could be possible that one 
out of every ten cars and trucks on 
the road today could be checked to 
ascertain if they are in safe driv- 
ing condition. 

More emphasis on checking 
brakes will be made by the par- 
ticipating franchised dealers this 
year. The tire dealers are con- 
centrating on unsafe tires. 

Of course it would be grand if 
every one of the 11 million pas- 
senger cars on the road now over 





Lag in Training Seen 
Delaying New Products 


MINNEAPOLIS. — (UTPS). — 
William Stapelman, of Mankato, 
Minn., was reelected president of 
the Northwest Automotive Elec- 
tric Assn. at the group’s annual 
convention. Also reelected were 
Lew Terras, St. Paul, vice-presi- 
dent; and Walter Horn, Hibbing, 
Minn., secretary-treasurer. 

“There are new products for 
automobiles being developed,” 
Stapelman said, “which are so 
far advanced over what’s avail- 
able today that manufacturers 
are reluctant to release them, be- 
cause most service personnel are 
not adequately trained. 

“Our problem is to speed up the 
training program so that manu- 
facturers will be encouraged to 
put these developments on the 
market sooner than they now 
plan to.” 








anagement 


11 years old and the 22 percent of 
the trucks that are prewar models 
could be sent through a safety lane 
during that month. 

It would tend to materially lessen 
the number of major accidents and 
fatalities that occurred last year due 
to some faulty car or truck me- 
chanism failing in an emergency. 

And, if the majority of these old- 
er cars and trucks now on the road 
could be put through a safety lane 
and get a reasonably good diag- 
nosis of their condition, there is no 
question but that the service shop 
“take” of every franchised dealer 
in the nation would be materially 
increased. It is these older cars 
where the big service revenue is 
being missed, particularly by the 
car dealer. 

Every dealer that has gone into 
the May Safety Check program 
with intensity and organization has 
invariably increased the revenue 
and profits of his service shop. 

~ * * 


Ws none of the safety men 

wish to play up the commer- 

cial reason why dealers should get 
(Continued on Page 30, Col. 1) 


MEWA’S Parley 
Draws Over 1,000 
In Los Angeles 


OS ANGELES. — Over 1,000 in- 

dustry representatives thronged 
the Motor and Equipment Whole- 
salers Assn. western conference 
here, P. T. Johnston, chairman, has 
reported. 

The conference was held in 
conjunction with the Pacific Au- 
tomotive Show and presented a 
“Ways and Means” program 
keyed to the theme: “Keys to 
Survival in a Competitive era.” 

Speakers presented new ideas or 
methods which were illustrated by 
pictures projected on a large screen 
and synchronized with the talks. 

* * 


EWA’S group insurance plan 
also was presented and is be- 
ing expanded. 
In Chicago, the association an- 
nounced that an exposition of 
non-automotive products will be 
held in conjunction with its an- 
nual convention in December. 
The MEWA said the display will 
include two categories of products: 
Diversified products as profit build- 
ing lines for resale, and office and 
material - handling equipment and 
systems as overhead-reducing aids. 
It will be held at the Conrad Hil- 
ton Hotel Dec. 4-6. 





Review Orders Daily to Insure Tight Shop 


By Robert M. Lienert 
Associate Editor 

avew repair orders daily. 

That’s the one sure way to run 
a tight shop—to provide topflight 
service, to insure profit and to keep 
mechanics on the ball, says Bob 
Vaillancourt, service manager for 
Russ Dawson, Inc., volume Ford 
dealer on Detroit’s northwest side. 

Vaillancourt should know. He has 
been wrapped up in automotive 
service for 23 years and is respected 
as one of the best managers in the 
Great Lakes area. 

“I can’t emphasize too strongly 
the importance of reviewing repair 
orders,” Vaillancourt says. “Of 
course, a service manager still has 
to be a good mechanic to do his 





job, and he has to be a good 

administrator, too. But if he’s 

sloppy on R.O.’s he’ll get no place.” 
o +. * 


[-PpAL R.O. review, he says, con- 
stitutes “entire control of the 
shop.” Such review, he says, keeps 
the service manager up to date on: 

1. Which mechanics pad labor. 

2. Which mechanics have come- 
backs. 

3. Which service salesmen are 
slipping —in failing to fill out 
R.O.’s completely or in failing to 
sell items which were obviously 
needed by the customer. 

4. Product failure—an important 
point for successful dealing with 
the factory. 

5. How the operation is doing 


profitwise — close check on parts 
flow and mechanic efficiency. 


+ 7 . 

“A LOT of service managers 
probably would say they don’t 
have time to review repair orders 
daily.” Vaillancourt says. “They'd 
better find time. Take R.O.’s home 

if they have to, but review ’em.” 
In spite of his accent on the 
R.O. review, it is obvious that 
Vaillancourt’s success is based on 
other factors as well. The three- 
way shop operation — customer 
service, body and paint and new- 
car make ready—runs smoothly 
all the way. The same feeling of 
casual efficiency that knits to- 
gether a good athletic team or 





a crack military outfit is notice- 

able in Vaillancourt’s domain. 

What’s the Vaillancourt formula? 
Here are some of the ingredients. 

Vaillancourt is a stickler on 
training. He doesn’t exempt him- 
self, and has attended “every night 
school” on auto mechanics in De- 
troit, soaks up all factory programs 
and has even taken correspondence 
courses on automotive engineering. 

Vaillancourt boosts formalized 
training in mechanics for two rea- 
sons: 

1. Experience alone is not too 
valuable, he says. If a mechanic’s 
knowledge is soundly based on 
good automotive theory, it is that 
much better, he says. Vaillancourt 

(Continued on Page 33, Col. 1) 





SE 


reener eres 2s 
PED S TT E TS 





( 
k 
¥ 
ki 


yoga 


"ere, 
RRS 


BER IES PMOL 


Ss 


Spotligh t’s on Brakes... 
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Safety Month Offers 
Dealer Opportunity 


(Continued from Page 29) 


behind this safety month with a 
vengeance, even the most naive 
person will recognize that unsafe 
parts mean worn parts that in most 
cases need replacement. Any dealer 
knows that it takes labor to make 
the replacement. 

This year’s program is again 
built around the ten safety items; 
front and rear lights, steering, 
tires, exhaust, glass, windshield 
wipers, rear view mirror and horn 
with particular emphasis on 
brakes. 

With our modern engines there 
is need to pay close attention to 
the brake system on even the new- 
est cars. If there is any indication 
of a leak at the master or any of 
the wheel cylinders, the whole line 
should be examined minutely. 

Dealers would be doing a great 





service to owners of three-year- 
old cars that have run at least 
10,000 miles if they would sell 
them on a complete change of 
brake fluid when they come in for 
their check. But be sure that only 
the heavy duty grade SAE fluid 
is used. 


At least one front wheel should 
be pulled to determine the amount 
and condition of lining still on the 
shoes. 

* + + 


RAKE service is the most neg- 

lected “needed” service a fran- 
chised dealer can possibly provide. 
Recognition of the importance of 
brakes is made in this year’s safety 
check by the brake booklet that 
not only shows stopping distances 
at various speeds but pushes for 


® St. Mary’s Square Garage, a 
modern five-level underground 
structure in a hillside, eases 


parking 


in downtown San 


Francisco. Capacity 1,025 cars. 
Lube facilities on fourth level. 
A picturesque park on roof. 


an automatic check of brakes every 
5,000 miles. 

Promotional material available 

to all dealers who want to par- 
ticipate in this year’s safety 
| month include two shop posters 
from the National Safety Council 
and one from Look magazine, a 
24 sheet outdoor poster in three 
colors, a check lane banner 10 
feet by three feet, a street ban- 
ner 20 feet long by 42 inches high 
and a one-minute film in 16 or 35 
mm, sizes. 


Other material available are 
“safer driving booklet” that con- 
tains a four minute driving test, 
steering wheel cards for checking 
the ten safety points and which has 
a bottom piece that can be torn 
off giving the dealer a copy of the 
information on each car checked. 


This card also has a place for 
numbering so that dealers or groups 
can put up “door” prizes so that 
those that go through the inspec- 
tion will have the opportunity to 
win a prize. Windshield stickers are 
available for dealers or groups 
where there is no ban against their 
use as well as the stopping distance 
folder mentioned above. 


All that is necessary for a 
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Stopping Distance Aid— 

A booklet which shows distances it 
takes to stop a car at various speeds is 
| available from the National Safety Coun- 
| cil to all dealers participating in the May 
safety program. The boot * also urges 
brake inspections every SA J miles. 


group of dealers to do if they 
wish to put on a group inspection 
deal is to contact their state safe- 
ty coordinator and find out if 
there is any other group in their 
vicinity already scheduled to put 
on a safety test lane. 





“We are indeed pleased with the Aro over- 
head reels and supply pump system in operation at 
St. Mary’s Square Garage,” says S. E. Onorato, execu- 
tive vice-president and general mgr. “We find them 
highly efficient as we can dispense motor oil, trans- 
mission fluid, gear oil and chassis lubricants with 
minimum time and effort. 


Also check with the local police 





“Outstanding display appeal of this Aro 


Whatever your lube service needs . 
modern answer to help you profit more! 


installation not only enhances our lubrication depart- 
ment but affords splendid sales promotion.” 


. . ARO has the 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 


Aro Equipment of California, Los Angeles, Calif. 


Aro Equipment of Canada, Ltd., Toronto 
Offices in all principal cities 


See Your Automotive Wholesaler 





1, Ontario 


LUBE EQUIPMENT 
Also... Air Tools... 

Aircraft Products ... 

Grease Fittings 
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to make certain that there 
requirement or legislatior 
would prevent the use of the 
stickers on the windshield. 

Data about the material 
tioned can be obtained from 
Shinn, director operation s;: 
National Safety Council, 4 
Michigan Ave., Chicago 11; °°. R 
Darlington jr., managing dir ctor, 
Inter-Industry Highway Sxfety 
Committee, 1200 Eighteenth §¢. 
N.W., Washington, D. C., and V. ood- 
ward Kingman, director automotive 
promotion, Look Magazine 488 
Madison Ave., New York City or 
any factory representative. 

All car and most truck factories 
are participating in the May Safety 
Month program. 
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eee Safety Coordinators are: 
Alabama—Maj N. W. Kim- 
brough, chief service division, Dept. 
of Public Safety, P.O. Box 1511, 
Montgomery. Arizona—Charles 
Pemberton, traffic education direc- 
tor, Arizona Highway Dept., 1701 
West Jackson St., Phoenix. Arkan- 
sas—Lt. Jack Rhea, safety division 
director, Arkansas State Police, 
P.O. Box 1189, Little Rock. Cali- 
fornia—W. A. Huggins, supt. traffic 
safety education, California High- 
way Patrol, Sacramento 6. Colorado 
—H. A. Storey, executive secretary, 
Colorado Highway Safety Council, 
State Capitol, Denver. 
Connecticut—William M. Greene, 
state safety comission director, 
State Office Bldg., Hartford. Del- 
aware—J. James Ashton, manager, 
Delaware Safety Council, Room 
2169 DuPont Building, Wilmington. 
District of Columbia—A. Julian 
Brylawski, Commissioners’ Traffic 
Advisory Board, 702 Warner Bidg., 
Washington 4. Florida — Roger C. 
Collar, executive secretary, State 
Traffic Coordinating Committee, 
Martin Bldg., Tallahassee. Georgia 
—J. A. Maloof, c/o Georgia Citizen’s 
Council, 20 Ivy St. S.E., Atlanta. 
Idaho—Wayne Summers, commis- 
sioner, Dept. of Law Enforcement, 
State of Idaho, State Capitol, Boise. 
Illinois—Harvey Dowling, direc- 
tor, Illinois Traffic Safety Council, 


Springfield. Indiana—J. L. Lingo, 
(Continued on Page 31, Col. 1) 


Army Engineers 
Make Heavy Units 


Easier to Repair 


FORT BELVOIR, Va.—The Army 
Corps. of Engineers’ Research and 
Development Laboratories here has 
started a program to make repairs 
on the Army Engineer’s heavy 
equipment much easier. 

Through field reports, laboratory 
engineers have determined which 
parts give maintenance crews the 
most trouble, and have modified 
these parts and their neighboring 
components. 

Excellent results have been re- 
ported following tests of a Hydra- 
juster, a device which allows ad- 
justment of a bulldozer’s track 
with a standard grease gun. Three 
tools and a lot of work are elimi- 
nated by the new design. 

Quick access to the engine and 
radiator is being made possible by 
rerouting hydraulic lines to permit 
the cylinders, tank, hose and pump 
to be removed. At present it is 
necessary to remove the complete 
hydraulic assembly and its com- 
ponents to repair the radiator or 
the hydraulic unit. 

Progress is also being made by 
changing the designs of the radia- 
tor guard and the driver’s seat and 
fuel tank. Similar changes are also 
being made on the motor grader. 

It is expected that the innova- 
tions will be helpful to commercial 
earthmoving manufacturers. Copies 
of a brochure, Hase of Mainte- 
nance, may be obtained by writing 
the Technical Liaison Office, ERDL, 
Fort Belvoir, Va. 


Premier Autoware Buys 
2 Buildings in Expansion 


CLEVELAND. — Premier Auto- 
ware Co. parts distributor, has 
purchased two buildings—a *wo- 
story and a four-story—adjacent 
to its midtown main plant in what 
it called a “major expansion pro- 
gram.” 

Total cost, including remodc!ing, 
will be approximately $1 mi lion, 
the company said. Autowar: in 
1953 acquired its present main }:lant 
and office and in 1954 completed 4 
new Los Angeles plant. 
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Cx* Inspection Leads to Profits . . . 





Safety Month Offers Opportunities 


(Continued from Page 30) 
director of traffic safety, State of 
Indiana, 102 N. Senate Ave., In- 
dianapolis. Iowa — Pearl McMur- 
ry, commissioner, Dept. of Public 
Safety, State Office Bldg., Des 
Moines. Kansas—R. R. Ireland, 
traffic engineer, Highway Dept., 
Masonic Bldg., Topeka. Ken- 
tucky—Charles B. Jones, execu- 
tive secretary, Governor’s High- 
way Safety Committee, New State 
Office Bidg., Frankfort. 
Louisiana—Mrs. Ruth Vaughan, 
executive secretary, Louisiana 
Highway Safety Commission, Box 
4095, Capitol Station, Baton Rouge. 
Maine—Capt. John deWinter, traf- 
fic division, Dept. of State Police, 
66 Hospital St., Augusta. Maryland 
—Paul E. Burke, director, Mary- 
land Traffic Safety Commission, 
2ist and Guilford Ave., Baltimore. 
Massachusetts — Rudolph F. King, 
registrar, Registry of Motor Vehi- 
cles, 100 Nashua St., Boston. Michi- 
gan — Maxwell Halsey, executive 
secretary, Michigan State Safety 
Commission, 700 Olds Tower, Lan- 
sing. 

Minnesota—Earl Larimer, safety 
director, Minnesota Highway Dept., 
St. Paul. Mississippi—Grady Gil- 
more, Dept. of Public Safety, Box 
958, Jackson. Missouri—Col. Hugh 
H. Waggoner, superintendent, Mis- 
souri State Highway Patrol, State 
Office Bldg., Jefferson City. Mon- 
tana—Glenn M. Schultz, supervisor, 
Montana Highway Patrol, Helena. 
Nebraska—Col. Carl Sanders, super- 
intendent, Nebraska Highway Pa- 
trol, Lincoln. Nevada—Lawson Sul- 
livan, director of public safety, 
State Capitol, Carson City. 

= 


WW HAMPSHIRE — Frederick 

N. Clarke, Commissioner of Mo- 
tor Vehicles, State House Annex, 
Concord. New Jersey—Arnold Vey, 
director, Traffic Safety Bureau, 
Dept. of Law and Public Safety, 
State House, Trenton. New Mexico 
—Tony Luna jr., commissioner, Mo- 
tor Vehicle Division, State Capitol, 
Santa Fe. 

New York—James R. Barrett, 
Division of Safety, 17 Elk St., Al- 
bany. North Carolina—Maj. Charles 
A. Speed, Safety Division director, 
State Highway Patrol, Raleigh. 
North Dakota—Ray C. Hill, Public 
Safety Director, State Capitol, Bis- 
marck. 

Ohio—U. C. Felty, director, Ohio 
Dept. of Highway Safety, 1117 East 
Broad St., Columbus 5. Oklahoma— 
T. B. King, safety division director, 
Department of Public Safety, P.O. 


Box 1826, Oklahoma City. Oregon— | 


Automatic Shifts 
Subject of Text 


NEW YORK. — “Automatic 
Transmissions” is the title of a 
new comprehensive textbook on 
the popular driving aids. 

Prepared by the staff of the 
Commercial ‘Trade Institute of Chi- 
cago, the 406-page text has been 
published by McGraw-Hill Book 
Co. at $6.50. 

The construction and operation 
of every automatic transmission is 


fully described. Pointers for | 


“trouble-shooting” are listed. 


v4 Cas AN THAT'S TH GUY WHO 
. ‘Saas 
. 1 


MIDGET °--JUST 
WIND HER UP! 
NEEDS A DROP 
“ee OF OIL ON TH’ 
| WH-WHAT HAPPENED ww MAINSPRING 
TO THAT NICE OLE 
“ JUICEBUSTER 12” 
YOU WERE SO 


(GOTROK was ¥ 
TH STATION'S /5§h 
| FAVORITE 


Pa 
Cil Filter Month— 


National Filter Check Time, sponsored 
ecch April by Purolator Products, Inc., 
will-be publicized by this cartoon as well 
Qa: posters, charts, tags and other promo- 
tional material. 











Earl T. Newbry, Secretary of State,, safety director, South Dakota 
Capitol Bldg., Salem. Pennsylvania | Highway Patrol, Pierre. Tennes- 
—Max Schmidt, Governor’s High-| see—Nolen Puckett, executive di- 
way Safety Advisory Committee,| rector, Tennessee Safety Council, 
State Capitol, Harrisburg. Rhode C 
i otton States Bldg., Nashville. 
Island—Allen E. Hawkes, director 
Texas—J. O. Musick, general man- 
of research, Registry of Motor Ve- 

‘ ager, Texas Safety Assn., Little- 
hicles, Smith St., Providence. South field Bldg. Austin. Utah—G. Er- 
Carolina—Jesse A. Rutledge, public nest coin Utah Safety Coun- 
relations director, South Carolina cil, State Capitol, Salt Lake City. 
Highway Dept., Columbia. Vermont—H. Elmer Marsh, Com- 

South Dakota—Carroll Stinson, | missioner of Motor Vehicles, State 
Office Bldg., Montpelier. Virginia 
‘ —Capt. R. B. King, safety engi- 

Howard-Lewis Sells neer, Dept. of State Police, Box 
Mitchell Ford, Inc., Providence,| 1299, Richmond, Virginia. 
has purchased the long-established | Washington—James Pryde, chief, 
Ford dealership of Howard & Lewis | Washington State Patrol, Legisla- 
Motor Sales, Inc., headed by Albert | tive Bidg., Olympia. West Virginia 
W. Howard and Arthur H. W.)|—Col. Raymond W. Boyles, super- 
Lewis, who had been in business| intendent, Dept. of Public Safety, 
since 1931. State Capitol Bldg., Charleston. 
Albert Mitchell, of West Hart-| Wisconsin—R. C. Salisbury, safety 
ford, Conn., is head of Mitchell} director, Motor Vehicle Dept., 1 
Ford, Inc., which has been operat-| West Wilson St., Madison. Wyom- 
ing for a number of years in Hart- | ing—Lt. Neil Boyd, safety director, 








ford, West Hartford, and Long| Wyoming Highway Patrol, State 
Island, N. Y. Office Bldg., Cheyenne. 
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“See For Yourself How 





Nokoro 
AND SILENCER 


V Sprays on Quicker 


V Saves Time, 
Trouble, Money!” 


50% More Undercoating 


Jobs from Every Drum 


Check these facts, and you'll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 
Nokorode ... 


Is sprayed on thinner (c”) 
Dries faster 

Lasts longer 

Goes farther 

Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 
easier 


f 
} 


| 


@ Is guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 





LION OIL COMPANY 
EL DORADO, ARKANSAS 








om 
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Foreign Students at Buick School— 


Two students from the Far East are members of the present Dynafiow class held 
by Buick at the General Motors training center in Kirkwood, Mo. Shown in front row 
(from left) are Rodney Reams, Granite City, Ill.; George Eichholz, Washington, Mo.; 
Antonio Zamora, Manila, Philippines; Ram Chanchio, Bangkok, Thailand; Jim Baker, 
Mexico, Mo., and Harry Miller, service promotion representative, St. Louis. Back row: 
Richard Blunt, Geenville, Ill.; Neil Mann, instructor; Perry Cossins, Springfield, Mo., 
and Robert Fitch, Bushnell, Ill. The two foreign students are in the U. S. under the 
Foreign Operation Administration program. 




















Lion Oil Company 
Dept. AN-C 
El Dorado, Arkansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 


Name_ 
Street_ 


City State 





- 
. 
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shop undone than that which is re- 
corded on the work orders. 

This is due, in the main, to the 
fact that not enough attention is 
paid to proper diagnosis of the cars 
that come in for one or two items. 

While the alert filling-station at- 
tendant fights for the opportunity 
to get a look under the hood and 
check the oil—and everything else 
under the hood—few dealer service- 
men ever raise the hood of a car 
even when the customer tells them 
he needs an oil change. Many oil 
changes, tuneups, fan belts, sets of 
spark plugs, oil filters and other 
items could be sold if the order 
writer would just take the time to 
check the oil in the car while writ- 
ing the order. 

The May Safety Month program 
allows the dealer who participates 
in it to school some of his men in 
how to check a car quickly for 
needed service that can add plus 
sales to an already very profitable 
program. 

* * + 


Elaborating on Check 


eeeemAD of merely having the 
men follow the 10 safety points 
outlined in the Safety Check rou- 
tine, have them really check the 
brakes by pulling a wheel and 
checking the brake fluid while they 
are making the other brake checks. 

Have them check the front lights 
for proper focus when making the 
light checks, by having the car 
stand in front of a wall or tester 
that will instantly tell if the lights 
are high or low. 

Have them check the balance of 
the front wheels as well as the con- 
dition of the tires when making the 
steering and tire check. The condi- 
tion of the front tires may point to 
a goodly number of profitable align- 
ment and balance jobs that are 
running around loose looking for 
some one to do. 

When checking the exhaust, 
also check the other things that 
may show up if the car is put on 
a hoist for this check. Sure, it 
will take a little more time and 
cost the price of operating the 
lift,, but one or two days’ trial 
will quickly prove its value. 

When checking the windshield 
wipers, go further than seeing if 
they just swing back and forth. A 
very large percentage of wiper 
blades requires replacement, and 
many washers need parts, fluid or 
new hose. Start the “squirts” in 
each instance, and see if they work 
and are properly adjusted. 

In checking the rear-view mirror, 
many a nonglare type or one that 
gives greater vision can be sold. 

In other words, if the dealer is 
going to participate in the national 
May Safety Month campaign, he 
should do so wholeheartedly and 
with an eye to the profit potential 
in both customer labor and parts 
sales. It may not be proper to push 


Canadians Ask 


Government for 
Better Statistics 


OTTAWA.—The need for usable 
and up-to-date Government reports 
on the automotive business is em- 
phasized in a brief which has been 
submitted to the Dominion Bureau 
of Statistics by an industry com- 
mittee. 

The brief, in part, requested that 
figures be compiled oftener than 
every 10 years, and asked that the 
bureau adopt a standard system 
of nomenclature to avoid confusion. 

The committee said it felt that 
its suggestions would not involve 
extra work nor additional reports, 
but would mean only a reclassifica- 
tion of the present system at no 
extra expense. 

The committee was composed of 
Thomas H. Whellams, executive 
vice-president of the Canadian 
Automotive Wholesalers’ and Man- 
ufacturers Assn.; Rowland Pepper, 
editor of Canadian Automotive 
Trade; Al James, of the Canadian 
Automobile Chamber of Commerce, 
and John Wallace, manager of 
Revue-Moteur. 





on these inspections at the time the 
car is in for the Safety Check, but 
if a record is made and properly 
cataloged, the information gained 
will fill out many a dull spot in 
departmental service. 

* 7 * 


MoPar Campaign 


ANY a dealer has found out 

that customers like to have 
their serviceman call them up and 
say, “The other day when we had 
your car in for -the Safety Check, 
we found some things that perhaps 
you are not aware of,” and then 
enumerate them. It shows the cus- 
tomer that the dealer’s shop is tak- 
ing more than a casual interest in 
the owner’s vehiele, and we all like 
that kind of attention. 

The MoPar division of Chrysler 
Corp. plans to take advantage of 
the May Safety Month campaign 
by launching a program of its 
own that ties into the national 
deal beautifully. The two-month 





“Tops in Stops” project, which 
starts May 1, is built around 
brake inspection. 

MoPar parts wholesalers will fea- 
'ture a “package” offer consisting 
|of complete kits of brake parts for 
the car that needs a reline. A cer- 
tificate will be given each customer 
attesting to the quality of the parts 
and calling for a brake inspection 
which MoPar hopes most dealers 
will give free 30 days after the 
brake job is done. 

This is aimed at bringing the 
customer back to the same shop. 
The dealer will, however, have the 
option of charging a token fee for 
the brake inspection. 

Posters, sales signals and certifi- 
cates will be mailed to. all dealers, 
and an 
been worked out. 

A good slogan for this campaign, 
and for the national Safety Month 
campaign, appears in a piece of 
service followup material now go- 
ing out to subscribing dealers in 
the field. 

The piece starts out, “Your car 
carries the most important people 
in the world ... their safety de- 
pends upon GOOD brakes. That’s 
why it pays to have a periodic 
check to be sure your brakes are 
safe.” 





incentive sales plan has | 





Cadillac Branch Planned in Hollywood— 


Representing an investment of $1 million, this modernistic Cadillac branch is sched- 


the present sub-branch at 750 S. La Brea. 


Marmon Boosts 


Ray in Sales 


INDIANAPOLIS. — Marmon- 
Harrington Co. has announced that 
Edward F. Ray has been appointed 
general sales manager of its All- 
wheel-drive Truck division. 

After 20 years with Ford Motor 


;Co., Ray joined Marmon-Harring- 


| uled to open Sept. 1 on Wilshire Bivd. in Hollywood, Calif. The building will replace 


ton in 1942, specializing in the pro- 
curement of service parts on war 
contracts. He was appointed as- 
sistant sales manager of the All- 
wheel-drive division in 1948. 

In addition to domestic and over- 
seas sales, Ray will also supervise 
the service and parts departments. 


New G-E@Zécier Headlamp 
rain, snow—makes every car a 


WITH PRESENT HEADLAMPS 


ABOVE: PHOTO TAKEN WITH LIGHT FROM REGULAR HEADLAMPS, MAN CHANGING TIRE IS ALMOST HIDDEN BY GLARE OF HEADLAMPS REFLECTED FROM FOG. 
BELOW: IDENTICAL SCENE WITH G-E G@&Zéeliee HEADLAMPS. GLARE IS CUT, MAN CHANGING TIRE IS CLEARLY DEFINED. EASILY SEEN. 


Ramm tea dy 


G-E HEADLAMPS 


IN THESE DEMONSTRATION PHOTOS. taken in G-E’s head- 
lamp research laboratory, simulated fog shows what happens 
when you drive in bad weather. Ordinary headlamps (top photo) 
send part of their light upward. Fog, snow, rain reflect it back 
at the driver as glare. New G-E @-Zéeiie headlamps (bottom 
photo) keep most of the light below the driver’s line of vision, 
greatly reduce kick-back glare to help him see the road ahead. 


These new 6 and 12-volt G-E headlamps mean outstanding 
safety performance in good weather as well as in bad. The new 
6-volt Z&-Lkeiie headlamp has a new, more efficient filament 
and increased wattage. Its low beam makes it easier to see the 
road when you’re bucking oncoming headlamps. It gives about 
25% more light—and concentrates it where you need it, up to 
80 feet farther ahead on the right side of the road. 


The new @-Zhetae high beam also gives about 25% more 


light than regular 6-volt headlamps. You see pedestrians, twists 
in the road and obstacles sooner—and clearer. 


G-E @- Hein headlamps fit all cars equipped with sealed 
beam headlamps. The American Association of Motor Vehicle 
Administrators, which originally made the request for an im- 
proved headlamp, has unanimously endorsed the new-type lamp 
and has urged all states to adopt it. 

Most states have already given their approval. Approvals are 
now pending in these states: Kansas, Missouri, Washington and 
West Virginia. 

General Electric’s advertising will feature the new G2 Zales 
headlamp on the Jane Froman TV show and in national maga- 
zines such as “Life” throughout 1955. This powerful advertising 
will create a tremendous demand for G-E @-@éelee headlamps. 
Don’t be caught short! Order plenty now! 











One Sure Way to Run Tight Shop, Expert Says. . . 
Daily Review of Orders Urged 


(Continued from Pag2 29) 


adds that experienced mechanics, 
if they lack automotive theory, 
often resent new devices and equip- 
ment. 


2. It’s hard to train mechanics in | 


a dealership, although he attempts, 
to a certain extent, to do it. 
+ * a 
ACTORIES are pretty lax on 
direct training of mechanics, 
Vaillancourt says. However, he 


adds, he rates attitude above native | 


ability. 

“If a kid has the right attitude, 
well keep him and make a 
mechanic out of him,” he says. 
Vaillancourt justifies his think- 

ing by saying “there’s more to 
being a mechanic than just fixing 
cars.” A mechanic with the right 
attitude, he says, is one that “can 
be his own manager — one who 
keeps in mind the value of his 
labor to the dealership.” 

A running educational program 

is carried out in the Dawson shop 
at all times. Every mechanic and 
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| every service salesman—there are 
|about 50 service employes—gets a 

copy of every piece of product in- 
|formation distributed by the fac- 
| tory. 

Master copies, in book form, oc- 
cupy a prominent spot on Vaillan- 
court’s desk in his glassed-in office 
|in a corner of the shop. 

“The book is the service bible,” 
he says simply. 

cg * a 

yes depends on the 

mechanics to read the bulletins 
|on their own initiative, although he 
|says he can tell pretty well from 
checking R.O.’s every morning 
which ones are doing a good job 
|and whieh ones are sluffing off. 

The mechanics who aren’t 
keeping up can expect a little 
personal prodding from their 
boss. 

Vaillancourt actually is an ex- 
perienced mechanical instructor. In 
his background is a_ three-year 
stint as an instructor in a Ford 
Motor Co. school for mechanics. He 











is one of those rare service man- 
agers who can work shoulder to 
shoulder with the best mechanic in 
the shop. 

With the three service salesmen 
and the shop foreman, Vaillancourt 
personally covers all new product 
information. By keeping the order 
writers fully informed on the car, 
and by keeping eight or 10 incen- 
tive service items in force at all 


|times, he says, he can depend. on 


more than enough business to keep 
his shop busy. 
* * * 

OST customer service, for ex- 

ample, is handled on an 
appointment basis because the 
shop works at capacity. It is 
usually booked two to three days 
ahead of time, while the bump shop 
has one to two weeks’ backlog. 
There are 23 work stalls in the 
main shop, 14 in the bump shop 
and eight in the make-ready de- 
partment. 


One formal training session is 
held monthly. This is the regular 





Merry-Go-Round— 


The centerpiece in AC Spark Plug show 
displays across the country is this carou- 
sel, replete with merry-go-round music. It 
features AC's old standbys, Sparky and 


Sludgie. Sparky is an imaginary white 
horse which promotes spark plugs. Sludgie 
is a make-believe dog selling oil filters. 





factory training program and 
takes three to 3% hours in the 
evening—on the mechanics’ own 
time. 

The dealership provides beer and 





helps drivers see through fog, 
prospect for 2 new headlamps 


elie tame eee 


NCONTROLLED UPWARD 
LIGHT FROM FILAMENT 
SHINES IN FRONT OF 
WINDSHIELD, BOUNCES OFF 
FOG, CAUSES 
KICK-BACK GLARE 


OLD 


ABOVE: HOW REGULAR HEADLAMPS CAUSE FOG-GLARE 
BELOW: HOW G-E Zt Zkedioe HEADLAMPS CUT DOWN GLARE 


EG Clalter AEADLAMP 


AMENT SHIELD BLOCKS OFF 

NCONTROLLED UPWARD 

IGHT, GREATLY REDUCES 
KICK-BACK GLARE 





NEW GENERAL ELECTRIC G&-Zéediee LOW BEAM LIGHTS RIGHT SIDE OF 
ROAD BETTER, MAKES IT EASIER TO SEE WHEN YOU'RE APPROACHING 
OTHER CARS. 












A combination pack of six 6-volt and 
two 12-volt lamps is also available. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


New-design 
filament gives 


New-design lens 
bends light down. 


New filament 
shield blocks off 
uncontrolled up- 


ard light. 


















25% more light 
in 6-volt lamp. 


New- design reflector 
is tilted to throw light down. 
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sandwiches for the men and the 
formal training period is followed 





fi by a bull session. 


“I learn a lot by listening,” Vail- 
lancourt says, “and so do they.” 


Vaillancourt keeps a close check 


‘jon his service salesmen by han- 


dling all customer complaints him- 
self and by checking the repair 
orders. The incentive items, he 
says, work out well on the daily 
average of 150 repair orders. 

A typical service incentive item 
is the $1 bonus paid for every 
brake reline job written up. 

* * * 


IHE idea behind service incen- 

tives, of course, is to boost the 
number of items per repair order. 
Items per R.O. also are boosted by 
lube-rack men, who get a split on 
the customer labor fee for work 
= on jobs that they spot and 
sell. 

By hiking the items on the repair 
order, car movement is cut down. 

“You lose time running cars in 
and backing ’em out,” Vaillan- 
court says. “If a mechanic has 
handled 30 items on 15 cars, he’s 
really hustled. If he handles 30 
items on three cars, he’s done 
some good for himself and for 
us.” 

To save the mechanics’ valuable 
time, he uses two car jockeys to 
spot cars in the repair stalls, as 
well as do other car handling in- 
volved around any big layout. 

The mechanics, however, get 
their own parts from the service 
department. The mechanics have a 
special window for their parts busi- 
ness. Vaillancourt feels this is 
entirely efficient in a single-floor 
operation. 

Vaillancourt has his own method 
of handling employes to make sure 
they do a good job and do not 
slight the operation. When a cus- 
tomer has a complaint on service 
work, the mechanic or the service 
salesman, or both, are called into 
the service manager’s office and the 
problem is jointly discussed. 

* * * 


“T'S EASY to criticize men, but 

hard to manage them,” Vaillan- 
court says. “I talk to a man in 
trouble, and I have the repair 
order and the flat-rate manual on 
the desk in front of him. He us- 
ually has no argument that will 
stand up against the two.” 

When a service comeback is 

traced to a fault of the mechanic, 
| labor is charged back to him at 
cost. If failure of a part is due 
to the way it was installed, that 
part is charged back to the me- 
chanic, too. 

“You can’t escape the fact that 
a comeback costs double,” Vaillan- 
court says. “At the same time, you 
must keep in mind that many 
comebacks can be traced to the 
service salesmen—improper diagno- 
sis or improper handling.” 

One thing Vaillancourt refused 
to, tolerate is loafing. He will for- 
give and forget nearly any other 
shortcoming. 

* * * 

AN IMPORTANT qualification for 

a@ good service manager is a 
|thorough knowledge of parts and 
| parts procedure, Vaillancourt says. 
|He feels fortunate in having spent 
several of his background years in 
|the parts end of the business. This 
knowledge, he says, is particularly 
valuable in reviewing repair orders. 
| Good relations with the dealer 
are invaluable to a service man- 
ager, he says. The ideal situation, 
he says, is for a service manager 
to be so valuable that the dealer 
leans on him, rather than the 
other way around, which is so 
often the case. 

Vaillancourt insists that all serv- 
ice complaints made to anyone in 
the organization be referred to him. 
|His decision on these is final. 

His method of handling com- 
plaints is to let the unhappy cus- 
|tomer talk himself out. He also 
|digs up the service invoice and 
| Studies the job as it was written 
|jup and performed. 

If he feels an employe is guilty, 
{the mechanic or service salesman 
|is called into the discussion, the 
| customer is reassured and the shop 
makes good on the complaint. 

* ~~ *” 








YARLANCOURT says that many 
times the customer works out 
his ewn problem if he is allowed 
to cool down and talk long enough 
about it. 

There is no difficulty at Dawson 
when it comes to procuring equip- 

(Continued on Page 34, Col. 3) 
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Dealership Gets Facelifting— 


Many deolers whose buildings need modernizing are looking for the most eco- 


nomical method of putting glamour into the old front. Charles Baron Ford, Inc., 
Chicago, remodeled its building by the use of porcelain enamel. Only minor struc- 
tural changes were needed to allow larger windows. The photo on top shows how 
the building looked before remodeling; the photo below shows the results. Erie 
Enameling Co. did the job. The lettering is of porcelain enamel, fired into the surface 
ot the panels. 


Wondering how new-car and truck : protection and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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An Expert’s Advice: . . 





Review Orders Daily 


To Insure Tight Shop 


(Continued from Page 33) 


ment or tools, or making repairs. 
A requisition is issued and a cen- 
tral purchasing office handles the 
buying. On large items, a bid 
system is used. 

All he has to do for an OK on 
the big items, Vaillancourt says, 
is show Dawson that they are 


says, he doesn’t advertise service 
specials. 

With this trim operation, the 
gross service profit at Russ Daw- 
son runs at the district average, 
Vaillancourt says. For a volume 
dealership, this is remarkable. An- 
other outstanding achievement for 
necessary for a sharp shop oper- |a volume dealership is the shop’s 
ation. |record of attaining 96.1 percent of 

Vaillancourt admits he has no/|its labor objective last month. 
direct method of customer followup, A as 
because his shop works at capacity AILLANCOURT has no worries 
without it. For the same reason, he about his mechanics’ productiv- 








This year, America’s car Owners 
will SPEND BILLIONS to get 
More Riding Comfort! 


Now...a brand-new way for YOU 
to capitalize on this Billion Dollar 
Demand for Greater Car Comfort! 


It's Bear's” Up-to-the-Minute 
NEW SERVICE to help car owners 
keep that New-Car Comfort 
they've spent billions to get! 


“BEAR” SUPER 


4 J+ 
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It's advertised for the first time to . public 


we APRIL 23 vine 0 


The Saturday Evening 


POST 


Car owners are clamoring for more RIDING 
COMFORT! In order to get it, they’re 
spending billions of dollars on new cars and 
accessories this year. Cash in on this Multi- 
Billion-Dollar demand by offering sensa- 
tional new “Bear’’ Super Comfort-Ride Con- 
ditioning . . . the 10-in-one Service! 


SELL ALL THESE 10 BIG-PROFIT 
SERVICES AT ONE TIME! 


1 LUBRICATION 6 WHEEL ALINEMENT 
2 MOTOR MOUNTS 7 SHOCK ABSORBERS 
3 BRAKES 8 WHEEL BALANCING 
4 LEAF SPRINGS 9 TIRE TRUING 

5 COIL SPRINGS 10 WHEEL TRUING 


To get the complete picture and basic selling 
advantages of this new service, ask your 
“Bear” Jobber to show you his Comfort- 
Ride Merchandising Kit. Or write for FREE 
Copy of Special Comfort-Ride Issue of the 
“Bear’ LINE-UP. Bear Mfg. Co., Dept. 
A-14, Rock Island, Ill. j 


Look to “Bear” for Everything in Comfort-Ride 
and Safety Service Equipment: Wheel Alinement 
Machines, including Telaliner and Drive-Over 
Tester; Wheel Balancers, Dy-Namic and On-A- 
Car types; Crankshaft Balancers; Brake and 
Headlight Testers; Frame, Axle and Wheel 
Straighteners; ‘‘Balantru”’ and other Tire-Truing 
Machines. Also, Balance Weights, Caster Shims, 
Coil Spring Spacers and Stabilizers. 


R-929AN Copyright 1955 Bear Mfg. Co., Rock Island, til. 





ity. His men work an average o° 48 
hours a week and are paid oc: a 
50-50 basis, with a customer labor 
rate of $4 per hour. 


Straight arithmetic, therefo~e, 
gives an average weekly wage >f 
$104 at “100 percent efficienc ,.” 
Actually, the average wage ‘or 
Dawson mechanics is consid«r- 
ably in excess of that. 

The average repair order at 
Dawson’s carries $16.43 in labor 
and $10.46 in parts. Vaillancourt 
said no recent breakdown was 
available on the number of items 
per R.O. 

In assessing his operation, he 
says: “You've got to be in love with 
this business, or you’ll never make 
Ag 


55 Pacific Show 
Called Success; 
Next Year’s Set 


LOS ANGELES.— The 1955 Pa- 
cific Automotive Show was a “buy- 
ing exposition” which proved sat- 
isfactory for all 408 exhibitors, 
sponsoring wholesalers reported last 
week. 


Registration for the four-day 
show here was 24,612 and attend- 
ance, 42,833, 

Eight western booster clubs and 
738 sponsoring wholesalers helped 
in the show promotion. Represented 
were 11 western states, Alaska, 
western Canada, Mexico and 
Hawaii. 

It was decided to hold the 1956 
show late in February in San Fran- 
cisco’s Civic Auditorium. Officers 
for the next year’s show are: Louis 
J. Cresta, San Francisco, president; 
R. H. Gerlach, Spokane, first vice- 
president; P. T. Johnston, Los An- 
geles, second vice-president; J. K. 
Wilkinson, Pomona, Calif., secre- 
tary, and Ira Lambert, Los Angeles, 
treasurer. 

J. Leonard Gibson continues as 
executive manager. 


Okla. Dealer Gets 
Turnpike Post 


OKLAHOMA CITY.—The Okla- 
homa Senate has confirmed the 
appointment of H. Mead Norton, 
Oklahoma City auto dealer, to the 
State turnpike authority, ending 
one of the Senate’s bitterest battles 
in years. 

Nominated by Gov. Raymond 
Gary, Norton was opposed by the 
senator from his home district and 
the Oklahoma City newspapers 
because he voted against the turn- 
Pike bill in 1947. 

It is expected that Norton will 
be elected chairman of the turn- 
pike authority by other members 
of the authority, in accordance 
with the wishes of Gov. Gary. 


Tin Assured 


Malaya Producers Report 


Reds on the Run 


WASHINGTON. — The Commun- 
ists are on the run in the Federa- 
tion of Malaya, assuring that tin 
will continue to flow to the free 
world, according to Tin News, the 
official publication of the Malayan 
tin proaucers. 


Furthermore, Malaya is coming 
into its own, in terms of a growing 
economy, advancement in social 
security and political progress, the 
publication reports. 

This optimistic appraisal is based 
on the recent report of Sir Donald 
MacGillivray, high commissioner 
for the Federation, which an- 
nounced that: 


1. Red terrorists have been 
driven out of 19 areas containing 
about 30 percent of the population. 

2. Food control measures have 
made it more difficult for the ter- 
rorists to obtain supplies. 

3. Deep-jungle camps of the ter- 
rorists have been destroyed. 

4. Malaya’s favorable trade b:!- 
ance in the first eight months of 
1954 was 24 percent greater than 
it was for the same period in '53. 


Don’t miss the Dealer Doings colums. 
They'll keep you abreast of what fellow 
dealers are doing. 
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— I wish I was only 21 
again, foot-loose and fancy 
free. I don’t ’spose I'll ever lose 
that flare for “itchin’ to know 
what's goin’ on in the world.” I 
always feel a bit sorry for the boy 
or girl who thinks in terms of the 
past when the future is so full of 
wonders. 

At 21, I can’t decide which 





crew I want to join—that bunch 
of husky sailors who left Wel- 
lington, New Zealand the other 
day on the ice breaker “ATKA” 
(hull down on the trail of rap- 
ture) for the unknown Antarctic, 
or the men who are organizing 
that “West Point of the Air,” at 
Colorado Springs. 

Perhaps I should ask General 
Motors for a job, helping them 
spend those many extra millions 
they had left, after completing 60 
percent of their enormous expan- 
sion plans (without the world 
knowing anything about it), or 
maybe get myself a job (as time 
keeper) on that little project of 
Eisenhower's which will spend $101 
billion dollars on building modern 
roads during the next 10 years. 


(Duh yuh think there are any 
opportunities left for young men?) 

Oh yes, you might ask Harold 
Talbot, secretary of the Air Force, 
whether he could find a job for you 
on that new, gigantic XC-132 
transport plane which he described 
at Columbia University the other 
day. It’s a big boy with a capacity 
of 80 tons. (The Globemaster, with 
25-ton payload, can pack in sev- 
eral gasoline trucks or 222 men.) 

* * oe 


The Warm Antarctic 


——, having been born in 
the backwoods of Northern 
Wisconsin, where, now and then, 
it was 50 below zero, I’m leaning 
toward the Antarctic. I'd take my 
“old Mackinaw” with me and at 
first I'd probably sneer at all this 
modern heating equipment they 
have. But, in the end, I know I'd 
surrender to Science. 

Harold Talbot was telling 
about that new Air Force Acad- | 
emy, which will admit its first 
class of 300 officer candidates 
next July. The Academy has 
temporary quarters at Lowry Air 
Base, Denver, but plans to move 
to a 15,000-acre permanent base 
10 miles north of Colorado 
Springs in time to admit the 
third class in 1957. 

Congress has authorized the ex- 
penditure of $126 million for the 
project. Pilot training will come 
only after graduation. The boss, 
General Harmon, says it will be 
“essentially an educational institu- 
tion, and not a flying school.” Chief 
stress will be on scientific studies, | 
but the curriculum will include 
social humanistic studies, history, 
economics, and international rela- | 
tions. Each graduate will be a/| 
rated navigator, qualified to take | 











Sports-Car Top— | 

A plastic top for the Jaguar XK 120 is 
manufactured by Clearfield Plastics, Inc., 
Clearfield, Pa., out of Reichhold Polylite 
resins reinforced with fiber glass. The 
lightweight top withstands rot or mildew 
and won't become brittle from the sun, | 
its maker says. : 
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over the navigation of any Air 
Force plane. 

Australia and the United States 
are in the most friendly competi- 
tion in the opening up of Antarc- 
tica. When the Navy icebreaker, 
the ATKA, left Wellington, a party 
of Australians were leaving Mel- 
bourne for a station already estab- 
lished on the Antarctic mainland. 

Three young Australians, operat- 
ing from that station, have just 
discovered a new range of moun- 
tains, 200 miles inland with peaks 
from 6,000 to 8,000 feet and stretch- 
ing 150 miles long. They travelled 
by means of a gasoline driven 
“WEASEL,” with a sled and dog 
team in case of breakdown, thus 
doing away with support from air- 
craft or surface parties. Several 
members of the ATKA crew left 
brides (after a week’s honeymoon) 
but the girls joined the native 
Maoris in their farewell songs. The 


boys will be gone about two 
months—if they don’t “crash” an 


ice pack. 
* 


The Road Program 


N EISENHOWER’S highway 
modernization program, the 
Government will defray the entire 
cost of the $24 billion improvement 
in the “strategic network” of inter- 
| state highways. Bonds will be sold 
|to finance the Federal share. Half 





Baltimore Jobbers Give 


Money to Hospital 


BALTIMORE.—A check has 
been presented to the Kernan 
Hospital for Crippled Children by 
the Baltimore Wholesalers Assn. 

This is the third year the as- 
sociation has supported the hos- 
pital in its need for funds to buy 
physical therapy equipment. 





of the cost of improvements within 
cities would be borne locally. 

The 40,000-mile authorized in- 
terstate network would serve 65 
percent of the urban and 45 per- 
cent of the rural population. 
Meanwhile, a stupendous pro- 
gram of improvement in buildings 
and equipment is moving rapidly 
forward, led by the ably managed 
corporations. Not the least, by any 
means, is General Motors. 

P.S. Remember, I read nearly all 
the time—everything that is inter- 
esting. If you have the same habit, 
haven’t you reached the conclusion 
that America is surely destined to 
dominate the markets of the 
world? Not through force, not 
through politics, not through “fin- 
aglin’”—but through modern edu- 
cation (not book larnin’) and hon- 
est experience. Climb on, lads, its 
goin’ to be quite a ride—if you got 
what it takes. 


Lube Guide Aims 
At Profit Boost 


On Auto Service 


CHICAGO.—Chek-Chart Corp. is 
providing its oil company clients a 
merchandising program designed 
to ensure automotive lubrication 
profits. 

Raymond Shaw, ‘Chek-Chart 
president, said: “The program 
helps oil companies call to dealer 
attention the tremendous potential 
of their automotive lubrication 
guides. 

He said two types of material are 
included. One is to create interest 
prior to distribution of 1955 lube 
guides. The other is to help sustain 
enthusiasm throughout the year. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 








TOP PERFORMERS 


@ The Hastings torsional is a compression ring that seats 
right now, Its torsional action brings it into a quick seat and 
perfect wall bearing in any cylinder—tapered, out-of-round or 


re-bored. 


@ The Hastings Steel-Vent is an oil ring that stops oil- 
pumping immediately. It’s a soft pressure ring with the light 
inner-spring developed by Hastings. It delivers the extra lubri- 
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yor BP "EWN, HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN - 


HASTINGS 


* Tough on oil-pumping ... Gentle on cylinder walls 
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@ A SOFT PRESSURE 
at 


cation that older engines must have—and with complete oil 


control and economy. 


Here are two top performers in the same “* Motor Engineered” 
set... built by replacement ring specialists. 


You don’t get come-backs due to cylinder scuffing and slow- 
seating when you install Hastings Steel-Vent sets. You get 
positive, quick performance that makes car owners happy. 


Piston Rings, Casite, Oil Filters, Spark Plugs 


HASTINGS LTD., TORONTO 


STEEL-VENT PISTON RINGS 
Regular ov Chaome-Faced 
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Sensational new plan gives 


the highest gross-profit margin 


New fund—the only one of its kind in the industry—provides 
extra cash for every Hudson dealer—on Hornets, Wasps, 
Ramblers—beginning with the first 1955 models shipped 


Hudson announces a new plan that provides substantial 
cash payments, for all dealers — on Hudson Hornets, 
Wasps, and Ramblers — cash payments in addition to 
liberal dealer discounts and generous area bonuses. 

This plan, which provides a working-capital fund 
for each Hudson dealer, is based on recognition of the 
fact that Hudson and its dealers are partners in a fast- 
growing opportunity. 


The fund grows, for every dealer, out of the bene- 
fits and economies that come with volume business. 
And Hudson and American Motors are crediting dealers 
with these benefits, starting with the very first 1955 
models shipped — car by car as the volume grows — 
not waiting until the volume is history. 

Each dealer’s share in this new Dealer Volume 
Investment Fund is payable in cash after the close of 


for Americans, and Mor 























|} Hudson dealers 


1} in the industry! 


the model year — when new, added working capital is 
most useful; when it helps dealers get even more volume. 

This new plan puts every Hudson dealer’s gross 
margin well above anything else in the industry. It is a 
unique new feature, in a remarkable Hudson Dealer 
Franchise that also provides: 


- + » New-car price protection 

. . . rebates on previous models at new-model time 

. - . special allowance protection against obsolete parts 
- - - 100 per cent recovery on tourist warranty labor 

. .. and other features that make Hudson’s, by far, the 


best franchise in the industry! 
Mail the coupon to the right for further information. 


for Hudson Dealers, Too! 


Greatest volume line 
in the industry... 
with the 

greatest franchise! 


Shown in the picture (left to right): Brand-new 
HUDSON HORNET — available with a great 
new V-8 or the famed Championship 6 engine. 
RAMBLER — the new-idea car, America’s lowest 
priced family car — in sedans, hardtops, station 
wagons; perfect second car; ideal women’s car. 
WASP — smartest in the low-medium-price field 
with luxury beyond anything near its low cost. 
METROPOLITAN (not shown in illustration) 
—a sensationally low-priced family car, sports 
car, business car—in hardtops and convertibles. 





“Disneyland,” smash-hit show with 
TV's fastest growing audience, supports 
Hudson dealers on 161 network stations. 


E ivisi 
: ' Hudson Motors Division 


°, American Motors Corporation e Detroit 32, Michigan 


“Omar 
Attention: Mr. N. K. VanDerzee, Vice President in Charge of Sales 


Please rush additional information to me about Hudson's 
unique new plan, and the liberal Hudson Dealer Franchise. 


Name. 





Number and Street 





City and State 
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Fort Worth Used-Car Dealers Aid Charity— 
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Clarence Lee, president of Hamp- 
ton Mfg. Co., New Rochelle, N. Y., 
has been elected president of the 
Pressure Sensitive Tape Council. 

John M. Cook, vice-president of 
Behr-Manning Corp., Troy, N. Y., 
was elected vice-president of the 
council. Richard G. Breeden jr. will 
continue as secretary-manager and 
treasurer. 

+ + * 
Pittenger and Dewey Named 
By Ohio Seamless Tube 


Two appointments have been 
announced by Ohio seamless tube 
division of Copperweld Steel Co., 
Shelby, O. 

Reid Pittenger has been named 
manager of industrial relations and 
Raymond E. Dewey has been ap- 


A check of $800 was presented to the Fort Worth Goodfellows Fund for under- pointed operations —— 


privileged children by the Fort Worth Independent Automobile Dealers Assn. From 
left are John Kinnaird, president; Ray Williams, vice-president, and Johnnie Geary, 
pos! president. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


DeVilbiss boosts Jackson Chevrolet 
paint shop sales to $60,000 a year 


Block Named by Ford 


Dr. Duane L. Block has been 
appointed physician in charge of 
medical services at Ford Motor 
Co.’s Rouge plant. He succeeds Dr. 








Harley L. Krieger, who has been 
named special assistant to the 
medical director. 


+ * * 


Harris Moves to Delco 
From New Departure 


The appointment of Jesse T. 
Harris as assistant manager of 
equipment sales at Delco appli- 
ance division has been announced 
by Paul Rutherford, general man- 
ager. 

Harris formerly was Syracuse 
zone sales manager for General 
Motors’ New Departure division. 


* * * 


De Loreto Heads Sales 


L. Paul De Loreto has been ap- 
pointed general sales manager of 
Great American Transport, Inc., 
Detroit, according to James B. 
Godfrey jr., president. 


O’Brien Joins Borden 


Robert H. O’Brien, Chicago, has 
joined the sales force of Borden 





1. Jackson Chevrolet Company, Pueblo, Colorado, is enjoying 
a big increase in body-shop business —thanks to their new 
DeVilbiss Spray Booth, Infra-red Baking Oven, Spray Guns and 
Transformers. Faster production upped sales volume from 
$36,000 to $60,000 a year. 





3. Better finishes—Jackson painter sprays a smooth, full- 
covering coat with a DeVilbiss JGA. He prefers this precision- 
balanced gun, because it sprays a uniform pattern, requires 
fewer passes, is easier to handle and adjust. DeVilbiss’ scientific 
lighting illuminates without glare or shadows. 


2. Now, Jackson Chevrolet can turn out 4 and 5 complete 
paint jobs a day; average 250 touch-up jobs a month! New 
DeVilbiss units have speeded up their entire operation and will 
enable the painters to handle even more work as business 


continues to grow. 





4, No delays—DeVilbiss Infra-red Baking Oven speeds jobs 
to completion. Enamels dry in 30 minutes or less; lacquer 5 to 
10 minutes. DeVilbiss also offers low-cost infra-red baking panels. 
Ideal for small jobs—fenders, body panels, hood, deck lid, front 


and rear end. 


This is a typical story of the way DeVilbiss spray equip- 


ment helps speed up refinishing operations 


«0s Row 


enables spray painters particularly, to have better working 
conditions. Why not modernize your shop with DeVilbiss 


spray equipment! For complete information on spray guns, 
compressors, booths, transformers, ovens, hose and con- 
nections, call your DeVilbiss jobber. His business is to 


make your job easier, faster and more profitable! 


THe DeVitBiss COMPANY 
Toledo 1, Ohio 


Santa Clara, California °© Barrie, Ontario * 


London, England 


BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT 


THE UNITED STATES, CANADA AND THE WORLD 


FOR BETTER SERVICE, BUY 


ATR ot 











Co.’s chemical division. He vil] 
handle resin core binder and s ‘ell 
mold resin sales to foundries in 
Illinois and Michigan. O’Brien’s 
headquarters will be Borden’s in 
Union, Ill. He formerly was with 
Ford Motor Co.’s Chicago foundry 


department. 
+ + * 


McCulloch Appoints Allis 


General Sales Manager 


Charles D. Allis has been ap- 
pointed general sales manager for 
McCulloch Motors Corp., Los Ang- 
eles, according to Fred Breer, sales 
vice-president. 

Allis formerly was assistant zen- 


eral sales Manager. 
= * 


Allen Heads GM Club 


New president of the General 
Motors Club in Los Angeles is 
J. H. Allen, Los Angeles Chevrolet 
plant manager. He succeeds M. J. 
Leahy, branch manager of Motors 


Insurance Corp. 
* * & 


Greene Joins Board 


Harvey B. Greene, secretary and 
treasurer of National Automotive 
Fibres, Inc., has been appointed a 
director of the company. 

+ ” * 


Hunker and Roberts 
Selected by Brunner 


Two appointments for Brunner 
Mfg. Co., maker of air condition- 
ers and air compressors for the 
automotive trade, have been an- 
nounced by Frank C. Hawk, sales 
vice-president. 

Paul A. Hunter has been named 
sales manager of refrigeration 
and Wallace C. Roberts has been 
appointed advertising and sales 
promotion manager. 

* z 





* 


Joins Pa. Labor Board 


Clarence P. Bowers, president of 
Bowers Battery & Spark Plug Co., 
Reading, Pa., has been appointed 
industrial representative on the 
Pennsylvania Labor Relations 
Board. 


x * * 


Macauley Gets U. S. Post 


Appointment of J. B. Macauley, 
|director of technical coordination 
for Ethyl Corp., as deputy assistant 
secretary of defense (research and 
development) has been announced 
by the,Department of Defense. He 
will succeed Dr. Daniel P. Barnard, 
research coordinator of Standard 
| Oil Co. (Ind.). 

= 


| Griffin and Agnew Fill 
Sales Positions for 3M 


Two sales appointments have 
been announced by Minnesota 
Mining & Mfg. Co. 

William E. Griffin has been 
named eastern regional sales 
manager for government and 
railroad trades. Louis W. Agnew 
jr. was appointed sales super- 
visor for government and rail- 
road trades in the Atlantic area. 

x * x 





|U. S. Chamber of Commerce 


‘Names Collins to Post 


| Gerald W. Collins, formerly as- 
sociated with the Los Angeles 
|Chamber of Commerce, has been 
| appointed manager of the trans- 
| portation and communication de- 
| partment of the U. S. Chamber of 
Commerce. 


He succeeds Harold F. Ham- 
mond, who has been appointed ex- 
ecutive vice-president of the Trans- 


| portation Assn. of America. 
* * * 


|Reo Appoints Wilkins 


|Head of Buffalo Branch 


| George M. Wilkins has been 
inamed manager of the Buffalo 
branch of Reo Motors, according to 
|J. L. Adams, sales vice-president. 
| Witkins previously served with 
Autocar Co., first as western New 
York district manager and later as 
vice-president of the southwestern 
division. 
* * * 


IH Transfers Faust, 
Koehn and Reishus 


International Harvester Co. per- 
sonnel changes have been an 
nounced by R. M. Buzard, motor 
truck sales manager. 

L. K. Faust, has been shifted 
|from assistant district manager a 
Saginaw, Mich., to the same posi- 
tion in Chicago. C. H. Koehn, has 
been transferred from Grand Rap 

(Continued on Page 39, Col. 1) 
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(Continued from Page 38) 


ids. Mich., to Detroit as assistant 
district manager. K. A. Reishus, 
Fargo branch manager, has been 
promoted to assistant manager in 
Minneapolis. 


* * * 


Cadillac Promotes Baldwin 


In Business Management 


Promotion of Kenneth R. Bald- 
win, assistant business manage- 
ment manager, to business manage- 
ment manager, 
succeeding C. W. 
Criss, has been 
announced by J. 
M. Roche, gen- 
eral sales mana- 
ager of Cadillac. 

“With his ex- 
tensive experience 
in various phases 
of dealer field or- 
‘ ganization and 

a home office plan- 

K. R. Baldwin ning,” said Roche, 
“Baldwin is well equipped to as- 
sume his new responsibilities.” 

* * * 


Rhodes Succeeds Colliau 


In Hudson Detroit Zone 


Hudson has announced appoint- 
ment of A. A. Rhodes as Detroit 
assistant zone manager, according 
to E. J. Carroll, zone manager. 
Rhodes succeeds R. W. Colliau, 
who has resigned. 

* ” + 


Tennis on AEA Board 


Nelson Y. Yennis, sales manager 
of Richmond (Va.) Battery & Ig- 
nition Corp., has been elected to 
the board of directors of the Auto- 
motive Electric Assn., the AEA has 
announced in Detroit. He will rep- 
resent Region 2, the southeast. 

+ * * 


Fielden Appoints Two 





Fielden instrument division of | 


Robertshaw-Fulton Controls Co. 
has appointed two new manufac- 
turers’ representatives, according 
to Ralph M. Stotsenburg, division 
sales manager. They are: Electro 
Products, Inc., Indianapolis, and 
Broger Instrument Sales Co., Inc., 
Boston. 


* * * 


Goodrich Names Robbins 


James M. Robbins has been 
named division production man- 
ager of tires, inner tubes, and as- 
sociated products for the B. F. 
Goodrich Co.’s Tire & Equipment 
division. Robbins formerly headed 
manufacturing at B. F. Goodrich 
Canada, Ltd. 

* = s 


DuPont Names Zaruba, Lewis | 


To New Sales Posts 
Changes 
“Zerone-Zerex” sales personnel 
have been announced by R. D. 
Scheer, sales manager for the 
duPont anti-freeze products. 


Lee Zaruba has been transferred | 


from the Grand Rapids (Mich.) 


area to take over as sales repre-| 


sentative in the Cleveland area. Re- 
placing Zaruba in Grand Rapids is 
Percy Lewis, who formerly was 
with the sales promotion section of 
duPont headquarters in Wilming- 
ton, Del. 


* = * 


Ashworth Joins Staff 


Ray Ashworth, formerly security 
superintendent for the Port of New 
York Authority, has been named 
executive assistant to the director 
of the Traffic Institute, Northwest- 
ern University, and of the traffic 
division of the International Assn. 
of Chiefs of Police, according to 
Franklin M. Kreml, director of 
both organizations. 

* 


Cloyd and Herr Appointed 
To New Grey-Rock Posts 


James A. Wheatley jr. sales 
manager of the Grey-Rock division 
of Raybestos-Manhattan, Inc., Man- 
heim, Pa., has announced the ap- 
pointment of W. W. Cloyd and H. 
H. Herr jr. as district managers. 

Cloyd, who has covered the met- 


ropolitan New York area for) 


approximately 20 years, takes over 
the New England district, succeed- 
ing Frank McLoud, who has asked 





in the assignment of 








to be relieved of some of his re- 
sponsibilities. 


Herr becomes district manager 
of the central Atlantic district, in- 
cluding New Jersey, eastern Penn- 
sylvania, Delaware, Maryland and 
the District of Columbia. Herr, who 
has been Grey-Rock territory rep- 
resentative in the central Pennsyl- 
vania area for the past 8 years, 
succeeds Fred B. Raymond who is 
retiring. 

= + +. 


Hall-Scott Appoints Three 


To Top Executive Posts 


Two new vice-presidents and one 
assistant vice-president have been 
announced by Laurance H. Cooper, 
president of Hall-Scott Motors Co., 
Berkeley, Calif. 

Charles S. Herbert, formerly di- 
visional comptroller and assistant 
treasurer, has been appointed 
treasurer and financial vice-presi- 
dent; H. L. Lawrence, formerly 





AUTOMATIC 


HEADLIGHT CO 


works manager and superintendent 
of production materials and con- 
trol, has been named manufacturing 
vice-president, and Z. P. Loyd, a 
pioneer with Hall-Scott, has been 
appointed assistant to the manu- 
facturing vice-president. 
Hall-Scott separated from eastern 
corporate affiliations Jan. 1, and 
now has its own management 
under Cooper. The Berkeley plant 
produces the Model 590 truck en- 
gine and power equipment for 
industrial, automotive and marine 


services. 
ca * *. 


Weber Appointed 


Karl T. Weber, who has been 
associated with Standard Motor 
Products, Inc., Long Island City, 
N. Y., for many years, has been 
named district manager for Mon- 
tana, Idaho and eastern Washing- 
ton. Rite 

* 


Briggs Filtration Appoints 


Industrial Sales Aides 


Briggs Filtration Co., Washing- 
ton, D. C., maker of oil filtration 
equipment, has announced the fol- 
lowing industrial sales appoint- 
ments: 

L. E. Foran, Chicago; Frederic 





B. Town, New York City; Frank 
Lewis, Buffalo; J. S. Middleton, De- 
Witt, N. Y.; Louis P. Grasso, Al- 
bany, N. Y., and H. D. Urdanoff, 
New York City. 


* * . 


Jobbers Elect Holt 


Arthur Holt has been-~ elected 
president of Automotive Boosters 
Club B 45 in Vancouver, B. C. 
George Simpson has been elected 
secretary. 


* * * 


Ford’s Ahrens Retires 


Norman J. Ahrens, manager of 
the marine department of Ford Mo- 
tor Co., has retired after 36 years 
of service with the firm. He has 
been with the marine department 
since 1926. 


* 


Crescent Names MacLean 


Kenneth R. MacLean has been 
appointed general sales manager of 
Crescent Co., Inc., a subsidiary of 
Penn-Texas Corp. of Pawtucket, 
R. I., manufacturer of insulated 


wire and cable. 
“* * + 


McLary Appointed 
M. R. McLary is the new works 
manager of the Ingersoll Products 
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division of Borg-Warner Corp., 
Chicago. 


Tucker Cuts Duties 


Richard B. Tucker, executive 
vice-president of Pittsburgh Plate 
Glass Co. since 1947, relinquished 
that position and reduced his work 
schedule to a half-time basis. He 
will retain the title of vice-presi- 
dent and continue general super- 
vision of glass research, foreign 
operations and the export depart- 
ment, according to Harry B. Hig- 
gins, president. 


* * * 


Cornwell Names Hulbert 


General Sales Manager 


K. H. Hulbert has been ap- 
pointed general sales manager 
for Cornwell Quality Tools Co., 
Mogadore, O. The firm said Hul- 
bert will open an expansion pro- 
gram. 


* * * 


Chrysler Elects Diegel 


H. F. Diegel, formerly acting 
comptroller of Chrysler Corp., has 
been elected comptroller by the 
board of directors. Diegel succeeds 
F. W. Misch, who relinquished 

(Continued on Page 40, Col. 1) 












AUTOMATICALLY AT NIGHT ! 





Automatically, as traffic approaches, lights dim. . 


A new measure of night driving safety and convenience is awaiting motorists. 
With GM's Autronic-Eye, there’s never a worry about headlight control. 
. then back to bright when 
the road is clear. It ends a troublesome driving chore and highway courtesy 
becomes automatic at night. No wonder more and more car buyers are asking 
for the Autronic-Eye ... the greatest advance in night driving safety in 30 years. 


GUIDE LAMP DIVISION e« GENERAL MOTORS CORPORATION « ANDERSON, INDIANA 
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Auto Personnel 


(Continued from Page 39) 


duties of comptroller in January, 
1954, to direct the organization 


department. 
+ + * 


Hennessy Appointed 
John J. Hennessy has been ap- 
pointed controller of R. M. Hol- 
lingshead Corp., Wilbur H. Norton, 
president, has announced. Hen- 
nessy formerly was vice-president 





AUTOMOTIVE NEWS, MARCH 21, 1955 





and treasurer of Rensselaer Valve 
Co., Troy, N. Y 


s + * 


Jackson Joins Voit | 
Jimmy Jackson, veteran auto | 


race driver, has joined W. J. Voit 
Rubber Corp. as racing represen- 
tative, Williard D. Voit, president, 
has announced. Jackson will spend 





a month at Indianapolis before the 





MR. AUTO AUCTION OWNER: 
Your ship's 
coming in..... 


ia OY 


Memorial Day race, Voit said. 
* * * 


Seiberling’s Reed Retires 


After 40-Year Career 

C. A. Reed, assistant to the presi- 
dent of Seiberling Rubber Co., has 
retired after a 40-year career in the 
rubber business. 

Reed joined Seiberling in 1921. He 
will continue to serve as a consult- 
ant on sales and policy matters. 

+ + * 


Six City Managers 

Appointed by Hertz 
Appointments of six new city 

managers have been announced by 








Fidelity Title Insurance means extra gravy for Auto Auctions 


One man sits and dreams and hopes his 
Another dredges a 
channel, builds a dock, erects a lighthouse. 
Any doubt as to which one winds up with 


ship will come in. 


the cargo? 


That’s about the way it works in the auto 


auction field, too. One 


HOPES a reef of bum titles won’t wreck his 
Another MAKES SURE of smooth 


ship. 


most buyers? 


sailing with Fidelity Title Insurance. 


The most sales? 


Any 


doubt as to which one winds up with the 


The most 


take-home gravy? If there is, ask yourself 


this question: If you were a used car dealer, 


auction owner 


you the money you paid for the car . 


would you buy where a bum title might cost 


+. Or 


would you buy where every title is GUAR- 
ANTEED to be a sound title? 


Be sure that shipload of gravy makes regular calls at your 


port. 


Ask the auctions listed 


here. 


Then write, wire, or 


call today for the full story on Fidelity Title Insurance. 


Fidelity Insurance Company 
of Tennessee 


204 STAHLMAN BLDG. 


100% 


COFIELD AUTO AUCTION 
Boaz, Alabama 


COLUMBUS AUTO AUCTION 
2603 Cusseta Road, Columbus, Georgia 


CONCORD AUTO AUCTION, INC. 
29 Sudbury Road, Concord, Mass. 


DECATUR AUTO AUCTION 
Highway 48 North, Decatur, Illinois 


DIXIE MOTORS AUTO AUCTION 
718 Angier Ave., Atlanta, Georgia 


AL AND BENNY FRIENDLY AUTO AUCTION Thursday 
Municipal Airport, Daytona Beach, Florida 


eeeeeeneeeneeneteneteeeeeeeeee? 


NASHVILLE, TENN. 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


SAFE TITLE-INSURED AUCTIONS ° 
MANEY AUTO AUCTION Friday : 

Jordan Lane, Huntsville, Alabama 7 

Monday MIDDLE GEORGIA AUTO AUCTION Wednesday . 
Eastside Highway, Macon, Georgia é 

Thursday PAGE BROS. AUTO AUCTION Wednesday 
35th at Divine Sts., Chattanooga, Tenn. ‘i 

Mon. & Fri. SKYLINE AUTO AUCTION Tuesday 
Greenpoint Ave. at Provost St., Brooklyn, N. Y. e 

Monday SOUTHERN AUTO SALES Wednesday 
Route 5, Warehouse Point, Conn. . 

Tues. & Fri. SYRACUSE AUTO AUCTION Wednesday 2 
R. D. No. 1, Lafayette, New York e 
eeeeee#e7#ee#se#eese@e*ee#esee#er#ieeesseeee#e#ee#2e#e#ree#s#ee#ee#ee##8#8e#e#e# 


Walter L. Jacobs, president of 
Hertz Stations, Inc., Chicago. 
They are Edward M. Armstrong 
jr.. Detroit; Howard B. Coons, 
Louisville; Thomas Mazzocchi, San 
Francisco car rental; Daniel J. 
Sullivan, San Francisco truck 
rental; Gerald A. Parker, Dallas, 
and Marion M. Burns, Fort Worth. 


General Tire Promotes 


Higbee to Sales Post 


H. A. Bellows, vice-president of 
replacement tire sales of General 
Tire & Rubber Co., has been as- 
signed new duties, and L. L. Hig- 
bee, Los Angeles division sales 
manager, has been promoted to 
trade sales manager, according 
to L. A. McQueen, sales vice- 
president. 

Higbee becomes head of Gen- 
eral’s sales organization servicing 
3,000 independent distributors. 


* * * 


Lansdale Quits Board Post 


At Service Finance Group 


Henry Lansdale has _ resigned 
from the board of directors of Cer- 
tified Automotive Service, Inc., 
Champaign, Ill. He had represented 
the National Automotive Parts 
Assn. since 1954. 

Lansdale’s successor will be 
Robert L. Stacey, general manager 
of NAPA. Lansdale is NAPA chair- 
man. 





* * x 
Burgess-Norton Elects 


Slezak and Smits 


Col. John Slezak, former under- 
secretary of the Army, and Chris 
M. Smits, retired banker, have been 
elected to the board of Burgess- 
Norton Mfg. Co., according to C. M. 
Burgess, president. 

Frank K. Burgess has been 
elected secretary and Robert C. 
Burgess is the new assistant secre- 
tary. 


| 


* * * 


Hollywood Gets Post 


In Cadillac Branch 


J. E. Robert, general manager 
of Cadillac’s Chicago branch, has 
announced the appointment of 
H. J. Hollywood as assistant sales 
| manager of the Rush St. branch. 

Hollywood formerly was dis- 
trict sales representative in the 
| Milwaukee area. 
~ + * 


| Beitzel to Retire 


| George B. Beitzel, president of 
Pennsylvania Salt Mfg. Co., has 
| announced his desire to retire later 
this year when he completes 25 
| years’ service. He recommended 
| that William P. Drake be appointed 
|executive vice-president, and 
|elected to the board of directors. 
Both recommendations were ap- 
proved by the board. 


* * ® 


Army’s Civilian Medal 
|Goes to Thompson Aide 


For outstanding service as a 
consultant from industry to the 
| Army Department, John F. 
Thurston, of Thompson Products, 
Inc., Cleveland, has received the 
Medal for Exceptional Civilian 
Service, the highest award a ci- 











— 


vilian can obtain from the Ar ny, 

Thurston, who is manager of 
the merchandising departmen: of 
Thompson’s replacement division, 
received the medal for his v ork 
in 1952 and 1953 on the proc ire- 
ment, storage, distribution and 
issue of replacement parts fo alj 
types of military vehicles 
throughout the U. S. and in 
Japan and Korea. 

o* * + 


Worcester Pressed Steel 
Names King, Erickson 


John E. King has been appointed 
sales manager of Worcester Pressed 
Steel Co., Worcester, Mass., accord- 
ing to Carter C. Higgins, president. 


The appointment of Folke A, 
Erickson as assistant sales man- 
ager also was announced. 

+” * <a 


GMC Picks Sunderland 


Benjamin F. Sunderland, former 
Denver district manager for GMC, 
has been appointed assistant zone 
manager at St. Paul, Minn., suc- 
ceeding Robert A. Merz, according 
to R. C. Woodhouse, general truck 
sales Manager. 

* * * 


Vergowe to Retire 


From Aetna Bearing 


B, E. Vergowe, purchasing agent, 
has requested retirement after 35 
years with Aetna Ball & Roller 
Bearing Co. The firm said Guy M. 
Karm, his assistant, will succeed 
Vergowe. 


* * * 


Ritchie Succeeds Turner 


R. 8S. Ritchie has been appointed 
manager of the marketing division 
of Imperial Oi] Co. in British Co- 
lumbia, succeeding A. A. Turner, 
who has been transferred to To- 
ronto. 

* * * 


Markert Added to Board 


Of Purolator Products 


Election of H. Joseph Markert as 
a director of Purolator Products, 
Inc., Rahway (N. J.) manufacturer 
of automotive oii filters and other 
filtration equipment, is announced 
by Ralph R. Layte, president, and 
William V. Griffin, board chairman. 
Markert is vice-president and 


comptroller of Purolator. 
x * x 


Ainsworth Names Randolph 
Manager of Division 

Russell H. Randolph, formerly 
sales manager of the Mult-A- 
Frame division of Ainsworth Mfg. 
Corp., has been appointed man- 
ager of the division, according to 
James F. McDonnell jr., president. 


The division manufactures steel 
framing for use in materials han- 
dling operations and electrical 
and mechanical construction. 

os = = 


Aldrich to Fisher Body 


E. M. Aldrich has been appointed 
building manager of Fisher Body's 
new engineering and administra- 
tive facilities at the General Motors 
Technical Center in Warren Town- 
ship, Mich. Aldrich formerly was 
with the Buick-Oldsmobile-Pontiac 
assembly division in Dayton, O., 
assigned to liaison between B-O-P 
and the Air Force. 





| C.1.T. Honors Rolley on Anniversary— 


Elmer A. Rolley (second from left), regional vice-president of Universal C.I.T. Credit 
Corp. in Detroit, receives congratulations on his 25th anniversary with the firm from 
Arthur O. Dietz, president of C.I.T. Financial Corp. At left is L. Walter Lundell, presi- 
dent of Universal C.I.T., and (at right), Alan G. Rude, senior vice-president. 
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When You Have A Choice... 


Do you fly the Atlantic with a veteran million-mile pilot — or with an unskilled novice who has just soloed? 





Do you ride a bus driven by a veteran who has been cited for his safety record — or with an amateur who 
likes to drive buses? 


The choice is easy. You ride with experience in every case! 


Where your personal safety is involved, you want the peace of mind that goes with the calm, steady sureness 
gained only through years of experience. 


That’s why experience is so important in the tires you ride on. Your life and the lives of your family and friends 
depend on it. 


In the building of tubeless tires, B. F. Goodrich —and B. F. Goodrich alone—has seven years of experience. 


Executives, engineers and test drivers of many automobile manufacturers have been using B. F. Goodrich tubeless 
tires since 1948. Their enthusiasm for the safety, comfort and reliability of B. F. Goodrich tubeless tires slowly 
persuaded other tire makers to recognize the undeniable merit of this revolutionary tire. 


Now that tubeless tires are standard equipment on 1955 cars, the air is full of artfully worded claims by our 
competitors that obscure the important facts about the development and perfection of the tubeless tire. 


| Normally, you might not have much interest in the claims of competing tire manufacturers. In this case, you do. 


It is your safety, your comfort, and your dollars that are involved. 


The record is clear that B. F. Goodrich — and B. F. Goodrich alone — pioneered, patented and perfected 


this great new contribution to driving safety! 


B.E Goodrich Pioneered 


Tubeless Tires 


On May 11, 1947, B. F. Goodrich announced 
the realization of a long-standing dream of 
the tire industry—the development of the first 
successful tubeless tire. 


On January 22, 1948, B.F.Goodrich put the 
first tubeless tires on sale in Cincinnati, Ohio. 


i 


_ The new B. F. Goodrich tubeless tires were 
| greeted with a great deal of skepticism. Other 
tire manufacturers said they doubted whether 
the tire would work or would ever be accepted 
by the motoring public. 





B.E Goodrich Has 
Tubeless Tire Patents 


The United States Government has granted 
B. F. Goodrich patents covering the features of 
tubeless tires. 

B.F. Goodrich has offered to license tire 
manufacturers in the United States at reason- 
able rates under its tubeless tire patents. Law- 
suits have been filed against two tire manu- 
facturers for infringements of B.F. Goodrich 
patents in the tubeless tire field. 


These suits, which are the first tire patent 
lawsuits in more than twenty years of intense 
competition in the rubber industry, are now 


awaiting trial. 


B.EGoodrich Has 
A 7-Year Lead 


B. F. Goodrich has invested more than 48 
million dollars in tubeless tires. This is the 
price of leadership which we are happy to pay. 


B. F. Goodrich has a 7-year lead in the use 
and proof of tubeless tires. 


B. F. Goodrich has 30,000 dealers across the 
nation who have equipped millions of cars with 
tubeless tires and who know how to service 
these tires. Many people who today have 
other makes of tubeless tires are bringing 
them to experienced BFG dealers for service. 


You Benefit From Seven Years Of Know-How 


Since 1948, America’s safety-conscious motorists have driven more than 60 billion miles on B. F. Goodrich tubeless tires. 


You may be among the 6 million or more Americans who will buy a new car equipped with tubeless tires this year. Or, you may be among 
-7 to 10 million others who will buy tubeless tires to replace those on their present cars. 


In either instance, you have a choice of the kind of tubeless tires you want. 


B. F. Goodrich Safetyliner and the distinguished premium Life-Saver are the safest tires ever built. The 1955 cars equipped with the 
BFG Safetyliner have a degree of safety never before offered as standard equipment to a new car buyer. 


The Life-Saver, the puncture sealing tubeless, provides maximum protection against every tire hazard—bruise blowouts, punctures and skids. 


When you buy a new car, insist that your auto dealer deliver it on B. F. Goodrich tubeless tires. 


And, when you buy tires for your present car, be sure they are B. F. Goodrich tubeless tires . . 


B.F.Goodrich 


FIRST IN RUBBER—AND FIRST IN TUBELESS 





. YOU HAVE THAT CHOICE! 
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Sees Some Changes Necessary. . . 





Former Dealer Eyes Old Love 


By Joseph M. Callahan 
Staff Writer 

DETROIT. — “There’s a great 
future in the auto retailing busi- 
ness and I'd go back into it tomor- 
row if I were 10 years younger,” 
says Jimmy R. Collins, 69-year-old 
former dealer, race horse owner 
and inventor. 


“However,” he cautions, “some 
changes are going to have to be 
made so the dealer can make 
some money. Either we’re going 
to have territorial security or the 
Government will have to step in 
with some legislation. They’ve got 
to stop that bootlegging. 

“In the old days (Collins held 
Chevrolet and Chrysler-Plymouth 
franchises from 1924 to 1951), boot- 
legging would have been impossi- 
ble. The factory would have picked 
up your franchise in a minute. 

“The dealers need freight equali- 
zation and a better system of fran- 
chising. It’s ridiculous that a dealer, 
who may invest up to $500,000 in a 
building and business, can be can- 





acte t, 
the 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





celled in 90 days, almost without 
reason.” 

Starting as a clerk with Maxwell 
Motors in 1908, Collins rose to be- 
come auditor general. He switched 
to car selling in 1924 because “I 
suddenly realized that accountants 
record history while others make 
hg 

Collins said that he held a Chev- 
rolet dealership in the prohibition 
era in River Rouge, Mich., a major 


All-Weather Multigrade Oil 
Developed by Sinclair 
NEW YORK. — A multigrade 
motor oil has been developed for 
high-compression engines by Sin- 
clair Refining Co. 
The oil, named Sinclair Extra 


Duty Triple X, is said to combine 
three SAE viscosity grades in one 
oil and to be usable in any season. 
According to Sinclair, the oil pro- 
vides extra gasoline mileage, extra 
antiknock power and prolonged 
engine life. 


yblications- 


whisky bootlegging center for Al 
Capone and other racketeers. 


“We sold more Chevrolet road- 
sters—mostly to the bootleggers— 
than any dealership in America. 
Of course, they had to be re- 
modeled slightly. You could fix 
those roadsters up so they could 
carry 24 cases nicely.” 

In later years, Collins devoted 
more of his time to an old love— 
horse racing — and he developed 
many winners, earning as much as 
$93,000 in one year. His wife, at one 
time, was one of the nation’s three 
women trainers and still spends a 
large portion of her time following 
the races. 

“But I sold my stable of 15 horses 
last year,” he continued. “I was just 
in it for fun and the crowd that 
was moving into racing was play- 
ing too rough for me. That busi- 
ness is a little more crooked than 
the auto business.” 

Collins made several inven- 
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Mee Stenting the thunder frou the highaprieed cum! 


SE5 YOUR CHEYROLEE DEALER SOON 


The ‘Eyes Have It' in New Chevrolet Ad— 


Scheduled to appear in some 8,000 newspapers, this new Chevrolet ad, headlined 
“There Is Even More Chevrolet Styling Than Meets the Eye,"’ points out the distinctive 
features of the car, which are reproduced in a closeup sketch above the headline, 


The ad was created by Campbell-Ewald Co., 


Detroit. 





ing gate and several gadgets to 
help auto dealers keep track of 
their cars and their salesmen. 


In recent years he has spent most 


tions, including an ice cream | Of his time with his Vis-U-Lizer, a 


scooper, the first race track start- 





THE WINNER 


...and still 


world’s champion! 


In the past few years a lot of new talent 
has been thrown into the oil ring. The 
chemical additive boys, for instance, are 
making a great showing in helping motor 


lubricating quality. 


That’s why Pennsylvania motor oils have 
always been the lubricating champion of the 


start with 





device which informs a dealer of 









oils meet the needs of modern motors. 


You and I know that additives are impor- 
tant. But it is really the quality of the basic 
crude oil that determines any motor oil’s 





world. Made from nature’s finest crude, they 
have what it takes to be a winner in every 
match for the best in engine performance. 









Today's BEST Oils 


Nature’s BEST Crude 
---and that means PENNSYL VANIA! 


Oll City, Pennsyivania 














his new and used-car inventory and 
sales. 

Suitable for mounting on a wall, 
the Vis-U-Lizer instantly tells a 
car’s make, model, color, equip- 
ment, location, time in stock, cost, 
money invested in it and sale price, 

The device is available in three 
models—for 50, 75 and 100 cars. It 
requires about 15 minutes a day to 
bring the Vis-U-Lizer up to date. 

Collins says the Vis-U-Lizer 
saves a dealer’s time by (a) en- 
abling him to tell a customer in- 
stantly what cars are available 
and by (b) assisting him in filling 
out factory reports. 

Since inventing the device in 
1932, he has sold 15,000 of them to 
dealers all over the world, as well 
as to appliance stores, radio shops 
and radio stations (for keeping in- 
formed on which time segments are 
available). 


DeSoto Market 
For Power Aids 
At Record High 


DETROIT. — DeSoto last week 
reported the highest demand in 
history for optional “assist” units 
on its 1955 mod- 
els. 

Sales of new 
models show 
nearly 70 percent 
installation of 
power brakes and 
power steering, 
and more than 98 
percent installa- 
tion of automatic 
transmissions, ac- 
cording to J. B. 
Wagstaff, sales 
vice-president. 

Sixty-six percent of production 





J. B. Wagstaff 


| through December included power 


brakes against 44 percent on 1954 
models. Power steering has been 
installed on 67 percent of the 1955 
DeSotos compared with 50 percent 
last year. 

Although DeSoto offers manual 
transmissions and overdrive, 98.5 
percent of the buyers are ordering 
Powerflite. Last year 97 percent 
specified the automatic transmis- 
sions. 


Divco Sales Pace 
Gains 41 Pct. 


DETROIT. — A sales increase of 
41 percent for the November-Feb- 
ruary period over the same period 
last year has been announced by 
George E. Muma, president of 
Divco Corp. 

Divco manufactures trucks for 
house-to-house delivery. 

Muma said that demand for in- 
sulated and refrigerated units with 
“squared up” bodies has increased 
by 60 percent. He added that there 
appears to be a trend to the 115- 
inch wheelbase vehicle as retail 
routes are expanded in accordance 
with suburban trends. 


Madden in Ford Deal 


A Ford dealership has been op- 
ened in Norwood, Mass., by 2 
Madden, former vice-presiden: of 
Hoover Motors, Inc., Boston. 
Known as Madden Ford Sales, inc., 
the firm is located at 999 Wash ng- 
ton St. John Crowley is sales man- 
ager and Jesse Knight, used-car 
manager. 
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Lawsuits Affecting Dealers .. . 
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Court Decisions 


By Leo T. Parker 
Attorney at Law 

KEW weeks ago a higher court 

held that failure of the holder 
of an insurance policy to give the 
insurance company due notice of 
a loss relieves the company from 
liability. 

See the late case of Lyon v. 
Kansas City Insurance Co., 271 
Pac. (2d) 291. Here an automo- 
bile dealer named Lyon held a 
theft insurance policy on an 
automobile. 

The car was sold by Lyon to one 
Morris who gave a worthless check 
as payment. Later Morris sold the 
automobile to one Thibault and 
re-assigned the Kansas certificate 
of title to him. 

Lyon sued the insurance com- 
pany to recover $2,650, the value 
of the automobile. However, as 
Lyon had failed to give the insur- 
ance company written proof of the 
loss within 60 days, the higher | sai 
court refused to hold the insurance 
company liable, saying: 

“It is conceded the required proof 
of loss was not made. No proof of 
loss was filed within 60 days, nor 
has any proof of loss ever been 
filed with the defendant (insurance 
company) and the time for filing 
proof of loss has never been ex- 
tended in writing by the company 
or in any other manner.” 

For comparison, see Hill-Howard 
Motor Co. v. North River Insurance 
Co., 207 P. 205. This court: held 
that under a contract of insurance 
issued to protect an auto dealer 
against “theft, robbery or pilfer- 
age,” the act of a swindler who 
deprived the dealer of an automo- 
bile by means of impersonation, 
misrepresentation, and fraud is a 
species of “theft” for which the 
insurance company is liable. 

oa * cd 


Loss of Lien 


—— higher courts consist- 
ently hold that a seller auto- 
matically retains a lien on an auto- 
mobile to secure payment from the 
purchaser, until he delivers the car 
to the purchaser. 





According to a late higher court 
decision, after the seller’s lien has 
been lost by delivery of the auto- 
mobile to the buyer, the return of 
the automobile by the buyer to the 
seller ordinarily restores the seller 
to the position of a lien holder for 
the unpaid purchase price. 

This is so, particularly if the 
purchaser fails to prove that the 
seller practiced fraud, or 
breached the warranty or guar- 
antee. The same relative law is 
applicable where the purchaser 
refuses to accept delivery of the 
automobile. 

For illustration, in Louis Associ- 
ates, Inc. v. Newman, 266 Pac. (2d) 
610, it was shown that a purchaser 
failed to take delivery of purchased 
equipment on the ground that the 
equipment did not conform with 
the seller’s warranty. 

In later litigation, the seller in- 





Spring in the Air— 


Flower Show Princess Madelyn Darrow 
and Harvey Traveller, of Marshall & Clam- 
pett (DeSoto-Plymouth), Los Angeles, dis- 
cuss plans for the International Flower 
Show at Hollywood Park, Inglewood, at | 
which several DeSoto cars are being | 
exhibited in new spring colors. 


stituted suit against the buyer to 
recover $3,197, the contract price. 
After instituting the suit the equip- 
ment was sold by the seller at the 
best available price. Then the 
seller asked the court to award 
him damages against the purchaser 
amounting to the difference be- 
tween the original contract price 
and the price for which the equip- 
ment was sold. 

The purchaser argued that by 
bringing suit against him for full 
amount of the contract price, the 
seller thereby waived his right to 
sell the equipment and apply the 
amount obtained from the sale to 
the unpaid balance of the contract 
price. 

* * * 
Court Disagrees 


1. higher court refused to 
= with the purchaser and 


anal the plaintiff (seller) by 


from moraine: 


bringing its action against defend- 
ant (purchaser) for the amount of 
the contract price thereby waive its 
right to sell the equipment and 
apply the amount obtained from 
the sale to the unpaid balance of 
the contract price?” 

For comparison, see the cases 
Higgins v. California Growers, 16 
F. (2d) 190 and Urbansky v. 
Kutinsky, 86 Conn. 22. Both these 
leading higher court decisions, in 
effect, hold that if a seller has 
commenced suit for merchandise 
sold and delivered he may, on 
gaining possession of the mer- 
chandise, sell same at the highest 
price reasonably obtainable, and 
then sue and recover damages 
from the purchaser equal to the 
price he received and the amount 
of the original contract price. 

Therefore, the law is established 
that if an automobile dealer had 
not practiced fraud or deceit, and 
has not otherwise breached the sale 
contract, he may sue the purchaser 
for the full amount of the contract 
price before or after the purchaser 
has accepted delivery of the auto- 
mobile. 

If the purchaser returns the 
automobile to the seller the latter 














intro- 


A French hydroplane, 
duced in 1920, was equipped and 
controlled like an automobile. 








is not required by law to reject it, 
and the purchaser is not relieved 
from liability if the seller accepts 
delivery of the car. In other words, 
under these circumstances, the 
seller may accept the automobile, 
sell it at the best price obtainable 
and then sue and recover from the 
Seller the difference between 
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the original contract price and the 
price he received for the automo- 
bile. 


* * 


Colo. Fair Trade Clause 


-| Ruled Unconstitutional 


DENVER.—Colorado’s fair trade 
act “nonsigner clause” has been 
ruled unconstitutional by a district 
court here. 

The clause permits manufactur- 
ers to bind retailers in the state to 
minimum resale prices through con- 
tracts requiring the signature of 
only one retailer. The decision will 
be appealed to the State Supreme 
Court. 


* * * 


Double Tax Quashed 


By Colorado High Court 


DENVER. — Colorado’s Supreme 
Court has held that ad valorem 
taxes cannot be collected for auto- 
mobiles on which specific owner- 
ship taxes have been paid. 

The decision, written by Justice 
O. Otto Moore, reversed an earlier 
high court ruling. 

Automobile dealers long have ob- 
jected to collection of both taxes 
as double taxation. 











An aluminum alloy developed by 
General Motors and Moraine 
research, bonded to steel, gives 
the Moraine-400 bearing great 
strength and toughness. 


a great new automotive advance 


Mmoraine-400 


automotive engine bearings 
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Moraine also produces: 


Hight now on automobiles, tucks, buses, 


M-100 engine bearings and Moraine 


conventional bi-metal 


engine bearings—Self-lubricating 


bearings— Moraine friction materials—Moraine metal powder 
parts—Moraine porous metal parts—Deico hydraulic brake 
fluids—Deico brake assemblies, master cylinders, wheel cyi- 
inders, and service parts—Moraine power brakes—Moraine 


rolled bronze and bi-metal bushings. 
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TIMING SELECTOR—The Speed Tuner is 
said to enable motorists to tune spark 
timing by pulling a switch. Full power 
output, faster acceleration and increase 
mileage are said to be possible with the 
unit. Almquist Engineering Co., 
ford, Pa. 


Inc., Mil- 





ANTENNA BUMPER MOUNT—Two new 
models offered are said to eliminate the 
necessity of cutting holes in the car to 
install an antenna. They fit-any make and 
feature ¥%-by-24-inch thread. Model V-105 
is of cast aluminum, Model V-105V of 
cast bronze. Vaaro Division, Davis Elec- 
tronics, P. O. Box 1247, Burbank, Calif. 





KEY CHAIN —The Thef-Pruf key ring 
allows the motorist to place the ignition 
key on the short chain and all other keys 
on the longer one. When parking, they 
may be separated, leaving the ignition 
key with the attendant and avoiding 
chances of breakin and duplication of 
other keys. Cheney Chain Co., P. O. Box 
285, Gretna, Ve. 





PORTABLE PUMPER—Model GMS is pow- 
ered by a 1.6-horsepower gasoline engine 
and weighs 30 pounds. It is suited for 
cleaning and washing cars, trucks and 
buses as well as driveways and shop 
floors. A trigger-action valve permits op- 
erator to shut off detergent and rinse with 
plain water. Eastman Pacific Co., 2320 E. 
Eighth St., Los Angeles 21, Calif. 


Aluminum Putty Offered 


By Jersey City Concern 
Metalset A201 is an aluminum 
putty which shrinks less than two- 
tenths of 1 percent while hardening 
and will not crack in thick appli- 
cations, according to Smooth-On 
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NEW PRODUCTS 


Mfg. Co., 51 Harrison Ave., Jersey 
City, N. J. 

The putty hardens to a metallic 
density at room temperature, it is 
said, and the product can be ma- 
chined by conventional methods. 
Since curing is the result of poly- 
merization, there is no solvent to 
evaporate and cause shrinking or 
cracking. It can be applied to all 
outdoor metal surfaces, the com- 
pany says. 





























































POINT SETS—The one-piece point set 
is devised to facilitate replacing of points 
in V-8 engines. Contact arm and surfaces 
are said to be better protected from mis- 
handling and to drop easily into place in 
the distributor. Kem Mfg. Co., Inc., Fair 
Lawn, N. J. 

* * * 
Brown-Line Announces 
Highway Safety Belts 

Brown-Line Corp., 341 N. Foot- 
hill Rd., Beverly Hills, Calif., has 
announced new literature (Form 
No. W421) describing its new seat 
belt for highway safety. 

Belts are offered in various 
lengths in both cotton and nylon- 
rayon. 


SHOP CADDY—The Grand Shop Caddy 
with four-speed hydraulic Varilift is a 


combination pallet-lift stacker and hand 
truck, moving loads from level to 36 or 54 
inches high. There are four 500-pound- 
capacity models. Allied Mfg. & Sales Co., 
3113 W. Grand Ave. Chicago 22, Wl. 





ee, 


JIG SAW—Model 2500 is a tilting arbor 
jig saw which is said to permit motor, 
blade and arm to tilt together 45 degrees 
to either side. Included in each forder for 
two saws is a No. 1595 steel tool bench 
and one No. 1594 work light. Syncro 


Corp., 605 Lapeer Rd., Oxford, Mich. 
* 7. * 


FIBERGLASS MUFFLER—The Glaspac is 
designed for high-compression engines. It 
is made of 16-gauge seamless casing, 18- 
gauge seamless perforated core, 12-gauge 
end caps and fiberglass. This construction 
is said to avoid friction or expansion. 
Available in lengths from eight to 38 
inches for all 1954-55 models. Huth Muf- 
fler Co., 1701 W. Magnolia Bivd., Bur- 
bank, Calif. 





SANDER — This seven-inch standard 
sander is said to have 20 percent more 
power than its predecessor and to feature 
a weight reduction of 20 percent. It uses 
a centrifugal fan for greater air velocity 
through the commutator section. Black & 
Decker Mfg. Co., 600 E. Pennsylvania 
Ave., Towson 4, Md. 

. 





BAR CLAMP—The Quickcet is designed 
to hold firmly small or large objects. 
Equipped with sliding jaw for quick ad- 
justments, it can be used either vertically 
or horizontally. Opening capacity is 15 
inches with standard 12-inch pipe bar. 


Grand Specialties Co., 3101 
Ave., Chicago 22, ma. 


W. Grand 






AUTO MIRROR—Mode! 510 Pacesetter 
has a four-inch head suspended on a 
one-piece “Y" support within a 44-inch 
diameter chrome ring. The head is ad- 
justed through a spring tension ball socket 
arrangement. The mirror is suitable for 
both wraparound or standard windshields 
and comes packaged in plastic bag with 
three-color lithographed carton. Yankee 
Metal Products Corp., Norwalk, Conn. 

‘2s 


Safety-Magic Brings Out 
Control for Brake Alone 
Safety-Magic Sales Co., 11 S. Rin- 
gold St., Janesville, Wis., has an- 
nounced a sturdy control for semi- 


handicapped drivers capable of us- 
ing the accelerator pedal but un- 


PORTABLE COOLER—Equipped with a 
high-speed motor which drives a heavy- 
duty blower, the unit is said to function 
with equal efficiency when vehicle is 
parked or in motion. Both six and 12-volt 
motors are offered. The unit weighs 8% 
pounds. Qwickool Products Co., 5555 W. 
Manchester Ave., Los Angeles 45, Calif. 





able to lift their legs continuously 
to use the standard power-brake 
pedal. 

The company says the control is 
not intended to replace its fully 
power-operated control, but is in- 
tended to provide a low-cost answer 
for those less severely handicapped 
who do not need the more expen- 
sive controls. 

* 





RUBBER STABILIZER TOOL—Model DT- 
100 is a tool for installing rubber stabi- 
lizers in heavy-duty service. Clevis is 
drop-forged of chrome molybdenum steel, 
and wedge is carburized and hardened. 
Turner Mfg. Co., Kokomo, Ind. 


Dt do the job HALEWAY 
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PUROLATOR STREAMER—For the April 
Filter Check Time campaign, this window 
streamer in four colors is one of the sales 
aids offered by Purolator Products, Inc., 
1000 New Brunswick Ave., Rahway, N. J. 


SEAT COVER — Sterlite is a custom- 
tailored transparent seat cover which is 
said to reveal the original beauty of the 
upholstery. It fits all makes and models. 
It is said to be as tough as leather and 
to resist abrasions. Sterling Products Co., 
Inc., 236 E. Ninth St., St. Paul, Minn. 


Precision Issues Catalog 


On Shelving, Lockers 


Precision Equipment Co., 3636 N. 
Milwaukee Ave., Chicago 41, IIl., has 
published a catalog featuring steel 
shelving, lockers and other storage 
and maintenance equipment for in- 
dustrial and institutional uses. Hu- 
morous cartoons brighten the pages 
of the catalog. 
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RATCHET ADAPTER—This adapter for 
standard ratchet sets and accessories is 
designed with right-angle drive to work 
on hard-to-get-at places and is said to 
withstand torques in excess of comparable 
ratchet of equal drive up to 1,500 inch- 


pounds. Reechet Tool Corp., Advance 


Bidg., Cleveland 15, O. 
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TENSION LOCK NUTS—The device fa- 
cilitates adjustment of screw to any posi- 
tion. It exerts a resilient spring locking 
action on the threads of the adjusting 
screw, holding them in position despite 
vibration. Available for Nos. 2-56, 4-36, 
6-32, 6-56 and 10-32 screw threads. Pal- 
nut Co., 61 Cordier St., Irvington 11, N. J 





SIDE MIRROR—The Ultra-View No. 190 
mirror is said to feature 23 percent more 
vision than oblong and 26 percent more 
than round mirrors. It can be adjusted at 
any angle. Roberk Co., P. O. Box 940, 
Norwalk, Conn. - 


4 


* 





BEAD EXPANDER—The Air-Grip tubeless 
tire constrictor can be attached to the tire 
with er without removing from the wheel. 
It is air-operated and is said to adjust to 
any passenger tire in 30 seconds and to 
recreate the initial seal between tire bead 
and wheel. Defense Mfg. & Engineering 
Co.. 13140 Fourteenth St., Detroit 38, 


Mich. . * * 





TIRE SPREADER—The unit is 22 inches 
long and weighs five pounds. It will open 
tires four to 12-ply rating and has sincle- 
lever action. The tool is released from 
tire beads by pressing lock release lever 
under master lever. A. & A. Tool Co., Twin 
Lakes & Glen Aves., Coventry, N. Y. 

* *¢* 


Marson Clothes Smoothie 


In Colored Package 


Marson Corp., Revere, Mass., has 
announced that its Smoothie auto 
paint additive is being packaged ‘n 
shop-size eight-ounce cans which it 

(Continued on Page 45, Col. 1) 
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says will make possible savings up 
to 10 percent. A Mars-O-Matic dis- 
penser is attached. 

The firm said Smoothie will ap- 
pear in a distinctive green, jet 
black and white package. It is de- 
signed to prevent fisheyes, improve 
flowout and increase _Bioss. 


TYPE D 





SHIMS—Type G is designed for the 
1955 Chevrolet ball joint suspension and 
is available in thicknesses of 1/32, 1/16, 
1/8 and 3/16-inch. Type D is for 1955 
Chrysler Corp. cars and comes in the same 
sizes. Turner ois Co., Kokomo, Ind. 
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TWIN EXHAUST PIPE—The device con- 
sists of two six-foot by two-inch steel or 
neoprene tubes designed to fit both over- 
head or underground disappearing sys- 
tems in use. The tubes are made to ex- 
haust both round or flat and single or 
double tailpipes. Car-Mon Products Co., 
4554 N. Broadway, Chicago 40, ill. 








STEEL SHELVING—The Klip-Belt provides 
storage shelving with clips which can be 
easily rearranged according to needs. 
Shelf flange corners are held against T- 
posts at point of support, preventing cor- 
ners from pulling away from post under 
loads. Frick-Gallagher Mfg. Co., Michigan 
Ave. and First St., Wellston, Oo. 

* 


Easy Signatures 


An entire stencil sheet of signa- 
tures can now be obtained from 
A. B. Dick Co., 5700 W. Touhy Ave., 
Chicago, Ill. A secretary can cut a 
signature from the sheet and patch 
it to a stencil to be mimeographed | 


in order to save executives’ time. 
© * - 





ROTARY SHEAR—The Toolmaster is said 
to cut steel as heavy as 16-gauge and | 
even heavier gauges of aluminum or | 
brass. It is hand-operated and features 
adjustment for width of cut from two | 
inches to .005 inch. Fidelity Tool Supply, 
Inc., 309 Vine St., Camden 2, N. J. 

* * * 


Power Boost Equipment 


A pamphlet, “Power,” issued by 
Offenhauser Equipment Corp., 5156 | 


Alhambra Ave., Los Angeles 32, 
Calif., points out the benefits de- 
rived from bolt-on power products. 
Copies are available free. 

+ * * 


N. Y. Firm Offers Pistons 
Used on German Cars 


Mahle pistons, used on Mercedes- 
Benz, Porsche and Volkswagen 
cars, are now available to Ameri- 
can owners, according to Columbia 
Motor Co., 245 W. Fifty-sixth St., 
New York, N. Y. 

They are supplied in boxed sets 
of matched-balanced pistons with 
original dimension rings. 

+. 


Purolator Oil Filter Kit 


Offered for Chevrolet V-8 


Purolator Products, Inc., 1000 
New Brunswick Ave. Rahway, 


N. J., manufactures a Chevrolet’ 


V-8 oil filter kit that can be in- 
stalled in a few minutes. 
The kit features the “Dirt Check” 


| 





window and the Micronic refill|to expand services and increase | 


which resists unloading, channeling | profits. 


and warping. 





CARPET COVERS—Carpets in customers’ 
cars can be protected from dirt and dust 
through use of shop carpet covers which 
cover the carpet on the driver's side from 
cowl to seat. The covers have a durable 
vinyl top and a rubber non-skid back. 
George W. Snibbe Sales Co., 2510 S. 
Main St., Los Angeles 7, Calif. 

* * * 


Brake Lining Booklet 
“You Can Make More Money 
and Build a Better Business” is a 
16-page brochure issued by World 
Bestos, P. O. Box 233, New Castle, 


| Ind. It discusses brake lining in all 


its aspects and as an opportunity 


* * * 


Anti-Rust Paint 


A new black anti-rust paint that 
is said to afford low-cost protec- 
tion of exterior metal work is an- 
nounced by Chem Industrial Co., 
3784 Ridge Rd., Brooklyn 9, O. 
Known as CI-88, it is designed for 
use on such items as gutters, stacks, 


flashings, railings, machinery, me- ; 


tal window sash, building trim, 
utility poles, tanks, refuse contain- 
ers and pilings. It dries to a semi- 
gloss finish. 


* * * 


Whitewall Cleaner 
A spray cleaner, called Whitie, 
which cleans white sidewall tires, 
is marketed by Quaker Supreme 
Chemical Corp., 321 Whitman Ave., 
Montgomery, Ala. 


* * * 


Hachmeister Produces 


Plastic Tile in 11 Colors 


Hachmeister-Inc., Pittsburgh, has 
announced introduction of 8%-inch 
Coronet Majesty plastic tile, new- 
est in its plastic wall tile line. 

Coronet Majesty comes in 11 col- 
ors. 








more dependable 


starting wnuler all 


operating conditions 


“No Kick-Out” feature sets new standards 
in starting performance. 


@Since the earliest days of the automotive industry Bendix * 


Starter Drives have been noted for reliable starting. 


Now with the new and latest Bendix Folo-Thru Starter Drive, 


starting, even under the most adverse weather conditions, 
has been improved immeasurably. 


Although this new Bendix Starter Drive is fundamentally 
similar to its illustrious predecessors, it is specially designed 
to follow through the weak explosions until the engine 
actually runs on its own power. 


That's why cars, trucks and buses equipped with the 
Bendix Folo-Thru Drive are easier and quicker to start 


under all operating conditions. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF 


ELMIRA, 


Export Sale«: Bendix International Division, 
205 East 42nd St., New York 17, N. Y. 


Bendix i 


Starter 


costs less —The new Folo-Thru Drive requires no actuat- 
ing linkage and the less expensive solenoid may be placed in any 


eviaTion coaposstios 


NEW YORK 


convenient position. Results are lower installation costs and no 
adjustments. Complete detailed information is available on request. 


Bendix* Folo-Thru Starter Drive e Bendix* Automotive Electric Fuel Pomp 5 Stromberg* Carburetor 
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OPEN-END WRENCHES — The Knuckle 
Saver kit consists of five open-end 
wrenches, packaged in an envelope of 
transparent plastic. Sizes are from five- 


sixteenths to three-quarter inch. The 
wrenches are said to provide safeguards 
against skinned knuckles, and also to 
have added torque given by the angle. 
Bridgeport Hardware Mfg. Corp., Bridge- 
port 5, Conn. 

* * ®@ 


Hand Cleaner Production 


A suggestion for firms to start 
manufacturing of waterless hand 
cleaners, possibly as a side line, is 
offered by Donner & Co., consulting 
chemists, 505 McIntyre Bldg., Win- 
nipeg 2, Canada. It is stated that 
no special equipment is needed. 
The hand cleaners offered do not 
need water for removal from hands. 
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Chevrolet Unveils 1955 Trucks 


DETROIT. Chevrolet brings 
what it calls a “fresh approach” to 
truck design in a line of 1955 mod- 
els that will be unveiled at dealer 
showrooms next Friday (March 25). 

The presentation will consist of 


75 models on 15 wheelbases in the | 
light, medium and heavy-duty field. | 
This, Chevrolet said, is an addition | g 
of four wheelbases to 1954 models. | | 


The new vehicles represent a 
two-year development program, 
the firm said. Company engineers 
talked to farmers, merchants, 
manufacturers, cross - country 
transporters and drivers. 
Chevrolet said these recommen- 
dations were assembled and ana- 


lyzed in Detroit. For the first time, | 


Junge Joins Sanchez 
Clarence Junge, Rapids City, 
S. D., has joined Belmont Sanchez 
(Studebaker), Long Beach, Calif., 
as a partner. 


said the company, “trucks combine | in load space. 
a striking appearance with genu- | 3. A new pickup called the 
ine utility.” | “Cameo Carrier.” 

Some of the highspots of the 1955 | 4 Reduced maximum cab 


models are: . 
1. Reduced wheelbases, some by | pee — o by as mun as seven 


as much as eight inches. 
2. Wider panel bodies with a gain | 5. Wider front treads, straight- 


| frame side-members and improved 
| suspension which the company says 
gives greater “road-hugging” abil- 
ity. 

6. Improved cab comfort with 
easier seat adjustments possible. 

7. Increased safety by visibility 
gain in cabs and enclosures of cab 
steps as protection against mud, ice 
and snow. 

8. Tubeless tires as standard 
equipment on light-duties. 

9. Five six-cylinder engines and 
a new V-8 of 145 horsepower. 

Three models are offered as 
forward control units, including 
one mounted on new short wheel- 
base of 104 inches. Another added 





|Spare Tire Panel— 

| Chevrolet's new Cameo Carrier features 
a hinged panel that may be opened to 
reach the spare tire compartment. The 
Carrier is one of 75 models on 15 wheel- 
bases which make up the 1955 line. 





pickup which mounts a 90-inch 


|trucks except the sedan delivery, | 
| Which can be equipped with Power- 


model is a 123-inch wheelbase | glide. 








Cameo Carrier Emphasizes Styling— 


A red-trimmed cab maintains the luxury motif of a 


“dream truck” soon to be 
introduced by Chevrolet. The new vehicle, named Cameo Carrier, has weather. 
protected cab steps, glass fiber body panels and a concealed spare tire housing 


behind a rear bumper section. 
* * ® 


+ * 


‘company said, with five of the 13 
exterior colors being new. Two-tone 
interiors will be available on both 


deluxe and custom cabs. 
* * - 


* 


box as compared to the 78-inch 
box on the shorter truck. 
Power steering is now available 
on all models, as are power brakes. 
The Hydra- Matic transmission is | ~ lalate. 
optional on light and medium-duty | o \ 








Truck colors are brighter, the 
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willing to pay to help keep their car upholstery clean 
— seats, doors, ceiling, rugs — when a cleaning serv- 
ice is offered to them. Before Glamur, practically no 
garage, station or dealer would dare to offer the serv- 


ice — too hard to 


costly in time. Now, both problems are solved by 


Glamur, the first 


Glamur cleans without leaving rings — and does an 


entire car interior 
Glamur on — and 


quick-drying, non-inflammable. Works wonders on 
leather, plastics, nylon, all fabrics. 





VALUE . 








Write Today for Full Facts 
on this Money-Making Service 


glamur 





Ring up 129 
in extra sales 
in one week! 


It can be yours — up to $129.64 extra in one week 
—a profit of more than 700% on your investment. 
Why ? Because tests prove that most car owners are 


GLAMUR PAYS OFF THIS WAY: 


# One gallon Glamur, Commercial Concentrate 
— enough to give you sales of $112 in Glamur 
Car Upholstery Cleaning Service in one week! 


One doz. 8 oz. bottles of Glamur 
One doz. Glamur Appliers 
RESALE VALUE 


YOUR TOTAL SALES . 


do with ordinary cleaners, too 
instant car upholstery cleaner. 


in 30 minutes. You just brush 
forget it. No hard work. It’s 









$112.00 








17.64 


$129.64 
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IT’S A COMPLETE PACKAGED DEAL 


. kit includes one gallon Glamur Commercial Con- 
centrate, counter display with one doz. 8 oz. bottles 
Glamur and one doz. Glamur appliers . . . plus a color- 
ful 58”x 20” two-color pump island banner, ‘‘Advertised 
in Life’’ window streamer, handy Glamur Windshield 
Cleaner squeeze bottle, 2 doz. flyers for good prospects 
and a Glamur expert cleaning service instruction sheet. 
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Lower Cab— 


Outline of a 1954 


cab-over-engine 
model over Chevrolet's LCF (low cab for- 
| ward) shows advantages of new design. 
The lower cab is roomier and easier acces- 
sible. Lower hood and engine compart- 
ment makes servicing easier. 


* * * 





i 
: 
 mnustens Seats— 

Foam rubber cushions and nylon-pattern 
| cloth are some of the “luxury” features 
| in custom cabs for 1955 Chevrolet trucks. 
| The floor is flat and unobstructed, the 


| wraparound windshield permits a broad 
| view, and instruments are easily readable. 


30 000 Expected 
is Packaging 


| Show in Chicago 


| NEW YORK.—More than 30,000 
| persons are expected to attend the 
| American Management Assn.’s 24th 
National Packaging Exposition and 
|}annual packaging conference next 
|month in Chicago. 


An estimated 1,500 specialists in 
packaging, shipping, traffic man- 
agement and materials handling 
will attend the conference Apr. 18- 
20 at the Palmer House Hotel. 
From Apr. 18-21 the International 
Amphitheatre will house the expo- 
sition of the latest products in 
| packaging, packing and shipping. 

More than 40 speakers will take 
part in 15 conference sessions. The 
range of individual trade fields to 
be covered is the widest ever pre- 
sented at a packaging conference. 

A 30,000 show attendance would 
exceed the 1953 record of 27,000, 
| set here. More than 380 exhibitors 
have made reservations, compared 
to a previous high of 361 last year 
at Atlantic City. 

The AC Spark Plug, Buick and 
Ternstedt divisions of General Mo 
tors will sponsor reports in the 
conference program. 
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MEDIA RECORD’S MEASUREMENTS SHOW THAT 


LONG BEACH NEWSPAPERS 






Excluding newspapers which were 
on strike during 1953 and those 
which merged in 1954. 
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3,745,367 


LINES GAINED 
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SAN ANTONIO, TEXAS 


TOLL odains with a whopping 
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een 12,375,367 lines... 


3,611,409 lines gained 


nation in total 







an increase of 41.8% 


Spectacular? Certainly! And so is the city zone and industrial plants, retail sales, income and nearly 
population growth ... from 285,000 in !950 to every other business index. For the fu// Long Beach 
369,000 in 1955 ... the increase in number of business market story ask the Ridder-Johns, Inc. man. 
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FREE RULER LONG BEACH, CALIFORNIA 
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Legislative Roundup 


(Continued from Page 24) 


present holders to take the exam- | 
ination. 

The bill has not yet been signed 
by the governor, because of a lack 
of funds to administer the law. It 
is estimated that it would require 
$1 million to finance facilities and 
extra personnel. 

* + * 


N. Y. Seeks to Standardize 


Auto Credit Contracts 


A standard form of installment 
contracts for the purchase of auto- 


| mobiles is proposed in a bill intro- 


Accenting Woman's Angle— 


Nance Spitzer Shepard (second from right), has been appointed coordinator of 
women's activities for Laurel C. Worman, Toledo Packard dealership. She points out 
features of the Packard 400 to Ward M. Canaday, former chairman of Willys Motors, 
Mrs. Canaday and Byron Fay (right), of Toledo. 


aetna tte gt a SED 
Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


duced in the New York state legis- 
lature. 

Also proposed are maximum 
rates for credit charges of 6 per- 
cent a year for new vehicles, 9 per- 
cent for used vehicles less than two 
years old, and 12 percent for others. 

a 


Montana Dealers Sponsor 
4 Bills in Legislature 


Four bills sponsored by the 


Montana Automobile Dealers 


A lot of your customers are going for an 
**E-Z-EYE Demonstration Drive’ in 1955. 


You won’t know it right away because they’ll be 
doing it at home—through a continuing series of 
full-color, two-page spreads in TIME and THE 
SATURDAY EVENING POST. 

But you can profit by it. 

Be sure you have enough cars equipped with 
E-Z-Eve Safety Plate Glass. Millions of people have 


bought this optional feature. 


Assn. have been introduced in 
the legislature. One would stand- 
ardize auto plates at 6 x 12 
inches; another would permit 
temporary windshield stickers 
for used-cars; a third would 
transfer motor vehicle registra- 
tion from the state prison war- 
den to a three-member Motor 
Vehicle Registration Board. 

A fourth bill, written by Rep. 
Dean Chaffin, NADA regional 
vice-president, would change New 
Year’s Day as assessment day 
for auto dealers. Chaffin said 
stocks were highest and sales 
lowest on New Year’s. 

* * * 


Compulsory Auto Liability 
Asked in Wisconsin 


A proposal to require insurance 
of all motorists has been intro- 
duced in the Wisconsin Legislature. 


The bill would require every 
driver to have liability insurance 
up to $15,000 for injury to one per- 


Millions more will. 


Many car dealers are selling the E-Z-Eyve option 
in over half their cars. That’s a big help to their 


profit picture. 


It can be a big help to yours. 
Libbey Owens:Ford Glass Company, 608 Madi- 


son Avenue, Toledo 3, Ohio. 


E-Z-EYE SAFETY PLATE 


with the shaded windshield 


“Reduceo Glare, Eyestain, Sun beat 


‘yo. 
2S eT 


Oo 


ae 


—as 


son and $30,000 for any one «cci- 


dent. 


* * * 


Lead, S. D., Seeks to Cont-ol 
Auto Junk Yard Operatioi:s 


An ordinance regulating «uto 
repair yards and junk yards. as 
well as controlling abandoned 
cars, has passed its first reacing 
in Lead, S. D. 

The ordinance prohibits auto 
junk yards in the City, and pro- 
vides that no junked auto parts 
may be sold or stored without 
permission of the City. It also 
makes it unlawful for any citizen 
to park or abandon his car on a 
public street for a continuous 
period of 24 hours or more. 


* * * 


Bill ‘Deducts’ Driver 


The New York Assembly unani- 
mously passed a bill that would 
subtract the weight of a truck driy- 
er and his helper from the gross 
weight of a truck, in figuring the 
state weight-distance tax. It was 


sent to the Senate. 
* a * 


Utah Muffler Bill Signed 


A Utah bill making illegal the 
use of auto mufflers which are less 
efficient in diminishing noise than 
the original equipment has been 
signed into law. 

. 


Anti-Picketing Measure 


OK'd by Texas Senators 


A Texas Senate committee has 
reported favorably on a bill to pro- 
hibit picketing a place of business 
to compel union recognition if less 
than half of those employed are 
union members. 

* *« * 


Gas Self-Service Out 


A bill which would have permit- 
ted self-service gasoline stations to 
operate in Oregon has been killed 
by the Senate Roads and Highways 
Committee. 


* 


Nevada Bill Seeks Curb 


On Gasoline Price Wars 


A bill to curb gasoline price wars 
has been introduced in the Nevada 
Legislature by Senator Rene Le- 
maire. 

Under the measure, no person 
could sell or advertise gasoline or 
other fuels unless signs showing 
the actual price, including taxes, 
were displayed in a “conspicuous 
place” on both sides of the pumps. 


Auto Thieves Sell 
140 Cars in Tulsa; 


Police Arrest Trio 


TULSA, Okla.—After a St. Louis 
auto theft ring was smashed with 
three arrests, Tulsa police said they 
expected to recover 200 “hot” cars. 

J. Leroy Miller, owner of Miller 
& Sons Motor Co., said he unknow- 
ingly had purchased 140 stolen cars 
from the trio. He said he had been 
dealing 15 years with Henderson 
Richardson, the alleged ringleader 
who operated a St. Louis used-car 
and salvage lot. 

Police said the trio bought up 
junkers, then would remove engine 
and serial numbers from stolen 
cars and replace them with those 
of the junked autos. 

Last week Miller filed suit in 
U. S District Court against the four 
alleged members of the theft ring 
for $129,318 in actual damages and 
$100,000 in punitive damages. The 
suit names Richardson, Lee An- 
drew Jackson, Willie Potter and 
Eddie Potter. 


Another dealer who purchased 
cars from the ring, Francis E. 
Keith, of Keith Motor Co., Tulsa, 
has closed his business and has de- 
clared, “I have had to sell out to 
get the money to buy back those 
stolen cars from the people who 
bought them from me.” 

Keith Motor Co., 6963 Olive St. 
St. Louis, a used-car company op- 
erated by Perry Keith and his son, 
Bob, issued a statement that they 
are not associated in any way with 
the Tulsa firm. 

The sheriff has deputized used- 
car dealers in Tulsa so they can 
inspect the cars they buy and sign 
the title applications. Oklahoma 
law specifies that a person bring- 
ing a car into the state must sign 
application for title and the auto 
must be inspected by a police 
officer. 
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THEY'VE SEEN YOUR CAR 
A THOUSAND TIMES 





-NOW TELL THEM WHY 
THEY SHOULD BUY IT 








Tell them with Radio Advertising-reach all your prospects, 
cut your cost per sales message at least in half __ 


By now you’ve shown your prospects a picture of your 
car in black-and-white, color, and probably in motion. If 
they don’t know what it looks like now, they never will. 
Another picture won’t help. 


Now is the time to tell them over and over and over again 
your car’s advantages. 


Now is the time for heavy, consistent Radio advertising 
because no medium tells so many people so much for so 
little money as Radio. 


Radio will tell all your prospects. Radio reaches every 
income group far better than other media. City-dwellers 
and farmers are covered more thoroughly by Radio than 


by any other media. Every member of the family is_ 


reached through his or her personal radio set. 


Radio sells them as they drive. At no other time are pros- 
pects more receptive than when they are driving their 
present car. Only Radio can sell them then because only 
Radio can lay your case before them in detail at that time. 


Radio will blast its way into closed minds. The minds that 
have decided on another make—not yours. Radio will 
force these people’s attention to your story. They can’t 
avoid Radio the way they can skip over your printed ad- 
vertising. Radio will assure you of a hearing with every- 
one who contemplates buying a car. 


Radio gives you the repetition you need all Summer. 


Every minute all day long for the next four months people 
will be making decisions for or against your car. 


Only Radio, which reaches 1000 persons for as little as 
49c, permits every-hour-of-every-day advertising. Other 
media cost two or three times as much per 1000 delivered 
sales messages as Radio. 


Radio reaches so many for so little money that you can 
afford powerful Radio advertising every day of the week 
for what would be a one-day budget in other media. 


For more sell in your advertising this Spring and Summer, 
skip the pictures. Tell your story on Radio. 


a 
& 


Radio 
Advertising 





270 Park Avenue, 
New York 17, N.Y. 


The service organization 

of the radio industry 

devoted exclusively to the 
promotion and sale of 

Radio as an advertising medium 





50 


Alabama Counts 
Dealer in Senate, 


Four in House 


BIRMINGHAM, Ala. — Five Ala- 
bama dealers are serving in the 
State Legislature this year—four in 
the House and one in the Senate. 


Three others will occupy key 
administrative positions in the State 
Government. 


Representing the 22nd District in 
the Senate is Roland Cooper, 
Cooper Motor Co., Camden. 

In the House are M. B. McLen- 
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don, McLendon GMC Truck Sales, 
Union Springs; H. B. Taylor, Hart- 
ley Motor Co., Georgiana; J. B. 
Burkhalter, Burkhalter Chevrolet 
Co., Centre, and Robert Locke, 
Locke Motor Co., Butler. 

Fuller Kimbrell, Kimbrell’s, Fay- 
ette, hag been appointed state 
director of finance. 

Knox McRae, McRae Buick Co., 
Decatur, has been named a mem- 
ber of the Alcoholic Beverage Con- 
trol Board. 

Bill Drinkard, Drinkards Pontiae- 
GMC, Cullman, will serve as direc- 
tor of conservation. 
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Used-Car Auction Prices 





Market Trend 


For the first time in a month, the average price of used cars sold at 
wholesale auction has shown an increase. 

The price last week went up $2 to $872. Latest modes—’55s and 54s— 
carried the entire rally. The price of ’55s went up $26 and the average 


price of 54s went up $6. 


The average price of 55s stood at $2,271—a record high in the period 
since current models were first introduced to the index Jan. 10. 
The price of 1950 models remained unchanged. 


All other models declined in price, as follows: 


653s, down $2; ’51s, 


down $4; ’49s, down $5; ’48s, down $5, and ’52s, down $6. 

Sales activity in the wholesale arenas was at the highest pitch since 
the week of Jan. 31. At a group of representative auctions, 900 cars 
were sold out of 1,306 offerings for a ratio of 69 percent. The ratio in 


the previous week was 64 percent. 
MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
ednesday. Prices are for sale of March 9.) 


(Lively sale today as sharp units still 
create ‘“‘ring’’ activity. Sold 66 cars out 
of 107 offerings.) 

BUICK—’53 Super 4-dr., $1,405*. °52 Su- 
per Riviera, $1,000*. °51 Super 4-dr., 
$720*. $665*. 

CADILLAC—’52 (62) 4-dr., $1,560°. 
(62) 4-dr., $1,410*. 

LET — '55 Two-ten (8) Delray 
coupe, $1,815*. '54 Two-ten 4-dr., $1,- 
265°, $1,250, $1,235; 2-dr., $1,145. °53 
Two-ten 4-dr., $940, $920, 2 at $900; 
One-fifty 2-dr., $775, $740. '52 SL Deluxe 
2-dr., $805*°. °51 SL Deluxe 4-dr., $600, 
$590. ’'50 SL Deluxe 2-dr., $410, $400. 
49 SL Deluxe 2-dr., $315, $300. 

CHRYSLER—’50 Windsor 4-dr., $400*. 

DeSOTO—’52 Fire Dome (8) Sportsman, 
$750*. °51 Deluxe 2-dr., $460*. 

DODGE — '51 Meadowbrook 2-dr., $505, 
$460. °49 %-ton pickup, $350. 

FORD—’55 Custom (8) 4-dr., $1,860°. '54 
Custom (8) 4-dr., $1,395*%; Main (8) 
2-dr., $1,150. °53 Custom (8) 4-dr., $1,- 
010*, $1,000*, $990. '52 Custom (8) 4- 
dr., $855, $825*. '51 Custom (8) 4-dr., 
2 at $600*, $505, $400. "50 Custom (8) 
4-dr., $460*%, $410, $400. °49 Custom (8) 
2-dr., $300*, $265. 

KAISER—’51 Deluxe 4-dr., $370°, $300. 

MERCURY—’49 Custom 4-dr., $390°*. 

NASH—’50 Rambler 2-dr., $325°; States- 
man 2-dr., $300*, '49 Ambassador 2-dr., 
$205°*. 

OLDSMOBILE — '54 (98) 4-dr., $2,310° 
(ps). °53 (88) Holiday, $1,795* (ps); 
(98) 4-dr., $1,500°. °51 (88) Holiday, 
$925°. 

PLYMOUTH—’52 Cranbrook 4-dr., $580. 
’h1 Cranbrook 4-dr., $560; conv., $510, 
$500; 2-dr., $395, $390. "50 Special De- 
luxe 4-dr., $380, $265. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 

4-dr., $1,390°. °53 Chieftain (8) 

$1,060*. °51 Silver Streak (8) 4- 
dr., $595*. 

STUDEBAKER 
$415°. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 9.) 

(Prices off somewhat due to bad wea- 
ther and poor retail trades in the past 
week, Activity at lower levels brisk with 
good — 


— ‘S54 Super Riviera Sport. coupe, 
$2,125*°. '53 RM Riviera 4-dr., $1,400° 
(ps), $1,310° (ps); Super conv., $1,390°. 
’52 Special sedan, $815; coupe, $800. '51 
Super Riviera, $650°. °50 Super Riviera, 
$650°, $575°; 

CADILLAC—’ 54 
’53 (60) Speelal sedan, $2,600° (ps). 
(62) sedan, $1,100*, $1,080°. "49 (62) 
sedan, $65u". *46 sedan, $325 

CHEVROLET—’ 54 Two-ten sedan, $1,300. 
’52 SL Deluxe sedan, $770. '51 SL De- 
luxe Bel Air, $775*; sedan, $660, $610. 
‘50 SL Deluxe sedan, $485. '49 SL De- 
luxe sedan, $370, $215, $190. 

CHRYSLER—’53 NY sedan, $1,500° (ps). 
*51 Windsor sedan, $680°. 

DeSOTO—’51 Custom sedan, $640*. '49 Cus- 
tom sedan, $420. 

DODGE—’48 Custom sedan, $300°*. 

FORD—’53 Main (8) Ranch Wagon, $1, 
350°, $1,230°; Custom (8) sedan, $1,035. 
*51 Custom (8) Country Squire, $620. 50 
Custom (6) station wagon, $510; Custom 
(6) conv., $350, $325. °49 Custom (8) 
sedan, $180. 

MERCURY—’53 Monterey Sport coupe, $1,- 
540* (ps). '52 sedan, $990*, $950*, $925°, 
900°. °50 conv., $475*%; sedan, $410. 
‘46 sedan, $115. 

OLDSMOBILE—’55 (88) club coupe, $2,- 

"52 (98) conv., $1,200*. '50 

. 49 (88) conv., $330. 
"48 (98) sedan, $200. 

PLYMOUTH — '54 Belvedere Sport coupe, 
$1,605*. '52 Cranbrook sedan, $650. ’51 
Cranbrook sedan, $500; Cambridge se- 


"51 


— ‘51 Commander conv., 


dan, $440. °50 Special Deluxe sedan, 
= $295. °48 Special Deluxe sedan, 
$190. 


PONTIAC—’55 Chieftain (8) Catalina, $2,- 
425° (ps). °53 Chieftain (8) sedan, $1,- 
190°. °52 Chieftain (8) Catalina, §$1,- 
110*. '51 Silver Streak (8) sedan, $650°. 
‘50 Silver Streak (8) conv., $460*. 

STUDEBAKER—'54 Champion Sport coupe, 
$1,190*. '51 Champion sedan, $200. 

WILLYS—’49 (6) jeepster, $250. 


NEW YORK CITY 


(Sykline Auto Auction. Sale every Tues- 

day. Prices are for sale of March 8.) 

(Slow start of retail season kept prices 
on ’53s through ’55s off this week, Un- 
predictable weather here in the east no 
help. Sold 50 cars out of 92 offerings.) 

BUICK—’54 Super Riviera coupe, $2,000. 
'53 RM 4-dr., $1,300, $1,225; Super 4- -dr., 
$1,250. '52 Super 4-dr., $875, $860. 

CADILLAC—’49 (75) 4-dr., $500. °47 (62) 
4-dr., $200. 

CHEVROLET—'54 Two-ten 4-dr., $1,225; 
2-dr., $1,200; One-fifty 4-dr., $1,100, 
$1,075. '53 Two-ten 2-dr., $900, $895, 
$890, $870, $855; 4-dr., $985, $850. '51 

"50 SL Deluxe 


$625. 

4-dr., $200. °'47 %-ton 
pickup, $195. 

CHRYSLER—’50 eee Seapest, $500. 

DeSOTO—’51 Custom 4-dr. 

DODGE—'53 Coronet 4-dr., ,” $880. "51 Coro- 
net 4-dr., $375. '48 Deluxe 4-dr., $140. 


FORD—’53 Crest (8) 4-dr., $955; Crest 
(6) 4-dr., $900. '52 Main (8) Ranch 
Wagon, $705. °51 Custom (8) Victoria, 
$680; station wagon, $480, '50 Custom 
(6) 4-dr., $265. 

LINCOLN—’49 4-dr., $105. 

MERCURY—’53 conv., $1,325°. 

NASH—’53 Statesman 4-dr., $815. '52 Am- 


bassador 4-dr., $690. '51 Rambler station 
wagon, $440; Ambassador 4-dr., $350. 
OLDSMOBILE—’50 (88) station wagon, 
60 


$460. 
PLYMOUTH — 


’51 Oranbrook 4-dr., $485. 
'48 Special Deluxe 2-dr., $220. 
PONTIAC—’55 Chieftain (8) 2-dr., $2,- 


140°, 
STUDEBAKER—’53 Champion 2-dr., $660. 
‘51 Commander 2-dr., $320. 
WILLYS—’52 Aero 2-dr., $440. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Mareh 9.) 

(Very energetic sale indicates retail in 
this area must be on the upswing. We 
have heavy demand for clean used-cars. 
Sold 69 cars out of 92 offerings.) 


BUICK—’49 Super 2-dr., $430°. ‘48 Super 
2-dr., $205*. °47 4-dr., $160. °41 4-dr., 
$135. 


CADILLAC—’39 4-dr., $475. 

CHEVROLET—’55 %-ton pickup, $1,235. 
’54 One-fifty 2-dr., $1,070. '53 %-ton 
pickup, $700, $680. '52 SL Deluxe 2-dr., 
$795; 4-dr., $610. °51 SL Deluxe 2-dr., 
$605, $525°*; club coupe, $595. '50 SL 
Deluxe Bel Air, $470; 4-dr., $320. °48 
FL 2-dr., $215. °47 FL 2-dr., $180. '46 
FL 4-dr., $130. 

CHRYSLER—’53 Windsor 4-dr., $1,180*. 
’51 Windsor 4-dr., $475. 

DeSOTO—’52 4-dr., $700. 

DODGE — ’'53 Meadowbrook 4-dr., $800, 
$600. °51 Wayfarer 2-dr., $455; Vaga- 
bond 2-dr., $405. °46 4-dr., $105. 

FORD—’54 Crest (8) 2-dr., $1,265°. °53 
Main (8) Ranch Wagon, $1,280; Main 
(6) 2-dr., . "52 Crest (8) Victoria, 
$1,105*. °51 Custom (8) Victoria, $605°; 
2-dr., $550, $480, $115; Deluxe (8) 2- 
dr., $565, $450. '50 Custom (8) 2-dr., 
9500; 4-dr., $305; Deluxe (6) 2-dr., 
$385. "49 Custom (8) 4-dr., = club 


= $165. °47 2-dr., $135. °46 2-dr., 
1 

HUDSON—’48 4-dr., $105. 

KAISER—’48 4-dr., $100. 


LINCOLN—'49 4-dr., $180. 

MERCURY—’54 Custom 4-dr., $1,560°. '50 
2-dr., $290, $185. °49 club coupe, $355. 

OLDSMOBILE—’52 (88) 2-dr., $1,240°. °51 
(88) coupe, $905. '49 (76) 2-dr., $100°. 

PLYMOUTH—'S3 Cranbrook 2-dr., $710. 
‘52 Cranbrook 4-dr., $295. '51 Cranbrook 
4-dr., $190. 

PONTIAC—’52 Chieftain (6) 2-dr., $605. 
‘49 Silver Streak (8) 2-dr., $360°. '47 


"52 Commander 4-dr., 
WILLYs—'s3 2-dr., $580. ‘51 jeepster, 


MISCELLANEOUS — '53 Henry J 2-dr., 
$375, 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of March 4.) 


(Sold 191 cars out of 264 offerings.) 

BUICK—’55 RM 4-dr., $2,930° (ps); Spe- 
cial Riviera, $2,700° (ps). °53 Super 
conv., $1,425°, $1,325°; 4-dr., $1,240°; 
Special 2-dr., $1,020. "52 Super Riviera, 
$1,080*°. °51 Super 4-dr., $560*, $520. 
"50 RM 4-dr., $220°. °49 Super 4-dr., 
$325°. 

CADILLAC—’55 (62) coupe deVille, $4,915* 
(ps). °53 (62) 4-dr., $2,300*, $2,155°; 
coupe, $2,210° (ps). *52 (60) Special 4- 
dr., $1,975*, $1,745° (ps), $2 675* (ps). 
"50 (62) 4-dr., $1,200*, $870 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,175*; Two-ten (6) 4-dr., $1,625. ’54 
Bel Air 2-dr., $2,300°, $2,155*; Two-ten 
4-dr., $1,200, $1,165. '53 Bel Air 4-dr., 
2 at $1,100, $1,065*, $975; Two-ten Sport 
coupe, $940°; 2-dr., $960, $755. '52 SL 
Deluxe Bel Air, $830°; 2-dr., $710, $700*, 
$695. 51 SL Deluxe 2-dr., $555, $540, 
$320; SL Special 4-dr., $470. '50 FL De- 
luxe 2-dr., $335. '47 FL Aerosedan, $145, 
$135; $125. ; 

CHRYSLER — '53 Windsor 4-dr., $985°, 
$935*. °51 NY 4-dr., $395. 50 Windsor 
4-dr., $290, $245, $240. 

DeSOTO—’49 Custom 4-dr., $200. 
tom 4-dr., $145. 

DODGE—’53 Coronet conv., $960*; 4-dr., 
$865; Meadowbrook 4-dr., $580; %-ton 
pickup, $575. '52 Coronet 4-dr., $590. '50 
Meadowbrook 4-dr., $400, $315. 

FORD — '55 Fairlane (8) 4-dr., $2,100*, 
$2,000°; Custom (8) 2-dr., $1,790. ’54 
Custom (8) 2-dr., $1,215, $1,175. ‘53 
Crest (8) Victoria, $1,215, $1,175; conv., 
$1,180*; Custom (8) 2-dr., 
$930. 52 Custom (8) 2-dr., "$780°; %-ton 
pickup, $605. '51 Custom (8) 2-dr., $555°, 

$325°. '49 Custom (8) 2-dr., $175. 

LINCOLN—'52 Capri 4- dr., 9055°. '51 Cos- 
mopolitan 4-dr., $540° 

MERCURY—’53 Custom Sport coupe, $1,- 
250°. ’52 4-dr., $720°. '51 4-dr., $570; 
2-dr., $455°. '47 station wagon, $105, 

NASH—’53 Statesman 4-dr., $1,040°. °52 

Rambler station wagon, $515. '50 States- 

man, 4-dr., $140, 

OLDSMOBILE—’55 (88) Holiday, $2,780° 
(ps); 4-dr., $2,550°. '54 (98) 4-dr., $2,- 
400°; (88) Holiday, $2,340°. '53 (98) 
Holiday, $1,650* (ps); 4-dr., $1,500° (ps). 
"52 (88) Holiday, $1,200° (ps), $1,150° 
(ps). "61 (88) 4-dr., $750°, $630°, $575°. 


"48 Cus- 








— 


PLYMOUTH—'SS Belvedere (8) 4-dr., $1,. 
970°; Savoy (8) 2-dr., $1,885°; ciup 
coupe, $1,725. ‘53 Cranbrook cony. 
$995*; Belvedere, $975; 4-dr., $735, $695, 
’562 Cranbrook club coupe, ‘$585; Cam. 
bridge club coupe, $480. 

PONTIAC— 54 Chieftain (8) oo $2,700*; 
2-dr., $1,065. ‘53 Chieftain (8) Ca 
$1,415* (ps); 4-dr., $1,030°, $925° 
Silver Streak (8) 4-dr., $485°; 
Streak (6) club coupe, $430. 

STUDEBAKER — '53 Commander 
$1,030*; Champion 4-dr., 
Champion 4-dr., $500°, 
2-dr., $310. ‘50 Champion 4-dr 
club coupe, $150. 


ALBANY 


(Tim Anspach Auto Auction. Sale eve 

Monday. Prices are for sale of March 7.) 

(We had one of the snappiest auctions 
of the year today. The main direction of 
prices was upward a good $25! Many new 
buyers, plus the fifty regulars, were bid- 
ding like madmen for the clean ones, 

Sold 110 cars out of 127 offerings.) 

BUICK—’54 Special 4-dr., $1,750*. '53 Ry 
Riviera coupe, $1,570* (ps); Special 2. 
dr., $1,190*. '51 RM 4-dr., $720*. ‘50 
Special 2-dr., $300°. ‘49 Super 4-dr, 
$240°. 

a a ee (62) club coupe, $1,800 
"49 (62 $835*; (61) 4-dr., $700°, 

CHEVRO.) a Bel Air (8) 4- dr., $2,- 
090*; Bel Air (6) 4-dr., $1,920*; 2-dr., 
$1,910*; Two-ten (6) 2-ar., $1,660, "54 
Two-ten station wagon, $1,590; 4-dr,, 
$1,400*; Bel Air coupe, $1,450. '53 Bel 
Air 4-dr., $1,130*, $1,080*, $1,030; coupe, 
$1,100; Two-ten 4-dr., $990; 2-dr., $970; 
One-fifty 2-dr., $776. °52 SL Deluxe 
conv., $790*. '51 SL Deluxe 4-dr., $615", 
$580*, $530; SL Special club coupe, $580 
‘50 SL Deluxe 2-dr., $370, $220; 4-dr., 
$350*. "49 FM Deluxe 4-dr., $225; FL 
Deluxe 2-dr., $210. '48 SM 2-dr., $210: 
coupe, $160. 

CHRYSLER—’51 NY 4-dr., $660*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,680". 
’49 Custom coupe, $170*. 

DODGE—’53 Meadowbrook 2-dr., $770. '51 
Coronet 4-dr., $410; Wayfarer 2-dr., 
$370. '50 Coronet 4- dr., $450. '49 Custom 
conv., $220. 

FORD—’54 Custom (8) Country sedan, $2,- 
500°; 2-dr., $1,830; Main (6) 2-dr., $1,- 
660. '54 Main (6) 2-dr., $1,100. ’53 Crest 
(8) Victoria, $1,290*; Custom (8) 2-dr., 
$960, $900; Custom (6) 2-dr., $900*; %- 
ton pickup, $710. '52 Custom (5) station 
wagon, $880. °51 Crest (8) Victoria, 
$695*; Custom (8) 2-dr., $620; 4-dr., 
$570*, $560*. °50 Custom (8) 2-dr., $395, 
$360; Custom (6) 4-dr., $360; Deluxe (6) 
2-dr., $340. ‘49 Deluxe (8) Business 
coupe, $200; 4-dr., $180; Custom (6) 2- 
dr., $195; %-ton pickup, $330. 

MERCURY—’49 club coupe, $320; 
$300, $190. 

NASH—’48 Ambassador club coupe, $135. 

OLDSMOBILE —'55 (88) 4-dr., $2,810* 

, $2,600* (ps); Holiday, $2,200°. '53 

-, $1,380*. °51 (88) Holiday, 

- "50 (98) 4-dr., $310*. '49 (88) 4. 
= eo: (76) 4-dr., $210. °48 (98) 4 

PACKARD—’ 53 ClHpper club coupe, §1,- 
010°. ’51 2-dr., $470*. '50 4-dr., $230. 
*49 4-dr., $220. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,925°; 
Savoy (6) 4-dr., $1,775*. °53 Cranbrook 
2-dr., $820. '51 Cambridge 4-dr., $475, 
$385*; coupe, $450. °50 Special Deluxe 
station wagon, $285; Deluxe .lub coupe, 
$180. '49 Deluxe 2-dr., $190. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,68Q*; Chieftain (8) Catalina, $2,325. 
"54 Chieftain (8) Catalina, $1,910*. ‘53 
Chieftain (8) Catalina, $1,490°. ‘52 
Chieftain (8) 4-dr., $870*, $795*. '50 Sil- 
ver Streak (8) 2-dr., $460, $390; 4-dr., 
$440; Silver Streak (6) 2-dr., $350. '49 
Silver Streak (8) coupe, $240. ‘48 Tor- 


Suves 


2-dr., 


pedo (8) 4-dr., $170. '47 Torpedo (6) 4- 
cr., $100. 
— —'51 Commander coupe, 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of March 8.) 

(Sold 224 cars out of 336 offerings.) 

BUICK—'55 Special Riviera 2-dr., $2,750° 
(ps); 4-dr., $2,500*; Century Riviera 2- 
er., $2,710*. '54 Century station wagon, 
$2,495* (ps); Riviera 2-dr., $2,190*; 4- 
dr., $1,950*; RM Riviera 2-dr., $2,380° 
(ps); Super Riviera 2-dr., 2 at $2,115° 
(ps). °53 Super Riviera 2-dr., $1,500° 
(ps), $1,350*. 

CADILLAC—'55 (62) coupe deVille, $4,- 
775* (ps). 54 (62) coupe deVille, $4,- 
050* (ps), $3,950* (ps); coupe, $3,500° 
(ps). '53 (62) coupe deVille, $2,500° 
(ps), $2,305* (ps). ’°52 (60) Special 4-dr., 
$1.785* (ps); (62) 4-dr., $1,695* (ps). 
CHEVROLET — '54 Bel Air Sport coupe, 
$1,480; 2-dr., $1,365%; 4-dr., $1,320°; 
Two-ten 2-dr., $1,275*, $1, 250, "$1,130. 
’53 Bel Air Sport coupe, $1,270°, $1,205; 
4-dr., $1,075°, $1,055°, $1, 035*; 2-dr., 
$1,070*; conv., $1,035*; Two-ten handy- 
man, $1,140; 4-dr., $1,035*, $910, 
Sport coupe, $950. "52 SL Deluxe 2-dr., 
$650; 4-dr., $595. 

CHRYSLER — ’'53 Imperial 4-dr., $1,475° 
(ps); Windsor Newport, $1,350°; 4-dr., 
$960°, ‘52 Saratoga club coupe, $395° 
(ps); NY 4-dr., $740°. '50 Windsor New- 
port, $490*; NY 4-dr., $410°; Roya! club 
coupe, $365*. 

DeSOTO—’'55 Fire Dome (8) 4-dr., $2,480°. 
*53 Fire Dome (8) Sportsman, $1,410° 
(ps). *51 Custom 4-dr., $580*%; Sports- 
man, $375°*. 

DODGE — ’54 Coronet Diplomat, $1,575°; 
Meadowbrook 4-dr., $1,090°. 53 Coronet 
Diplomat, $1,100*. ’52 Coronet Diplomat, 
ee 4-dr., $565°; Meadowbroek 4-dr., 

05°. 

FORD—'55 Fairlane (8) Crown Victoria, 
$2,335*; Victoria, $2,200°, ’564 Crest (8) 
Victoria, $1,545; Main (8) Ranch Wagon, 
$1,535; Custom (8) Country sedan, $1,- 
45U; 2-dr., $1,270. ’53 Crest (8) Country 
Squire, $1,390; Main (8) Ranch Wagon, 
$1,135; Custom (8) conv., $1,100°; 2-dr., 
$1,095*, $975; 4-dr., $1, 025°, $1,000, $960. 

HUDSON—’53 Hornet <«., $1,005*, $895. 
‘50 Pacemaker 4-dr., $210 

KAISER—’51 4-dr., $315°, '$306°. 

ae og Monterey Sum Valley, $1,- 


» $1,850°; 2-dr., $1,870°; 4-dr., $1,- 
750°: Custom’ Spert coupe, $1,640; 4-dr., 
$1, 590, $1,500 


NASH—’55 ‘Rambler 2-dr., $1,400°, '53 Am- 
bassador club coupe, $1,455°; StatesmaD 


$3 
(ps); (88) Super Holiday, $2,875° (ps)i 
4-dr., $2,796° (ps); Deluxe 2-dr., $2,515". 


(Continued on Page 51, Col. 1) 
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(Continued from Page 50) Coronet club coupe, $425; %-ton pickup, 


‘54 (98) conv., $2,805*° (ps); Holiday, 
$2,725* (ps), $2,385* (ps); Deluxe (88) 
4-cr., $2,025* (ps). "53 (98) conv., $1,- 
680* (ps). 

PACKARD—’53 Mayfair, $1,345°. 

pLYMOUTH—'54 Belvedere 4-dr., $1,425*, 
$1,415", $1,360; Savoy 4-dr., $1,240°; 
Plaza 4-dr., $1,135. 53 Cambridge Sub- | 


urban, $955; 4-dr., $755; Cranbrook 4- | 
dr., $890, $870, $860, $825, 2 at $805, | 


$790, $700. ’52 Cranbrook 4-dr., $560, 
$520, '51 Cambridge 2-dr., $230. 


PONTIAC — ’55 Star Chief (8) Catalina, 
$2,.610* (ps). '54 Star Chief (8) 4-dr., 
$1,925*. '53 Chieftain (8) 2-dr., $1,190*; 
$1,020*. ’52 Chieftain (8) 4-dr., $865°; 
Chieftain (6) 4-dr., $1,090, °50 Silver 
Streak (8) 4-dr., $405*. 

STUDEBAKER—’52 Champion 4-dr., $415. 
51 Commander conv., $305*. '50 Com- 
mander 2-dr., $275. 

WILLYS—’52 2-dr., $370. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of March 8.) 
(Market steady with some models up. 

Sold 80 cars out of 113 offerings.) 
BUICK—’52 Super Riviera, $875*. ’51 Spe- 
cial 4-dr., $625*. ’50 Super Riviera, $565* ; 
RM 4- dr. -, $425*; Special 4-dr., $415; 2- 
dr., $360. ’°49 RM 4-dr., $260°.” 

CADILLAC—’55 (62) coupe, $4,380* (ps); 
4-dr., $4,340* (ps). ’52 (62) coupe, $1,- 
$710°. 

CHEVROLET — ’55 Two-ten (8) Delray 
coupe, $1,750. '54 Two-ten 2-dr., $1,150. 
'53 Bel Air Hard Top, $1,200; Two-ten 
4-dr., $1,005*. '51 SL Deluxe Bel Air, 
$650*. °50 SL Deluxe 2-dr., $490°; 4-dr., 
395. 

pesoTo—'51 Custom Sportsman, $775. 

DODGE—’53 Coronet conv., $1,080. 

FORD—’55 Custom (6) 2-dr., $1,585. ‘54 
Crest (8) conv., $1,565; Custom (6) 2- 
dr., $1,165, $1,110. ’53 Custom (6) 2-dr., 
965, $925. °50 Custom (8) 4-dr., $400; 
Deluxe (6) 4-dr., $280. 

MERCURY—’55 Custom station wagon, $2,- 
580*. ’°54 Monterey Hard Top, $1,835*; 
2-dr., $1,550; 4-dr., $1,505. °53 Custom 
2-dr., $1,100. °52 Monterey 2-dr., $905. 
’51 Monterey 2-dr., $580. 

NASH—’51 Statesman 2-dr., $390; 4-dr., 
$385. 50 Statesman 2-dr., $200. 

OLDSMOBILE—’53 (88) Super 4-dr., $1,- 
390*; Deluxe 2-dr., $1,350°. °50 (88) 
4-dr., $480*; (98) 4-dr., $390*. 

PLYMOUTH — ’53 Cambridge Suburban, 
$1,150; Cranbrook 2-dr., $885. ’47 Deluxe 
2-dr., $105. 

PONTIAC—’ 54 Chieftain (8) 4-dr., $1,705*. 
’53 Chieftain (8) 2-dr., $1,200*, $1,150°; 
Chieftain (6) 2-dr., $925*. ’52 Chieftain 
(8) 4-dr., $910*, '50 Silver Streak (8) 
Catalina, $485*; 2-dr., $455. 

MISCELLANEOUS—’ 52° Henry J (4) 2-dr., 
$280. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of March 
10.) 

(Market down $25 as buyers are hold- 
ing back. Two weeks of sunshine should 
put them back in the groove. Sold 61 
cars out of 92 offerings.) 

BUICK—’54 Century 2-dr., $2,050*; Spe- 
cial 4-dr., $1,775*; 2-dr., $1,750*%. ’53 
Super 2-dr., $1,365*. ‘52 Super 4-dr., 
$645*. '51 Special 4-dr., $450*. '50 Super 
4-dr., $350*. '49 Super 2-dr., $175. 

CADILLAC—’52 (62) 4-dr., $1,675*. 

CHEVROLET—’53 Bel Air 2-dr., $990*, 
$980*. ’52 SL Deluxe conv., $700. ’51 SL 
Deluxe 2-dr., $530, 2 at $415, $400. '50 
SL Deluxe 4-dr., $330, $275, $220. '49 
SL Deluxe 2-dr., $175. '48 SM 2-dr., 
$150. °46 SM 2-dr., $125. 

CHRYSLER—’54 NY 4-dr., $1,690* (ps). 
"52 Saratoga 4-dr., $800*. ’51 Windsor 
4-dr., $575*. ’50 Windsor 2-dr., $450°. 

DeSOTO—’52 Custom (8) 4-dr., $595*. ’51 
Custom (6) 4-dr., $515*. 

DODGE—’53 Coronet 2-dr., $875*; Meadow- 
brook 2-dr., $725°. 52 Coronet club 
coupe, $600°. ’51 Coronet 4-dr., $365°. 
’50 Coronet 2-dr., $300*, 

FORD—’54 Custom (8) 2- -dr., $1,275*, $1,- 


New Bear Service— 


This half-page ad announcing the new 
Super Comfort-Ride Car Conditioning 
Service of Bear Mfg. Co. will appear 
Apr. 23 in the Saturday Evening Post. 
The ad features the “Bear-in-the-Moon" 
emblem, symbolic of the “dream ride,” 
as well as the 10 comfort points which 
Bear shops handle under the program. 





250°; 





(8) ee $320, $300, $295, $275. $1,125. °53 Custom (8) 2-dr., $1,195. ’52 721 736 7153 
| NUDsoN— 51 Commodore (6) 4-dr., $205.| Custom (8) 2-dr., $800*; conv., $650°. 532 537 533 
KAISER—’51 Deluxe 2-dr., $275*. HUDSON — ’53 Hornet 4-dr., $775*, ‘52 
MERCURY—’51 Custom club coupe, $475*; | Hornet 4-dr., $650*. '51 Hornet 4-dr., = - 
4-dr., $375. $420. ’49 4-dr., $120. . 
| NASH—'52 Statesman 4-dr., $350. LINCOLN—’50 4-dr., $435". ss (<Gk&estst‘isztiCdtCO;*C CO CO 9B 190 182 


$925*. 








Custom (8) Country sedan, $1,270°; 4- |“ is0*; club sedan, $2,100; 4-dr., $2,090°; 


dr., $925°; Main (8) 2-dr., $675. ‘51 : 
4 , : ~ Country sedan, $2,040; Custom (8) 2-dr., 
Custom (8) station wagon, $425; Cus $1,750*. '54 Crest (8) Victoria, $1,700*; 


| 
| tom (6) 2edr, $425, St10. D Cutom™ | «Custom (8) 2-dr., $1,150, $1,140; ‘4-dr., 


PLYMOUTH — ’53 Cranbrook club coupe, 


Cambridge club coupe, $315. Monterey 4-dr., $1,200, $1,170. ‘52 Cus- 

PONTIAC—’53 Chieftain (8) 2-dr., $910. tom 4-dr., $775. °48 4-dr., $225. : 
’52 Chieftain (8) 4-dr., $750*. '50 Silver | NASH—’53 Rambler Hard Top, $775. '51 
Streak coupe, $305. Rambler Hard Top, $505. 
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$700*; Two-ten 4-dr., $940, $800; station 
wagon, $830. '52 SL Deluxe 4-dr., $750, 
$730, $675°, $620°. '51 SL Deluxe 2-dr., 
$625; 4-dr., $600. 


Average Used-Car Prices 


(Compiled by Automotive News) 
Mar. 1955 Feb. Jan. 
To Date 1955 1955 
$2,271 $2,220 $2,247 
1,569 1,595 1,660 
1,041 1,073 1,065 


DeSOTO—’49 4-dr., $425°. '48 2-dr., $250. 
DODGE — °'53 Meadowbrook club coupe, 
$835. "52 Meadowbrook 4-dr., $510. '51 









ea | $245. 
Main (8) 2 .dr., $1,075, $1,060. "63 | FORD—'55 Fairlane (8) conv., $2,175, $2,- 




















’61 Cranbrook 4-dr., $400, $370; | MERCURY—’54 Custom 2-dr., $1,500°. '53 






$ 872 $ 888 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


Average.... 





OLDSMOBILE—’55 (98) Holiday, $3,150*, 








| 
$2,800* (ps), $2,750*, $2,710* (ps), $2,- 
VALDOSTA, GA. 675*, $2,525; (88) 4-dr., $2,575*. "54 (88) 
(Tom Hewitt Auto Auction. Sale every| Super 4-dr., $1,975*%, $1,900. '53 (88) Champion 4-dr., $260. $420°; Special sedanet, $330*; RM 4-dr., 

Friday. Prices are for sale of March 11.)| 4-dr., $1,410* (ps). ’52 (88) Super 4-dr., | woprys—’52 2-dr., $350. | $320*. °49 Special 2-dr., $240, 

(Sold 137 cars out of 217 offerings.) | _ $1,100, $950*. ’50 (88) 4-dr., $575, $425. CADILLAC—'55 (62) coupe deVille, $4,- 

BUICK—’55 Century Riviera, $2,575* (ps). PACKARD—’52 2-dr., $525*. '47 limousine, | 475* (ps); 4-dr., $4,330* (ps) 54 (62) 
’54 Super 4-dr., $1,850*. '53 Super Rivi- $280. OMAHA | 4-dr. $3,615* (ps). "51 (62) ‘4dr. $1,- 
era, $1310° (ps); RM Riviera, $1,310° | PLYMOUMO oo bt Plaza ddr. S87h *o1 |. (Soderbere-Kline Auto Auction. Sale ev-| 465°; coupe, $1,460°. ad 
(ps), $1,250* (ps); Special 2-dr., $1,060. wagon, ’ . a “ar., . , 

CADILLAG—'55 (62) coupe deville, $4,875° | Cranbrook’ 4-dr., $385; Belvedere, $250. ee eT het rg ed eh ge 
(ps). ’52 (62) 4-dr., $1,810* (ps). '49| 50 Special Deluxe 4-dr., $510, $335. : Ease,’ Seekia te ie a 
(62) sedan, $750*; (61) sedan, $750° PONTIAC—’53 Chieftain (8) Catalina, $1,- | (Market improving with more buyers $1,865; Two-ten (6) 4 dr., $1,780. ’54 

2, % s . ~/ * '52 -d 7s » in attendance, Consignment up.) Bel Air 4-dr., $1,500*; Two-ten 4-dr., 

CHEVROLET—’55 Bel Air (8) Sport coupe,| 365%. "52 Chieftain (8) 4-dr., $700*. '51 ° 
$2,020; Two-ten Delray coupe, $1,800;| Silver Streak (8) 4-dr., $575*, $440*. '49 | BUICK—'54 Super Riviera, $2,135*, $2,-, $1,190*, $1,065; One-fifty 2-dr., $1,075. 
One-fifty 4-dr., $1,550; %-ton pickup,| Silver Streak (8) 4-dr., $200. 000*; Century Riviera, $1,975*; Special| ‘51 SL Deluxe 4-dr., $630, $605°; 2-dr., 
$1,250. ’54 Two-ten station wagon, $1,- | STUDEBAKER—'53 Champion 2-dr., $625.| Riviera, $1,950*, $1,775*. '53 RM 4- ae, | FO. OS Ee DENS 6-E8., SO 
505*. ’53 Bel Air Sport coupe, $1,040*, *52 Commander 2-dr., $690; Land Cruiser, $1,255*. ’52 RM Riviera 4-dr., $775*;| Pickup, $385. 
$960; 4-dr., $930*; 2-dr., $895, $890*, $660, $600; Champion 4-dr., $485, '50 Special 2-dr., $655. '50 Super aan | (Continued on Page 52, Col. 1) 





Wash cars in 3 less time! 


EW DUPONT SAVY 
ar wash pouch 


MADE OF DACRON’— Exclusive — Patent Applied For 
Self-Sudsing — Long Lasting — Flush-As-You-Wash! 














JUST PUT IN sl DU PONT CAR WASH 





oe ACTION: MAKES NEW 
(4;) SUDS AS IT GOES! 


g ik 








New Du Pont Speedy Car Wash Pouch takes off 
dirt, grease and grime faster, more profitably! 
Feeds fresh Du Pont Car Wash suds to each part 
of the car—loosens stubbornest dirt at one swipe. 
With hose, operator flushes while washing—once 
over does the whole car! New Du Pont Speedy 
Car Wash Pouch is made of long-lasting Du Pont 
“Dacron” —strong, fast-drying, mildew-resistant. 
Saves time, saves car wash, makes money for you! 
Dealer cost $2.75 *Reg. trade-mark for Du Pont's polyester fiber . 


For more information and name of nearest wholesaler 
stocking this new item, clip and mail to: Du Pont Co., 
7010-G Du Pont Building, Wilmington, Delaware. 


Please have nearest wholesaler give me more infor- 
mation about Du Pont Speedy Car Wash Pouch. 


GU POND 


406 U5. par.orf 


\ 








Better Things for Getter Living Name. 
pon . Address 
DU PONT NC 7. PRODUCTS | 
“BROM CHEMICAL RESEARCH...FOR EASIER CAR CARE‘ City. State 
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Used-Car Auction Prices 


(Continued from Page 51) 


'53 Fire Dome (8) 4-dr., $940°*. 
"61 4-dr., $480. 


DODGE—'54 Coronet (8) 
'49 %-ton pickup, $240. 
FORD — '55 Fairlane (8) Country sedan, 
$2,375"; club sedan, $1,835; Main (8) 
4-dr., $1,585, ‘54 Custom (8) 2-dr., $1,- 
300, $1,230; 4-dr., $1,300. '53 Main (8) 
Ranch Wagon, $1,300, $1,200. '52 Custom 
(8) 4-dr., $780, $710; %-ton pickup, 
$500. °51 Custom (8) Victoria, $640, 
$620; 2-dr., $550, $525; %-ton pickup, 
$550. '560 Custom (8) 2-dr., $420, $345, 
$310; 4-dr., $415; Custom (6) 2-dr., $390. 
‘49 Custom (8) station wagon, $380; 2- 
dr., $170. 
MERCURY—’55 Montclair Hard Top, §$2,- 
805*; Custom (8) station wagon. $2,675°. 


4-dr., $1,255°. 











Business Warns 
States of Danger 
In Tax ‘Gouge’ 


SOUTH BELOIT, Ill. — Wiscon- 
sin and Minnesota are headed for 
the “backwaters of progress” 
through excessive taxation, declared 
Steven P. J. Wood, Warner Elec- 
tric Brake & Clutch Co., last week. 

Writing in the Warner World, a 
company publication, Wood said 
industry had found the cost of con- 
ducting business in Wisconsin and 
Minnesota about 10 percent higher 
than in Illinois. 

He pointed out that while Illi- 
nois uses personal property and 
sales taxes to gain revenue, it does 
not impose a state income tax. 

Industries deeply-rooted in Wis- 
consin are looking elsewhere for 
expansion, according to Wood. 
“And when industry leaves, the tax 
base is lessened, employment drops 
and the entire community suffers,” 
he said. 








MORE SALES 
POWER! 





’54 Monterey coupe, $1,865; Custom 4- 
dr., $1,570*. °53 Custom Sport coupe, 
$1,340*. '52 Custom 2-dr., $920. 


NASH—’51 Ambassador 4-dr., $315. 


OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
675°; Deluxe 4-dr., $2,540°. '54 (98) 
4-dr., $2,325*. '53 (88) Super 4-dr., $1,- 
370°, ’52 (98) 4-dr., $1,050°. ‘51 (98) 
4-dr., $850°. '50 (88) 4-dr., $600°. '46 
(66) 4-dr., $140. 

PLYMOUTH—’53 Cambridge Suburban, $1,- 
065; Cranbrook 2-dr., $835. °51 Cran- 
brook 4-dr., $280. '50 Deluxe club coupe, 


$460. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,170*, 
$1,110*, $1,095*. "52 Chieftain (8) 4-dr., 
$775*. ‘51 Silver Streak (8) Catalina, 
$795*; sedan, $515°. '50 Silver Streak 
(8) 4-dr., $420°; 2-dr., $285. 

STUDEBAKER — '52 Commander club 
coupe, $515. '51 Commander Land 
Cruiser, $390°. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of March 9.) 
(Market off. Clean models holding 


pec 9 "54 
Century 2-dr., $2,215* (ps), $1,500. '53 
Super Riviera 2-dr., $1,500*%; 4-dr., $1,- 
300°; Special Riviera 2-dr., $925*; 4-dr., 
$1,105. °52 Super Riviera 4-dr., $870°; 
Special 4-dr., $860*. ‘51 Super Riviera 
2-dr., $730*; Special 4-dr., $625. °50 
Super Riviera 4-dr., $185; conv., $115. 
48 RM 2-dr., $165°, 

CADILLAC—’52 (62) club coupe, $2,025*. 
°41 4-dr., $100. 

CHEVROLET—’54 Two-ten 4-dr., $1,210; 
One-fifty 2-dr., $990. '53 Bel Air 4-dr., 
$1,055*; Two-ten 2-dr., $810; One-fifty 
2-dr., $640. °52 SL Deluxe 2-dr., $640°; 
4-dr., $630°. '51 SL Deluxe 2-dr., $500; 
%-ton pickup, $210. '50 SL Deluxe club 
coupe, $400. '49 SL Deluxe 2-dr., $135. 
°48 SM Delivery sedan, $135. 

CHRYSLER—’51 NY 4-dr., $500*. '50 NY 
4-dr., $315. '48 NY 4-dr., $115*. 

DODGE—’53 Coronet club coupe, $1,005. 
’52 Coronet 4-dr., $645%; 2-dr., $535, ’51 
Meadowbrook 4-dr., $345*. "50 Wayfarer 
2-dr., $215. 

FORD—’53 Custom (8) 4-dr., $920, $735. 
’52 Crest (8) Victoria, $860, $840; Cus- 
tom (6) 2-dr., $680%; Main (6) 2-dr., 
$670. '51 Custom (8) conv., $605; sta- 





tion wagon, $445°; Custom 
$315. 

HUDSON—’50 2-dr., $185. 

MERCURY—’ 51 club coupe, $500. 
NASH—’53 Statesman 4-dr., $220°. ‘51 
Statesman 4-dr., $210°. '50 Statesman 


— '53 (98) 4-dr., $1,495* 
(ps), $1,415* (ps); (88) 4-dr., $1,350. 
52 (88) Super 4-dr., $990%; (98) 4-dr., 
$940*, °51 (88) Super 4-dr., $720°; (98) 
4-dr., $540*. 

PACKARD—’52 2-dr., $730*. °51 Clipper 
2-dr., $515*; (200) 4-dr., $510*, 


(6) 2-dr., 


PLYMOUTH—’53 Cranbrook 2-dr., $765. 
’52 Cambridge 4-dr., $450, $245. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
105*, $1,030. °'52 Chieftain (8) club 
coupe, $885*; 2-dr., $850, $600; 4-dr., 
$700*. 


STUDEBAKER—'55 Champion club coupe, 
$1,680. °53 Champion club coupe, $895. 
’51 Champion 4-dr., $225. '50 Champion 
4-dr., $175, $165. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of March 
10.) 

(Dealer demand excellent on clean of- 
ferings. Prices strong! Sold 82 cars out 
of 109 offerings.) 

BUICK—’53 Super Riviera 2-dr., $1,355°*, 
$1,280*; Special 2-dr., $905. ’50 Super 
Riviera 4-dr., $520*; 2-dr., $525°. 

CADILLAC—’51 (62) 4-dr., $1,435*%. °49 
(61) 4-dr., $650*. '48 (75) 4-dr., $490°. 

CHEVROLET—’54 Bel Air 2-dr., $1,350. 
53 Bel Air Hard Top, $1,200*%; Two-ten 
4-dr., $1,040; %-ton pickup, $700; %- 
ton pickup, $685. °52 SL Deluxe 4-dr., 
$805*; 2-dr., $665, $425; taxi, $420. '51 
SL Deluxe 4-dr., $580*; FL Deluxe 2-dr., 
$530*. '50 SL Deluxe 2-dr., $525*, $525; 
conv., $475; FL Deluxe 2-dr., $375, $355. 


"49 SL Deluxe 2-dr., $425, $355; club 
coupe, $295. °47 FM 2-dr., $120. 
CHRYSLER—’50 Windsor 4-dr., $390°*. 
DeSOTO—’48 Custom 4-dr., $180, $135; 
2-dr., $175. 
DODGE—’53 Coronet 4-dr., $1,000. °'50 
Wayfarer 2-dr., $400. '48 %-ton panel, 


$135. 

FORD—’55 Custom (8) 2-dr., $1,780. ‘54 
Crest (8) Skyliner, $1,650*; %-ton pick- 
up, $925. 53 Custom (8) 2-dr., $1,005°*, 
$890, $885*. ’°52 Custom (8) 2-dr., $730; 
%-ton pickup, $505. ‘51 Custom (8) Vic- 
toria, $700*; 4-dr., $610; Deluxe (8) 
2-dr., $520; 4-dr., $350; Deluxe (6) 2- 
dr., $475*; Custom (6) 2-dr., $425. '50 
Custom (8) 2-dr., $585*, $455; Deluxe 
(8) 2-dr., $420. '49 Custom (6) 4-dr., 
$260. '46 Deluxe (8) club coupe, $100. 

HUDSON—’50 Commodore (6) 4-dr., $280. 

MERCURY—’53 Custom 4-dr., $1,300. ‘51 
Monterey 2-dr., $445*. ’50 Sport coupe, 
$445*. °49 club coupe, $425. 

OLDSMOBILE—’51 (88) 4-dr., $505*. ‘50 


sar Yd DUAL EXHAUST SYSTEMS 


The Complete Line Of The Automotive Industry 
The Quality Line — A Dual System 
Guaranteed To Fit Every V-8 Powered Car 











































Make Dual Dual Header 
Automobile System System 
Buick V-8 1953-55 
Cadillac V-8 1950-51 1950-51 
Chevrolet 6 1941-55 
Chevrolet V-8 1955 
Chrysler V-8 1951-55 
De Soto V-8 1952-55 
Dodge V-8 1953-55 
For V-8 1935-55 1937-55 
Hudson V-8 1955 
Lincoln V-8 1949-54 1949-54 
Mercury V-8 1939-55 1939-55 
Nash —  V-8 1955 
Oldsmobile V-8 1949-55 1949-55 
Packard V-8 1955 
Plymouth V-8 1955 
Pontiac V-8 1955 
Studebaker V-8 1951-55 1951-52 








Also Available . . . a complete line of Dual Exhaust 
Header Systems for most V-8 powered cars and 
Chevrolet... Factory Duplicate Rear Outlet Manifold 
Duals for Ford and Mercury 1952-55. 


new Grand Gfuiet:tone FIBERGLAS* 
PACKED MUFFLERS with low, mellow tone. 
First Fully Engineered Fiberglas* Packed 


Mufflers. Also Available ...a complete line of 
Grand-tone High Efficiency Steel Packed Mufflers. 


*Fiberglas (Reg. U. S. Pat. Off.) is a trademark of 
the Owens-Corning Fibergias Corp. 


AUTOMOTIVE PRODUCTS 


2055 RUBY STREET - MELROSE PARK, ILLINOIS 


(88) 4-dr., $400°. °49 (88) 4-dr., $375°. 
‘47 (78) 2-dr., $155°. 


PACKARD—’51 (300) 4-dr., $650°, $620°*, 
$555°. 


PLYMOUTH—’51 Cambridge 4-dr., $500. 


PONTIAC—’55 Star Chief (8) Catalina, 
$2,570°. °52 Chieftain (8) conv., $790°*. 
’50 Silver Streak (8) 2-dr., $470; Silver 
Streak (6) 2-dr., $390. '49 Silver Streak 
(8) 4-dr., $435°; club coupe, $340*. 

STUDEBAKER—’55 President 4-dr., $1,- 
925° (ps). °53 Commander club coupe, 
$985*; Champion 2-dr., $860*. '48 Com- 
mander Land Cruiser, $125*. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 9.) 


(In spite of rain all day this was the 
hottest sale of the year. Prices were ex- 
tra good on clean and sharp units. Sold 
87 cars from 122 consigned.) 


BUICK—’53 Super Riviera, $1,395*; RM 
4-dr., $1,370°. '52 Super 2-dr., $945*. ’51 
Super Riviera, $835*. °50 Super Riviera, 
$650°, $585°; Special 4-dr., $475; 2-dr., 
$385. '49 Super 4-dr., $320*; conv., $295*. 
"46 Special 2-dr., $125. 


CHEVROLET—’54 %-ton pickup, $950. '53 
Bel Air 2-dr., $1,160, $1,100*; 4-dr., $1,- 
Two-ten 2-dr., $895, $740; %-ton 
pickup, $790. '52 SL Deluxe 4-dr., $785*; 
. "51 SL Deluxe 2-dr., $720, 
$605. ’°50 SL Deluxe 2-dr., $440, 
$415. °49 SL Deluxe 2-dr., $295. '47 FL 
2-dr., $210. '46 FL 4-dr., $135. 
CHRYSLER—’50 Windsor 4-dr., $435. 
DeSOTO—’53 Fire Dome (8) Sportsman, 
$1,435°, $1,095*, 2 at $1,070; 2-dr., $1,- 
400°, ei ’52 Fire Dome (8) 4-dr., 


$860, $780°. 

DODGE—’50 conv., $315. 

FORD—’54 Custom (8) 4-dr., $1,345, $1,- 
325, $1,275. ’53 Custom (8) 4-dr., $1,- 
255°. ’°52 Main (8) 2-dr., $715*. '51 Cus- 
tom (6) 2-dr., $455. ‘50 Custom (6) 
4-dr., $470°, $360; 2-dr., $375. '47 Cus- 
tom (8) 4-dr., $180. 

HUDSON—’51 4-dr., $555*, $470°*. 

LINCOLN—’53 Capri 4-dr., $2,015*. '50 
2-dr., $515°. 

MERCURY — ’51 4-dr., $775*. 
$350; 4-dr., $340*. 

NASH—’52 Rambler station wagon, $780*. 
"50 4-dr., $215°. 

OLDSMOBILE—'54 (98) Holiday, $2,900* 
(ps). 51 (88) 2-dr., $925*; 4-dr., $715*; 


*50 2-dr., 


(98) Holiday, $800*. °50 (98) 4-dr., 
$600*. '49 (98) conv., $445°. 
PLYMOUTH—’54 Plaza 4-dr., $1,005. '53 


Cranbrook 4-dr., $965, $920, $905, $895; 
club coupe, $890. °52 Cranbrook club 
coupe, $630; 4-dr., $625. 

PONTIAC — ’51 Silver Streak (8) 2-dr., 
$575*. ’50 Silver Streak (8) 4-dr., $525°, 
$310°. °49 Silver Streak (8) sedan, $375; 
2-dr., $335*. 

STUDEBAKER — ‘'48 Commander 4-dr., 
$215*; 2-dr., $200°, 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
co Prices are for sale of March 
(Weather good—market strong. Sold 

103 cars out of 135 offerings.) 

BUICK—’55 RM Riviera 2-dr., $3,010° 
(ps). °52 RM Riviera 4-dr., $815*, $775* 
(ps). '51 RM 2-dr., $500*°. °50 Special 
2-dr., $415; Super 2-dr., $355*. ’°49 Super 
2-dr., $140. 

CHEVROLET—’54 Bel Air 4-dr., $1,505*; 
Two-ten 2-dr., $1,200; One-fifty 2-dr., 
$1,075, $1,050, $1,040, 2 at $1,010. '53 
Two-ten 4-dr., $860; One-fifty 2-dr., 
$700. °52 SL Deluxe 4-dr., $695; SL 
Special 2-dr., $595. ’°51 FL Deluxe 2-dr., 
$545, $420°. °50 SL Deluxe Suburban, 
pag 2-dr., $355. °49 SL Deluxe 4-dr., 

CHRYSLER—’53 Windsor 4-dr., $1,100°. 

DeSOTO—’51 4-dr., $590. 

DODGE—’50 Coronet 4-dr., $350*. '48 Cus- 
tom 4-dr., $135. 

FORD—’55 Fairlane (8) Victoria, $2,125*, 
$2,050; 2-dr., $2,005%; Main (8) 2-dr., 
$1,500. °54 Main (6) 2-dr., $955. °53 
Crest (8) Victoria, $1,260*. °51 Custom 
(8) Victoria, $730*; 2-dr., $340*. °49 
Custom (8) 2-dr., $300, $270, $215. 

HUDSON—’51 Pacemaker 4-dr., $300. 

KAISER—’53 2-dr., $825*. 

NASH —’53 Ambassador 4-dr., $1,060*; 
Statesman 4-dr., $770. '52 Ambassador 
2-dr., $950*. '50 Ambassador 4-dr., $155*. 
"49 (600) 4-dr., $145. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
645°. °54 (88) 4-dr., $2,205* (ps). °52 
(88) 4-dr., $1,115*. °51 (98) 4-dr., $725°. 
"50 (98) 4-dr., $550*%, $470*. °47 (76) 
4-dr., $140*. 

PACKARD—’52 Deluxe 4-dr., $790. 

PLYMOUTH—’54 Belvedere 2-dr., 
*53 Cambridge 4-dr., $715. 
Deluxe 4-dr., $380. 

PONTIAC—’53 Chieftain (6) station wa- 
gon, $1,055. °50 Silver Streak (8) 2-dr., 
2 at $355°; 4-dr., $330*. °49 Silver 
Streak (8) 2-dr., $355*. 

STUDEBAKER — '52 Commander 2-dr., 
$465. °49 %-ton pickup, $280. 

WILLYS—’51 station wagon, $415. 

MISCELLANEOUS—’55 GMC %-ton pick- 
up, $1,295. 


$1,455. 
’49 Special 


— Auctions in Brief — 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (March 10). Market good on sharp 
autos. Average units lower than previous 
weeks sale. Sold 53 out of 97. 

* . * 


DENVER 
Colorado Auto Auction. Sale every Sun- 
day and Monday (March 7-8). Market on 
current models softer; good demand for 
clean, older models. Sold 325 cars. 
+ * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (March 10). We had a very good sale 
this week, with 80 percent of the entries 
sold. 

* * * 


JENISON, MICH. 

Grand Rapids Auctions, Inc. Sale every 
Tuesday (March 8). Market very steady. 
Snow held down consignment, but buying 
was active. Sold 60 cars out of 82. 

* - 


MANHEIM, PA. 

Manheim Auto Sales & Auction Co. Sale 
every Friday (March 4). Market good. 
Sold 166 cars out of 220. 

* + s 
CHICAGO 


Greater Chicago Auto Auction. Sale every 





Thursday (March 10). Market soft this 
week. Sold 152 out of 271. 
* e * 


HORESHEADS, N. Y. 


Horseheads Auto Auction. Sale every 
Tuesday and Friday (March 8-11). M irke 
excellent with plenty of cars and buyers. 

. o * 


MONTPELIER, O. 


Montpelier Auto Auction Co. Sale every 
Monday (March 7). Bidding fair. Weather 
cold and blustery. 


Phoenix Hudson Franchise 


Granted to Daniel 


N. R. Daniel has been granted 
the Hudson franchise in Phoenix, 
Ariz., which had been terminated 
by Arizona Hudson Co. 


A new showroom has been opened 
in conjunction with the Arcade 
Storage Garage, which Daniel will 
continue to operate. 


PORTADLA 
AUTO TURNTABLES 


Amazingly low in price and easily 
set up by you—ANYWHERE. 

As simple as that—AMER-STAGE cares 
turntables now bring top-flight man- 
ship within the reach every car deal- 
er's budget. Best of all, they can be 
quickly and easily moved to any spot you 
choose. 


Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. 


Also 
avail- 
able 


POSTS 


RO 
RAILINGS 
Write 
for 
prices. 
AMERICAN STAGE 
EQUIPMENT, INC. 
805 East 134 St., Bronx 54, N. Y. 








NEAT SIGNS 
Make ‘em "STOP & LOOK" 





Samples 
PLASTIKON orere Avs 


4 No. Division St. Buff. 3,N. 7 


USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF °53- ‘54 210 Chevrolets 9 
Custom Fords— + 


WE ARE AS NEAR AS 
YOUR TELEPHONE 


WITH A STEADY SUPPLY 
wk ALL CARS CLEAN x 


EMKAY, INC. 
6850 Cottage Greve Ave. 
Chicage 37, Ill. 
Phone: Museum 4-6969 
Ask for Ben Geller 





MORE AUTO DEALERS SPECIFY 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


Detaits SUEMAC over, colorede 








100 Feet of 48-12” x 18” Pennant: 
All-Weather Durafiilm Only $4.50 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Obie, dept. N 
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Visi: Florida, Detroit . . . 
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92 L-M Sales Aces 
Win Fla. Vacations 


BOCA RATON, Fla. — Ninety- 
two Lincoln and Mercury salesmen 
from 32 states began a week’s free 
vacation here last week, as mem- 
bers of the “inner circle” of the 
Lincoln-Mercury Sales Council. 

Joseph E. Bayne, L-M general 
sales manager, greeted the sales- 
men on their arrival here. Grover 
C. Page, manager of the Sales 
Council, said the men averaged 185 
car sales last year. The top four 
men in each of the division’s 23 
sales districts were selected. 

After five days of recreation, the 
men will fly to Detroit where they 
will visit the L-M assembly plant 
at Wayne and tour Greenfield Vil- 
lage, the Ford Rotunda and the 
Rouge plant. Each winner wil] be 
presented with a gold pin and 
bronze plaque at a banquet this 
week. 


. Leading Mercury salesman was 

Sidney Chrystal, of Edward Mer- 
cury, Newark, N. J., who sold 289. 
Top Lincoln salesman was Earl A. 
Miller, of Fred Jones Co., Tulsa, 
who sold 75. Zachary T. Carringer, 
of Oak Ridge Motors, Oak Ridge, 
Tenn., was the leading used-car 
salesman with 463. 

Other salesmen honored included: 

Thomas E. Bankhead jr., Harvey 
Motors, Rock Hill, S. C.; Ernest A. 
Holland, Strickland Motors, Inc., 
Columbus, Ga.; Neal H. Fuller, 
Downtown Lincoln-Mercury, Inc., 
Atlanta; William C. Bailey, Fred 
Goad Motors, Inc., Birmingham, 
Ala.; Dominick Morley Clark & 
White, Inc., Boston; Lawrence R. 
Small, Wentworth Jennings, Inc., 
West Newton, Mass.; Michael Gen- 
tile, Elliott Lincoln-Mercury Co., 
Springfield, Mass., and Arthur F. 
Libbey, Swearingen Motors Co., 
Portland, Me. 

Albert H. Dallmann, D & E Mo- 
tors, Inc., Williamsville, N. Y.; E. 
Hiram Hare, Hupp Motors, Inc., 
Fairport, N. Y.; Robert F. Bosdyk 
and Charles G. Connor, both of 
Koerner Motors, Inc., Rochester, 
N. Y.; George J. Gosly, Motherwell 
Motors, Inc., Chicago; Louis B. 
Kumpfer, Lake Park Motors, Inc., 
Chicago; Edward C. English, M. J. 
McCarthy Motor Sales Co., Chicago, 
and Stanley B. Whitelock, High- 
land Park Lincoln-Mercury, Inc., 
Highiand Park, Il. 

Sterling K. Vaughn, Morristown 
Lincoln-Mercury, Morristown, 
Tenn.; James F. Blaine, Middletown 
Lincoln - Mercury, Middletown, O.; 
James B. Marcum, Richardson Mo- 


tor, Middlesboro, Ky.; Jack O’Lough- | 


lin, Meisel Motors, Cleveland; 
Frank C. Benore, Kemp Bros., Inc., 
Akron; Jerome H. Joseph, Lake- 
wood Motors, Lakewood, O.; George 
R. Littell, Ohio Motors, Cleveland; 
Casey Jones, alternate, Ohio Mo- 
tors, Cleveland; Johnny Boren, 
Armstrong Motors, Temple, Tex.; 
Malcolm C. McBurnett, Bailey Auto 
Company, Inc., San Angelo, Tex.; 
Bud LaQuey, Bill Hale Motors Co., 
Odessa, Tex. Thad Woodruff, City 
Motors, Dallas; Eldred C. Nicholes, 
Lake Motors, Salt Lake City; R. E. 
McHugh jr., Kumpf Motor Car Co., 
Denver, and William D. O’Neill, and 
Elmer Debus, of Livingston Motors, 
* Ine., Denver. 

Cc. E. Johnson, Monsky & Louis 
Motors, Inc., Omaha; William R. 
McCoy, J. V. Thorndike, Inc., Oma- 
ha; Marion V. Hutchinson, L & M 
Motor Sales, Inc., Burlington, Ia.; 
Herbert H. Reisner, Gildemeister 
Motor Co., Ft. Dodge, Ia.; Thomas 
C. Larkins, George Miller and Mar- 
vin A. Belknap, all of Park Motor 
Sales, Highland Park, Mich.; Frank 
Kelly, Dan Holahan, Inc., Flint; 
Darrell Leroy Hazelhurst jr., Great- 
er Houston Motors, Houston; L. C. 
McMahan and Hubert H. Ver- 
schoyle, both of Turbiville Motors, 
Inc., San Antonio; Emile George, 
George Spiker Motors, Port Arthur, 
Tex.; John Piombo jr., North Flor- 
ida Motors Co., Jacksonville, Fla.; 
Ben W. Swift jr., Steward Lincoin- 
Mercury Co., Hollywood, Fia.; 
Thomas Price, Miami Lincoin-Mer- 
cury, Inc., Miami, and E. A. Ed- 
munds, Central Florida Motors Co., 
Orlando, Fla. 

Tom W. Stevens, Fred Jones, Inc., 
Oklahoma City; Robert Lee Jones, 





(*) Paul Freeborg, Fred Jones Co., 
Tulsa, Okla.; Prier Lee Price III, 
alternate, 
Okla.; Jack Martin, Claude J. Wall- 
ingford and Richard Goodrich, all 
of Harbor Motors, Long Beach, 
Calif.; Al Reilly, Berl Berry, Inc., 


Los Angeles; A. M. Ray, Sewell Mo- | 


tor Co., Kennett, Mo.; Earl C. Mc- 
Daniel, Bacon Motors, Greenville, 


Miss.; Dewey Putman, The Trading 


Post, Hope, Ark.; Olen L. McKay, 
Bagby Hall Motors, Jackson, Miss.; 
(*) Leonard Richman, Cirlin Mo- 
tors Corp., Brooklyn, N. Y.; Sandy 
S. Lipkus, Town Motors, Engle- 
wood, N. J.; William T. Inglis, Al- 
bert Motors, Inc., Woodmere, N. Y., 
and Walter Fiveson, alternate, Cen- 
tral Lincoln-Mercury, Inc., Brook- 
lyn, N. Y. 


Mervin Millman, G. K. Hardt Co., 
Santa Rosa, Calif.; Emile Bugna 
and Joseph Thomas, both of Van 
Etta Motors, San Francisco; John 
R. Zentner, Thompson Motors, Mer- 
ced, Calif.; William A. Elliott, Ber- 
tram Stiff jr. and William R. Wan- 
ger, all of Merlin Motors, Camden, 
N. J.; James Vilotti, Continental 
Auto Sales Corp. Philadelphia; 
William A. Krebs, Willis Motor Co., 
Inc., Pittsburgh; William J. George, 
Shehab Motor Sales, Inc., New Ken- 
sington, Pa.; Joseph L. Foizey, Har- 
less Motor Sales, Pittsburgh, and 
John W. Tillia jr., Lockwood & 
Smith Motor Sales, New Castle, Pa. 


Kenneth Mackenzie, Francis Lin- 
coln-Mercury, Inc., Portland, Ore.; 
Ralph G. Grossman, Pacific Lin- 
coln-Mercury Co., Seattle; Raymond 
B. Nuxoll, Lou Bell Motors, Lewis- 
ton, 1d.; John Hamstreet, Basin 
Motors, Klamath Falls, Ore.; Erwin 
D. Bender jr., and Otto W. Grun- 
wald, both of Mallory Motor Co., 
St. Louis; Wellington F. Clayton, 
Cornish and Chandler, Jacksonville, 
Tll.; William A. Hosfeld, Walter Aff 
Motors, St. Charles, Mo.; James P. 
Dudley, Young, Inc., St. Paul; Ken 
I. Dennis, Cumming Motor Co., 
Sioux Falls, S. D.; (*) Joseph F. 
Loesch, Mitchell and Boyer, Inc., 
Minneapolis; Ronald T. Absey, Ab- 
sey Motors, Grand Forks, N. D.; 
Henry E. Walters, alternate, Young, 
Inc., St. Paul; William Eaton jr., 
Montgomery -Stubbs Motors, Inc., 


ies, Grady Motors, Inc., Bethesda, 
Md.; James B. Dixon, Walter H. 
Hick, Inc., Baltimore, and Wayne 
E. Hawk, Paul H. Pusey, Inc., Rich- 
mond, Va. 

(*) Unable to take prize trip 
and replaced by alternate winner). 


Fox Buys Out Boyle 


The name of Boyle & Fox (Ford), 
Hollywood, Calif., has been changed 
to Cort Fox-Ford. Cort Fox has 
purchased the Boyle interests. Re- 
modeling and redecorating has 
been completed, and Dick Cheste1 
has been promoted to sales man- 
ager. 








Fred Jones Co., Tulsa,| | 
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Thrasher Elected by L. A.-Area DeSoto Dealers— 
At the national DeSoto dealer-factory council meeting to be held in Detroit today 


(March 21) and tomorrow, James K. Thrasher, Bakersfield, Calif., 


will represent the 


dealers of the Los Angeles region. Seated (from left) are members of the regional 
conference eommittee: H. A. Du Frene, Tujunga, Calif.; Thrasher; Joel Darner, Mesa, 


Ariz., 


and Everett Pyle, Compton, Calif. Standing: M. R. Mackaig, Los Angeles; Bob 


McClure, Leng Beach, Calif.; D. H. Copeland, Los Angeles regionol manager; P. W. 


Hall, Riverside, Calif., 


and H. R. McNeil, 


East Los Angeles. 


Pontiac Shifts Zone Men 
As House Retires in L. A. 


PONTIAC. 


— Appointment of | 


manager, has been with Pontiac 


H. C. Pratt as zone manager of| since 1987. 


Pontiac in Los Angeles was an- 





D. M. House G. A. Wiggins 


nounced last week by H. E. Craw- 
ford, general sales manager. Pratt 





H. C, Pratt 


J. A. Gundry | 
Silver Spring, Md.; Hanlon E. Dav- succeeds D. M. House, who has re- 


tired after 36 years of service with 
General Motors. 
_Pratt, 4 formerly 


Auto Maniacs 





‘Meet March 26 


DETROIT.—Auto Maniacs of 


| America, auto fan club, will hold 


its annual spring jamboree March 
26 in the Veterans Memorial Build- 
ing in downtown Detroit. 

Charles M. Rubly, assistant staff 
engineer of Chevrolet, will speak 
on the ’55 Chevrolet. Allan A. Har- 
ris, of McCulloch Motors Corp., will 
discuss supercharging. 


MEMORIAL 


BOX DERBY WiLL 


‘SITE OF THE 
INDIANAPOLIS Soap 
BOX D ~ a 


RRS by 
THE INDIANAPOLIS STAR 


Derby Site Memorial for Wilbur Shaw— 


The Soap Box Derby track and hill in Indianapolis has been made a memorial to 





Buffalo zone | 


| Speedway, was a three-time winner in the 
| the Soap Box Derby. Taking part in the dedication are (from left) A. M. Clark, mayor 


the late Wilbur Shaw with this outdoor panel. Shaw, president of the Indianapolis 


"500" race and a prominent figure in 


of Indianapolis; Joseph Hanna, of General Outdoor Advertising Co., Inc.; W. G. 
Power, Chevrolet advertising manager, and M. E. Scott, assistant advertising manager 
of Chevrolet and originator of the derby. Chevrolet co-sponsors the event with leading | 


Fred Jones of Texas, Amarillo, Tex.; newspapers. 


Six other zone appointments also 
were announced by Crawford, along 
with a promotion to the central 
office. 

G. A. Wiggins, 
formerly Omaha 
zone manager, 
takes Pratt’s post 
in Buffalo. Wig- 
gins joined Pon- 
tiac in 1939. 

Wiggins, in 
turn, is succeeded 
in Omaha by G. 
T. Parrish, who 
had been assist- 
ant Zone Manager 
in Omaha since C. W. Edmonston 
1953. He has been associated with 
Pontiac since 1947. 

Parrish’s former post goes to 
C. F. Pansing, formerly parts and 
accessories merchandising manager 
in the Houston zone. He has been 
with Pontiac since 1949. 

G. W. Weatherbee, formerly as- 
sistant zone manager in Charlotte, 





J. A. Newberry C. F. Pansing 
N. C., has been promoted to Minne- 
apolis zone manager. Weatherbee 
has been with Pontiac since 1946. 

Named as assistant zone man- 
ager in Milwaukee was J. A. 
Gundry, formerly midwestern 
sales promotion manager and as- 
sociated with Pontiac since 1940. 

Gundry succeeds C. W. Edmon- 
ston, who has been appointed as- 
sistant business management man- 





G. W. Weatherbce G. T. Parrish 
ager in the division’s central office. 
Both Gundry and Edmonston joined 
Pontiac in 1945. 

Weatherbee is succeeded by J. A. 
Newberry, formerly business man- 
agement manager of the Atlanta 
zone and a Pontiac employe since 
1940. 


Peacock Switches 
Bert M. Peacock, formerly the 


Nash dealer in Hanford, Calif., | 


has been appointed Studebaker 


dealer in the area and will oper- | 


ate as Bert M. Peacock Co. Prior 
to his Nash affiliation, Peacock 
was a factory representative of 
Reo truck. 





New O 
County Directors 


Picked by Dealers 


ers . + « 


4|In Iowa Balloting 


DES MOINES. — Thirty-two new 
county directors of the Iowas Auto- 
mobile Dealers Assn. have been 
elected by mail balloting. They will 
begin three-year terms, commenc- 
ing at the opening of the two-day 
annual convention here next Mon- 
day (March 28). 


New directors are: Earl Barry, 
Mapleton; O. J. Duea, Albia; Don 
Gell, Red Oak; C. N. Connell, Mus- 
catine; Fred Veschoor, Sheldon; 
R. H. Horton, Sibley; D. S. Black- 
burn, Shenandoah; C. A. Dinges, 
Emmetsburg; D. A. Bacon, Rem- 
sen; John Dingosch, Pocahontas: 
Charles H. Betts, Des Moines; 
Floyd Hughes jr., Council Bluffs; 
Melvin Van Wechel, Grinnell; E. E. 
Carr, Mount Ayr; John Lewis, Sac 
City; Vern Trevellyn, Davenport. 

E. M. Christensen, Harlan; Ar- 
thur Skele, Ames; Harlan Siemens, 
Dysart; Raymond Miller jr., Lenox; 
| Ed. Bray, Creston; W. R. Davidson, 
Keosauqua; William Cramblit, Ot- 
tumwa; Guy Hornaday, Indianola; 
G. E. Mace, Washington; L. K. 
Doze, Humeston; George Gilde- 
meister, Fort Dodge; Allan Sten- 
seth, Forest City; Gerald F. Dahly, 
Decorah; R. S. Hoak, Sioux City; 
A. T. Huso, Northwood; and Cor- 
nell Deeny, Eagle Grove. 

* * a 


Cincinnati Dealers 


Elevate Sander 


CINCINNATI. — W. J. Sander 
has been elected president of the 
Cincinnati Automobile Dealers 
Assn. H. H. Van Meter was named 
vice - president; Clifford Jacobs, 
treasurer, and Mrs. Erdie Turner, 
secretary. 

The board of directors consists 
of James I. Adams, Joe E. Busam, 
C. R. Hassan, Harry Hocks jr., 
William M. Judd, Robert Jung. 
Robert J. Menke, John Reising, 
Joseph Sheppard, Henry Sieve jr.. 
Ray Smith and C. Dabney Thom- 
son. 


Judd is the retiring president. 
= 


Burke Elected 
In Fort Worth 


FORT WORTH.—Richard W. 
Burke, of Ransom-Burke Motor Co. 
(Chrysler - Plymouth), has been 
elected president of the New Car 
Dealers Assn. of Fort Worth. 


Other officers are Thomas Mas- 
tin jr., first vice-president; Clyde 
Westfall, second vice-president, and 
Basil Roper, secretary-treasurer. 

| J. C, Whitehurst is general counsel. 
. a = 


St. Louis Dealers 
Reelect Gilbert 


ST. LOUIS.—C. A. Gilbert, presi- 
dent of Gilbert Buick Co., has been 
reelected president of the Greater 
St. Louis Automotive Assn. 

Other officers are Irvin F. Jor- 
dan, St. Johns Motor Co. (Chrysler- 
| Plymouth), vice-president; George 
|M. Berry, Albrecht - Burke, Inc. 
(Packard), treasurer, and Fay 
Hahn, secretary. 


Beside the association’s three top 
officers, the board of directors con- 
sists of Clark Compton, James W. 
Mueller, A. H. Roper, Sidney 
Weber, Michael Bilgere, Thomas 
E. Costello and David Riesmeyer. 

a. 


Stephens Elected 
In Daytona Beach 


DAYTONA BEACH, Fla.—James 
R. Stephens (Pontiac) has been 
elected president of the Daytona 
Beach Automobile Dealers Assn. 

Others elected were E. John Weil 
(Buick - Cadillac), vice - president, 
and James Blackmon (Lincoln- 
| Mercury), secretary-treasurer. 

* * * 


Goad Motor to Expand 
Goad Motor Co. (Cadillac), Cor- 
pus Christi, Tex., has been granted 
a $42,000 building permit for the 
enlargement of its sales and serv- 
ice building at 408 S. Shorelines Dr. 
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Cabs Compared— 


The cab-over-engine cab (upper draw- 
ing) and a conventional cab are outlined 
in both illustrations with broken lines. 
Because it is lower than a COE unit and 
has shorter dimensions than a conven- 
tional unit, the new GMC dual-purpose 
vehicle combines the advantages of both 
the other units. 


Indianapolis Elects 


Wiles, Ramp, Donovan 

INDIANAPOLIS. — The Indian- 
apolis Automobile Trade Assn. has 
elected the following three direc- 
tors: 

Joe B. Wiles, partner of Wiles- 
Johnson Motors, Inc.; John Ramp, 
president of John Ramp Oldsmo- 
bile Inc., and Bert F. Donovan, 
president of Hoosier Cadillac Co. 





CYLINDER 
SURFACING 


HONE 


ee 


VIL SEREEE EE 










PONTIAC. — GMC last week in- 
troduced 128 new 1955 truck models, 
from half-ton pickups to five-ton 
tractors—an increase of 74 models 
over 1954, Forty-four are powered 
by V-8 engines. 

Included was a new series of 
lighter-weight diesels and a series 
|of “dual-purpose” trucks, combin- 
ing advantages of cab-over-engine 
'and conventional units. GMC said 
;some 500 major styling and engi- 
| neering improvements are embod- 
ied in the new trucks as well as 
expanded use of Hydramatic trans- 
missions, from 13 to 65 models. 

The company said it was the 
first exclusive truck maker to 
present a complete line of stand- 
ard V-8s. Two different V-8s have 
been developed. The 288-cubic- 
inch engine develops 155 horse- 
pewer; the 324-inch engine 
achieves 175 horsepower. 

GMC said that its six-cylinder 
engines have been increased in 
power. The 248 engine has been 
upped from 125 to 130; the 270 from 
137 to 140; the 302 from 145 to 155; 
the 360 from 155 to 170; the 426 
from 177 to 190 and the 503 from 
200 to 225. 

Other advances include hidden 
running boards; new grille, header 
bar and bumper assembly, a two- 
cluster instrument panel in front 
of the driver, cadet peaks over 
headlights and windshields and a 
new ventilating system. 

Thirteen exterior colors are 
available and optional equipment 
includes electric windshield wip- 
ers, left-hand door locks, wrap- 
around windows and tinted glass. 

The “hold” position in the eight- 


1M NEW! 
| HAVE 





Lightweight Diesels and Two V-8s .. . 


*55 GMCs Bow in 128 Models 


speed Hydra-Matic transmission— 
once available only in heavy-duty 
models—has been extended to me- 
dium-duty trucks. This position 
permits the engine to be used as a 
brake. 

The new dual-purpose trucks are 
close-coupled with 89-inch bumper- 
to-back dimensions. With a setback 
axle they provide load distribution 
and turning qualities of the COE 
models with step heights compara- 
ble to conventional models. 

The length of conventional cabs, 
GMC said, has been revised to 
permit bigger payloads. One of 
these revisions comes in the me- 
dium-duty 450 through 550 series, 
bumper - to - back cab dimensions 
have been cut from 114 to 102 
inches. 

Other features of the new trucks 

include: 

1. Lighter aluminum parts on the 
six-cylinder, 175-185 horsepower 
diesel. Other diesels are the six- 


St. Louis Dealers 


Pick Committees 


ST. LOUIS. — The Greater St. 
Louis Automotive Assn. has an- 
nounced committee assignments for 
1955. 


Chairman of the committees in- 
clude Michael J. Bilgere (Chevro- 
let), labor; Thomas Costello (Pon- 
tiac), auto show; Sidney Weber 
(Dodge - Plymouth), membership; 
David Riesmeyer (Ford), advertis- 
ing, and I. F. Jordan (Chrysler- 
Plymouth), recreation. 


1 WIDER RANGE! 
2 to 7 Inches 


Resurface cylinders on CARS, TRUCKS, 
TRACTORS, OUTBOARDS, LAWN MOWERS, 


POWER SAWS, ETC. 


| HAVE 


10 


FLEXIBLE DRIVE! 


Can hone cylinders in cars. 


IM EASY 


USE! 


No adjustments necessary. 
Operated by 4”, 3%”, or 2" 
electric drill. 


I'M FASTER! 


Twenty seconds per 
cylinder. 





AMMCO TOOLS, INC. 








cylinder, 230 horsepower and four- 
cylinder, 150 horsepower. 

2. A new 14-inch, two plate clutch 
is standard on 426, 503, 4-71 and 
6-71 diesel engines having standard 
transmissions. Its friction surface 
is 393 square inches. 

3. New truck seats using natural 
cushioning effect of compressed air 
that provide a more comfortable 
ride. 

4. Longer and stronger front 
springs. 

5. Bumper-to-back cab dimen- 


Higher Tax Yield 
Aim of Idaho 
Truck Proposals 


BOISE, Id.—(UTPS)—Bills have 
been introduced in the Idaho Leg- 
islature proposing a revision of 
truck license and highway - use 
taxes on a ton-mile basis to yield 
an estimated $1,500,000 annual in- 
crease in revenues. 

One bill provides for a reinstate- 
ment of the ton-mile tax and would 
be figured on mills per mile of op- 
eration. 

The schedule would range from 
7.5 mills per mile for vehicles of 
less than 18,000 pounds gross weight 
to 43 mills per mile for vehicles 
between 70,000 and 72,000 pounds 
gross weight, plus 2.5 mills for each 
2,000 pounds or fraction thereof in 
excess of 72,000 pounds. Provisions 
would become effective next year 
and would replace the former tax 
basis of 1,000 miles. 

Another bill would make the mill- 
mile tax applicable to truck opera- 
tion during the current year. It 
would further call for the return 
of license plates after sale of the 
vehicle for which the plates had 
been purchased; return the pen- 
alty for payment delinquency to 5 
percent, and change the Uniform 
Registration Act of 1953 to permit 
the department of law enforcement 
to check out-of-state records. 

The first bill further provides for 
annual registration fees for com- 
mercial vehicles not in excess of 
16,000 pounds gross weight, and 
noncommercial and farm vehicles 
ranging from $10 to $55. Fees for 
other commercial vehicles would 
range from $55 to $150. 





GMC Adds Glamour to Pickup— 

Low-silhouette styling blends with functional sturdiness in this 1955 GMC pickup 
truck, which is part of the new Blue Chip line. Besides a panoramic windshield and 
cadet peaks over headlights, the truck features a distinctive front-end design. 
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sions on the medium-duty £00. 
870 models are six inches sho: ter 
and wheelbases are seven inc ‘tes 
shorter. 

6. Dome light switch on instru. 
ment panel. 

7. Lightweight five-spoke whee 
| replaces six-spoke cast wheels 

8. Front axle capacities increase; 
as much as 2,000 pounds. 

Philip J. Monaghan, General Mo. 
tors vice-president and GMC gen. 
eral manager, summed up the firm’s 
view of its new line by saying: 

“The 1955 GMCs represent the 
greatest advancements in truck ep. 
gineering and styling ever achicved 
in a model changeover by a major 


truck manufacturer.” 
* * * 
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Hold ‘Locks’ Gears— 


A ‘hold’ position has been developed 
by GMC for the eight-speed Hydra- 
Matic transmissions in medium and heavy- 
duty trucks. The Twin Hydra-Matic trans- 
mission has two four-speed transmissions 
mounted one above the other. The sun 


gears in the front equalize pressure of 
the two units, 
speeds. 


which run at different 








( wk : en 
Ventilating System— 


Fresh air circulates throughout the new 
GMC cob. As the arrows indicate, the air 
enters through a louvered opening, flows 
into a chamber which channels it to both 
sides of the cab and enters the cab 
along the right and left interior cowl 

nels near the floor. 





Shorter Cab Increases Efficiency— 

The Mode! 500 tractor cab in 450 through 550 series of GMC's Blue Chip line is 
102 inches long, or 12 inches shorter than previous models. The compact cab permits 
greater operating efficiency and bigger payloads. 
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Factories and Dealers . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
Henry Ford, II, president of Ford 
Motor Co., has been named Market- 
ing Man of the Year for 1954 by 
members of Tide 
magazine’s lead- 
ership panel. 
Ford won by a 
slight edge over 
two other auto- 
mobile marketers, 
L. L. (Tex) Col- 
bert, president of 
Chrysler Corp., 
and Harlow H. 
Curtice, president 
of General Mo- 
tors. 





Henry Ford II 
Altogether, 5,000 advertisers, 


agencymen, public relations and 
media executives cast votes in the 
election. 

Of the 70 men and two women 
nominated, nine were submitted 
for the panel’s final vote. 

Colbert placed second and Cur- 
tice third in the final balloting. 

Others voted upon in the final 

balloting and the order in which 
they finished were: President Eis- 
enhower, Sylvester Weaver, presi- 
dent of National Broadcasting Co.; 
Clarence Eldridge, marketing vice- 
president of Campbell Soup Co.; 
Arno Johnson, vice-president of J. 
Walter Thompson; David Ogilvy, 
president of Ogilvy, Benson & 
Mather, and E. B. Weiss, independ- 
ent merchandising consultant. 


Nash Dealers Air Sports 

Greater Boston Nash _ dealers 
have renewed their sponsorship of 
Leo Egan’s “All About Sports” ra- 
dio program over WBZ-WBZA, 
Boston. 

There are 45 dealers in the New 
England organization. 

* * * 


Ads Sell Gray Deal 


A series of ads in the local news- 
paper is being used by Walter L. 
Gray, Inc., 603 South St. (Dodge- 
Plymouth), Lafayette, Ind., to ac- 
quaint the public with the dealer- 
ship organization. 

Pictures of the departments are 
being used in the series. 


| Long Picks Drake 


Long Mfg. division of Borg-War- 
ner Corp., has appointed Kenneth 
Drake Associates, Detroit, to han- 
dle the advertising programs for 
the division. 

Long produces torque converters, 
radiators, clutches and other prod- 
ucts for automotive, industrial agri- 
cultural and marine use. 

3 - ® 


More TV Stations Sought 


More television stations to reach 
more people, particularly those in 
less than 50,000 
population, have been urged by the 
Dage Television division of Thomp- 
son Products, Inc., Michigan City, 
Ind., in recommendations to the 
Federal Communications Commis- 
sion. 

Present Federal regulations, 
specifying high-power require- 
ments, make construction of new 
stations uneconomical, said Dage. 

It urged approval by the FCC of 
.Stations of lower power (mini- 
mum effective radiated power of 

100 watts). 

Cost of the necessary transmit- 


iting equipment today ranges from 


4 $250,000 to $500,000, the manufac- 


\turer estimated, while low-power 
) stations could be equipped for less 


than $50,000. 


Although Federal regulations 
presently authorize 2,000 stations in 


51,200 communities, fewer than 500 
are in operation, with applications 


pending for only 175 more. High 


"equipment costs are blocking tele- 


*vision for the masses, 


asserted 
Dage. 

The manufacturer estimated 
there are approximately 900 com- 


» munities with population of less 


than 50,000 which still do not have 
any local television operations. 
Submitted to the FCC at the same 


» time as the Dage presentation were 


similar recommendations from the 
Joint Committee for Educational 
Television, Washington, which 


seeks to enlarge the use of tele- 
vision as an effective aid in educa- 


tion. Both were submitted at the 
request of the FCC. 


* * * 


Executive Training Parley 

Dartnell Corp., of Chicago, will 
sponsor a two-day executive 
training conference Apr. 26-27 at 
the Congress Hotel, Chicago. 


Title of the conference is “Im- 
proved Techniques for Planning 
and Staging Effective Meetings 
and Conventions.” 

The Theatre for Industry divi- 
sion of Ira Mosher Associates, 
Inc., will prepare and present the 
program. 

+ + * 


‘Get Pix Straight? Ads Back 


A fifth series of advertisements 
in the “Let’s Get the Picture 
Straight” campaign that was first 
started by newspapers back in 1952 
has begun appearing in advertising 
and marketing business papers. 

Theme of the new promotion is 
“Let’s Get the Picture Straight 
About Magazines.” 

With a total of 28 of the 48 
newspapers that publish weekend 
rotogravure magazines participat- 
ing, the promotion consists of a 
total of 28 double-page layouts 
pointing up coverage, 


| promoted to public relations direc- 
| tor. 

Prior to joining Four Wheel, 
|Laack was assistant to the adver- 
tising manager of Trane Co., La 
Crosse, Wis., and supervisor of 
general sales publications of the 
general machinery division of Allis- 
Chalmers Mfg. Co. 


* x * 


BSF&D Gets Borg Mfg. 


Brooke, Smith, French & Dor- 
rance, Inc., has been appointed by | 
Borg Mfg. Co., Los Angeles, to 





enclosures and house trailers. 
+ * * 


Ford Ups Lashley, Denman 


William A. Lashley has been ap- 
pointed manager of Ford Motor 
Co.’s Washington public relations 
office, according to Charles F. 
Moore jr., Ford’s director of public 
relations. 

Lashley succeeds John L. Den- 
man, who hag been made an as- 
sociate in Ford’s office of civic 
affairs at Dearborn. Lashley for- 
merly headed Ford Southwest 
bureau at Dallas. 

The Washington office will be re- 
sponsible for Ford public relations 
matters in Maryland, Virginia, the 
District of Columbia and a part of 
North Carolina. 

+ od * 


Monroe Turns to Films 


Menroe Auto Equipment Co. is 
using two sound color films as 





readership, | 


drawing cards at local and regional 


handle advertising of steel truck | 
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“He advocates a policy of 
peaceful coexistence with the 
customers.” 





sales meetings being held across 
the country. 

“Behind the Scenes at Indianapo- 
lis, 1954” and “You Can’t Lose,” 
both produced by Video Films, De- 
troit, are being used to promote 
the Monromatic shock absorber. 

* * * 


Auto Ads in Readers Digest 
Automotive and allied indus- 
tries are contributing heavily to 
advertising in the April issue of 
the Readers Digest, first issue in 
the publication’s 34-year history 
to carry advertisements. 
Although the first issue will 





contain 216 pages, the company 





flexibility, and high quality repro-| ~— 


duction of the newspapers’ 
magazines. 
Half of the space in each ad 


is a general selling pitch for all 


the gravure magazines distrib- 








uted with newspapers. 

The other half is an individual | 
promotion for one of the 28 roto 
magazines involved, pinpointing its 
own effectiveness and selling power 
in its market. 

The promotion will appear in the 
form of double pages in Advertis- 
ing Age, Advertising Agency, AuTo- 
motive News, Editor & Publisher, 
Food Field Reporter, Printers’ Ink, 
Sales Management, and Tide. 

As with the others in the series, 
the campaign is being coordinated 
by the Charles F. Dowd Agency in 
Toledo. 


= * * 


‘Disneyland’ Does Repeats 


To satisfy public request for re- 
peat telecasts of American Motors’ 
“Disneyland” programs, ABC-TV 
network is devoting 15 weeks to 
return performances of Walt Dis- 
ney’s shows. 

The series recently won three 
top citations in the television 
“Emmy” awards. 

First to be repeated was “Oper- 
ation Undersea” on March 16. 

Future “repeats” are “Vanishing 
Prairie-Seal Island,” March 23; 
“Monsters of the Deep,” March 30; 
“Alice in Wonderland,” Apr. 6; 
“Davy Crockett, Indian Fighter,” 
Apr. 13; “The Story of Donald 
Duck,” Apr. 20; “Davy Crockett 
Goes to Congress,” Apr. 27; “A 
Progress Report & Nature’s Half 
Acre,” May 4; “Davy Crockett at 


the Alamo,” May 11; “Wind in the 
Willows,” May 18; “A Story of 
Dogs,” May 25; “Cameras in 


Agrica-Beaver Valley,” June 1; 
“From Aesop to Hans Christian 
Andersen,” June 8; “Man in Space,” 
June 15, and “Cavalcade of Songs,” 
June 22. 


* x * 


New Spark Plug Campaign 


One of the new sales devices be- 
ing used to gain attention in the 
automotive parts field is a carousel 
“dreamed up” by the sales section 
at AC Spark Plug division of Gen- 
eral Motors and its advertising 
agency, D. P. Brother Co. 

This device provides the vehicle 
for AC to show two of its sales 
mascots, “Sparky,” an imagi- 
nary white horse, whose regular 
function is the promotion of spark 
plugs, and “Sludgie,” a make-be- 
lieve dog who interests himself 
in oil filter sales. 

The carousel, replete with “mer- 
ry-go-round” music, is being used 
as the center piece of AC’s parts 
show displays. 

* x 


Laack in New Post 


Arthur J. Laack has been named 
advertising and sales promotion 
manager of Four Wheel Drive Auto 
Co., Clintonville, Wis., succeeding 
Arthur J. Danley, who has been 
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has limited advertising to 32 
pages. 

Auto makers advertising in the 
first issue are Ford, Plymouth 
and Studebaker. Allied industries 
with April promotions are Good- 
year, Ethyl, Mobilgas and Grey- 
hound. 





* * * 


Ford Dealers Renew Pact 


The Ford Dealers Assn. of New 
York has renewed its contract of 
six participations a week for 26 
weeks on “Harry Clark and the 
News” over WCBS-Radio in New 
York. 


* 2 * 


Names 


Edward R. Grace has been named 
vice-president and chairman of the 
committee for overall agency de- 
velopment at Grant Advertising, 
Inc., Detroit. He has been with 
Grant for 10 years. 

* ? s 


John Parkinson has joined Strom- 
berger, LaVene, McKenzie, Los An- 
geles advertising firm, as a public 
relations representative. He for- 
merly was with Telecomputing 
Corp. 

* * * 

ATTENTION Detrorr ApMEN: Ad- 
craft speaker this week (Friday, 
March 25, at the Statler Hotel) is 
Kevin Sweeney, of the Radio Ad- 
vertising Bureau. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 
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Completely redesigned, the Prior “Load-ster” Helper nee complete line 
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service any customer. 
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15 Billion Persons 
Use Cabs Yearly, 
AMA Reports 


DETROIT. — Each year in the 
U. S. about 1.5 billion persons get 
into cars not their own and pay 50 
cents to a dollar for a taxi ride of 
about three miles, according to the 
Automobile Manufacturers Assn. 


There are about as many cabs 
in operation in the nation as 
there are city buses, streetcars, 
trolley coaches and rapid transit 
units combined, AMA says, while 
most mass-transit vehicles carry 
more passengers per year, the 
taxi fleet has a long lead in total 
miles traveled. 

The latest AMA figures show that 
taxis now pile up 4.8 billion miles 
a year, which is more than double 
the 1941 total. 

What the taxi has in its favor is 
the freedom of choice it offers to 
the passenger in terms of starting 
point, route and destination. 


To an urbanite trying, unsuccess- 
fully, to hail a taxi on a rainy day 
in a traffic rush-hour it may seem 
incredible that there are now 
probably more than 100,000 such 
units in operation in the U. S. The 
latest figure is 78,082, but this in- 
cludes only those in regularly or- 

operation in large cities. 
Not included are those owned and 
operated individually. Nor does the 
tabulation cover the nation’s many 
small towns. 

Largest concentration of cabs 
is in New York City, where there 
are about 12,000. Washington, 
D. C., has the next largest fleet, 
9,500. Chicago and Philadelphia 
are the only other cities with 
more than 2,000. 

New Orleans, though 16th in pop- 
ulation, ranks fifth in number of 
cabs, with 1,600. The only other 
cities with more than a thousand 
are Boston, St. Louis, Detroit, Bal- 
timore and Los Angeles. 

According to the latest statistics, 
the nation’s 78,082. cabs carry 1,489,- 
062,417 passengers annually for 4,- 
710,300,513 miles, for which the 
gross revenue is $913,865,534. 


Rayon Price Up, 
Plexiglas Down 


ENKA, N. C. — American Enka 
Corp. has announced that it will 
increase prices five cents a pound 
on 150 and 200 denier rayon yarns, 
according to C. Chester Bassett jr., 
general sales manager. 

No price revision is contemplated 
on 50, 75, 100 and 125 deniers, he) 
onme. * . s 


PHILADELPHIA.—A price cut of 
approximately 5 percent has been 
announced by Rohm & Hass Co. on | 
its acrylic Plexiglas molding pow- | 
ders, included in which were in- | 
creased freight allowances. The re- | 
duction was the second in four. 
months. 
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- @elivered 


vertised 262; Nomad 2-dr. stat. wag., $2,472. Cor- 
retail list price sug- 
provisions 


vette—6-cyl. conv., $2,799; V-8 conv., §$2,- 
934. (Powerglide optional at $178.35.) 
CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr.stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 


BUICK —Spectat — 4-ér. sed., $2,291.32; . 
$4,110.25. (PowerFlite standard on New 


2-dr. sed., $2,232.88; hardtop cpe., §2,- 


Current Prices on New Cars 


460; 2-dr. hardtop, $2,570 Super Hornet 6— 
4-dr. sed., $2.565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Ultramatic optional at $199.) 

IMPERIAL — Custom — 4-dr. sed., $4,- 
483.25; hardtop cpe., $4719.75. (Power- 
Flite standard. ) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matie 





—_, 


matic standard on Packard series iy 


extra on other models.) 

PLYMOUTH—Piaza 6 — 4-dr. sed, 
780.50; 2-dr. sed., $1,737.50; bus. pe. $1. 
638.50; 2-dr. 2- seat stat. wag. $2,076.54 
4-dr. 2-seat stat. wag. , $2,158.25. Placa Vy 
—4-dr. sed., $1,884; 2-dr. sed., $1,£41; » 
dr. 2-seat stat. wag., $2,180; 4-dr. 2+ 
stat. wag., $2,261.75. Savoy 6—4-dr Sed, 
$1,879.50; 2-dr. sed., $1,836.50. Savoy Vy 
—4-dr. sed, $i, 983; 2-dr. sed., $1,94 
ee 6 — 4-dr. 'sed., $1,978.50, 2a 

$1,935.50; hardtop epe., $2,112; 

Secas stat. wag., $2,321.75. Belvedere yy 
—4-dr. sed., $2, 082; 2-dr. sed., $2,0%. 
hardtop cpe., $2,216. 50; conv., $2, 351; dt F 
2-seat stat. wag., $2,425.25. (PowerPig 
optior.al at $172 30.) 





332.43; 4-dr. hardtop, $2,409; conv., $2,- optional at $178.20 on Manhattan; not 

590.17; 4-dr. stat. wag., $2,974. Century— oe Wider Eaten ee oe ee available on Darrin 161, which carries PONTIAC — Chieftain 860 — 4-dr. sed. 
4-dr. sed., $2,548.17; hardtop cpe., §2,- DesoTO—Fi : én, s0t.. $2,497 overdrive as standard equipment.) ge -_” = co win, Ge 
991; fede wiat wen” $e i75  Saper_4eaz, | 75; special hardtop cpe., $2,540.75; Sports-|_ LANOOLN — Custom—4-dr. sed., $3,563; | Chieftain 870—4-dr._sed. . $2,267.51; 24 
sed., $2,876.17; hardtop ope., $2,830.56; |™man hardtop cpe., $2,653.75; conv., $2,-| hardtop cpe., $3,666. Capri Special Custom | seq. $2,209.32; Catalina, $2,334.99: 4 
conv., $3,224.59, Roadmaster_-4-dr. sed., | 823-75; 4-dr. stat. wag., $3,170.25. Fire-|—*-@r. sed. $3,752; hardtop cpe., $3,910; | stat’ wag., $2,603 Star Chief ‘Deng 


$3,349.36; hardtop cpe., $3,453.05; conv.,| Fitte—4-dr. sed., $2,726.75; Sportsman 


conv., $4,071.50. 


MEROURY — Custom — 4-dr. 


(Turbo-Drive standard.) 
sed., $2,- 


4-dr. sed., 's2, 362; conv., $2,691. Star Chie 


.| hardtop cpe., $2,938.75; conv., $3,150.75. “ Custom—4-dr. sed., $2, 455; Catalina, 
po eolanad at “192.00 4 “a (PowerFlite optional at $189.) sosel: a om Fis ce ; —— = 499; Safari 2-dr. stat. wag.  § $2,962. Ps 
OADELAD—Getie 68—t-t, 908 a-dr. sed, $2018; 2dr Zecat erat, wag, | er st.. $2,400; hardtop epe., $2,404.50;  guaieiicneen ogg $1,695 
976.70: el Se son 77, ‘nardten’ cha, | $2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; * Jo es1 Sun Valley claastop, $2711 ge, |2-ar. sed., $1,585. Super—4-dr. sed.,’ f 

.70; el. epe., . eees p cpe., 4-dr. 3- t t. 2.565. V-8 cpe., $2, ; Sun Valley glasstop, $2, . 798: 2 sed 1,683: 2-dr. sta 
$4,306.01; conv., $4,448.31. Bertes 68 Spe- | ACh, son we. sies kes a ones $2,281; | COBY; $2712. (Mere-O-Matie optional at | oi" < var. sed., $1 . a ee hn] 
ed., $O186%8. lim, $0402.17, EL. |2-Gr. 2-seat stat. wag., $2,452; 4-dr, 2-| SSy 00) ss . | top, $1,995; 4-dr. stat. wag., $2,098. (By. 
ay — % oe 78: lim., oer on. F seat, State, wan, G2 50K; Gdc, Scent stat, |. METROPOLITAN Hardtop, $1,445; | a) static optional at $178.85 
——e $6,285.96. (Hydra-Matic $2,668.25 coe Gh aa oe conv., $1,469 (both prices at coastal porte ‘aan re ame 2 
standard. wag., : . le le yal : . “2 1 oO entry.) BA ER—Champion Custom — 4. 
OHEVROLET — (Prices are for 6 - cyl. | $7,279), Mardtep spe, $7300; toe aet' | _.NASH—Statesman Super 6—4-dr. sed.,| dr. sed., $1,783.24; 2-dr. sed., $1,741.% 
models; ior V-8, add $99)—One-Fifty—4- wag., $2,760.75. Cu tom Royal V-8—4-dr. $2,215. Statesman Custom 6—4-dr. sed.,| Champion Deluxe—4-dr. sed., $1,885.16; 2. 


@. oe $1,728; 2-dr. sed., $1,685; utility | seq,’ $2472.50; hardtop cpe., $2,542.50; | $2'2°5: .2-dr. hardtop, $2,495. Ambassador | dr, sed., $1,840.55; 5-pass. cpe., $1,874.50 
Eee ered: 2ae, Sek $1775; |C.0,2.N-. $2,748. (PowerFltte ‘options at aT ea. p26, tae nardton $2,705, | Stat: Wg, $2,140.64 Champion Rep 
a a 1,898; See chat. 042, Orb; 4 | $278.30.) Ambacenése Guper V-2 a7 sed., $2,775. | — 4-4t- sed., $1,993.27; 5-pass. cpe., $1,- 


FORD—(Prices tre for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Cus —4-dr. sed., 
$1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $4,959.77; 2-dr. sed., $1,913.57; 
Victoria wer aer $2,094.76; Crown Victoria 
cl. ope., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §$2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-cr. 2-seat Country Sedan, $2,- 


dr. Tat. wag., $2,127. Bel Air—4-dr. sed., 
$1,932; 2-dr. sed., $1,888; hardtop cpe., 
$2,087; conv.,$2,206; 4-dr. stat. wag., $2,- 


Low-Priced Car 
Adds 6.1 Inches 








A Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coastal ports. 
(Ultramatic optional at $199; not. available 
on Nash-Healey, which is equipped with 
overdrive. ) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62: hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., §$2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 


- | 974.50; hardtop cpe., $2,123.76; stat. 


wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,373. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed. 
$1,969.03; 5-pass. cpe., $1, 989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 

t Deluxe — 4-dr. sed., $2,310.50. 
President State—4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., §2,- 
455.50; Speedster hardtop cpe. with over- 





{formerly wasted space. 





To °41 Length 


DETROIT.—American auto- 
mobiles have grown in length an 
average of only 6.1 inches during 
the past 14 years, according to the 
Automobile Manufacturers Assn. 

A survey of the lowest-priced 
models of all makes shows that the 
average overall length of 1941 mod- 
els was 200.6 inches, as compared 
with 206.7 inches for the 1955 cars 
—an average increase of less than 
— an inch per year, the AMA 
said. 


A weighted average, using the 
same makes and models but evalu- 
ating them on the basis of sales 
percentages, shows a 14-year in- 
crease of only 2.7 inches, or 1.4 per- 
cent, the AMA reported. 


This figure indicates the average | 
growth in length of cars actually 
produced and sold. 


Changes in body design since 
1941, the AMA pointed out, have 
made it possible to enlarge the in- 
terior dimensions of cars, without 
increasing overall exterior mea-| 
surements proportionally. Areas 


| between the bumpers and the sides | oh 


| have been fully filled in, utilizing 


Sita Dealers Plan 


Convention Aug. 28-30 

LOUISVILLE. — we Kentucky | 
Automobile Dealers Assn. will hold 
, its annual meeting Aug. 28-30 at 
jthe Kenlake Hotel in Hardin, ac- 
| cording to Lew Ulrich, managing 
director. 


156.34; 4-dr. 3-seat Country Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on Thunder- 
bird.) 


HUDSON—Super Wasp 6 — 4-dr. 
$2.290. Custom Wasp 6—4-dr. sed., 


dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 


PACKARD—Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super—4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.32. (Ultra- 


drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Pregi- 
Gent.) 


WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon—2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 


sed., 
$2,- 





New Commercial Car Registrations, 
d1 States for January, 1955-1954. 


Truck registrations by states 
are released here weekly, as 


compiled by R. L, Polk repre- 
sentatives in state capitals. 





21 States Previously ‘55 | 33| 4238 a 4144) 1263] 2143 161 a 158 = 108; 143% 
Reported for January ‘54 33} 5341 3 1316 45%| + =1325| ~—-:1573 142 222} 260) = 265 120| 15 1531) 
Alabama ‘| | " a = 102 = é] V 9 | ql | 1208 
‘54 64} 302 69 85 6 22 5 930 
Georgia | | 865 " al | 217; 245] 14 a 2 a 24 4, mn 
Pee 54 767 206} 777| 212 209) 15 5 53 31 27 2| 2306 
Idaho "55 9 3 4l 86 44 51 4) ' " 1 53 1} 3% 
a Ea oe U5 | 34 2 ‘| 30 j | 6 it. 19 ‘| 4 
Massachusetts "55 | 219 13 55] 281 34 a 15 7 5} 6) 30 7; 743 
be i 54 9} 226 6 65} 251 55 54 16 4 40 24 ul om 
Nebraska ‘55 | 403 19) aa 344 7% 229 4] 7 a 1 41 q 1250 
i ~ ‘54 261 5 54] 263 73 112 1} 6 5] 825 
io "55| 2| 791 7 a 726} 158) 434 zi 9 20) 56) 67 27| 2537 
ee ‘5 4| 954 i 222; 883) 156 271 15 34,65) e a 2673 
Oregon "55/ 209 63 224 23 110 5 5} 0S ayti<CS iY ~ 037 
ti : ‘54 | {60 | $8] fel el to | | 43 y 50 s| See 
South Dakota sl = i9 | * 136) a ms | gl 2 31 | = 
eats 4 75 t 5 2 19 2} 303 
~ A 
hice 13} 1 4) { 1 ' 
Washington "55/ i v4 160) 5 H| 13] o 69] 7; 1200 
54 ie 69) 2 12! 13! 515 
31 States Reported ‘S| 37) 7701 a 75) 2 3721 240 101 271 55s 851 201{ 25686 
To Date for January 42 8445 i‘ 2122 art 2546 215 56 359 431 465 191| 2468! 


‘‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at > time the report is published. 
'R. L. Polk & Ce. enunst assume any liability by reason of inaccuracies or cmnisstons. "—R. L. Polk & Co. 

















































































































21 States Previously 55] 761! «1241! +2002) 2929) 1910] 4510} 11134) 20483| 18906] 456! 4418] 23780! 11158}  2698/ 16772; 9160| 8183} 47971; 43] 148! 191] 364) 1470) 1834; 319) 96580 
Reported for January ‘4 = a 2594; 2204! 15162858) 8144) 14722) 18505] 537) 5144) 24186| 5382! 826) 19324) 3242) 5545) 34319] 139! 362} 501] 1018} 1860] 2878) ~— 265 94t 
Alabama of 72) 3] a 204, «620; ~=S««987|~—«16 44] 20| 250 pol 569) 93, 913) —S—«377| S401) ~—2353 10 10} 12 63 5 13; 5424 
ae ‘S4 3t| 38 = 47 | tra | 392| 663} 1361; = 22,321} 1704) 390 33| 1401] —*168]_~— 309) 2301 5} 2t} 31 75 mC 5} 4674 
Arkansas S| 33) 27) 60 107) “i =| 536} 91t| = 1350 16, 241] =—«1607) S38 61; 1152) 375) ~—-395! 2344! 8| 9 2) él 63).—=O3| 497 
"54 15} | 42 48 a 303} 478] ~—«S78 < En 713| 146 25| 638 zs 147} 1051} 3| 12| 15 16] 49 Fi 2| 2366 
Colorado "55 76; 120) +165 79) 359 i 1087 424 110) 789) 364) 2049 i 3 4 54 69 7 412% 
‘54 45} ‘102 79 33} 109 46} 467 1 24 a 31 2 149) 1187 20 26 4 4 |__ 2800 
Connecticut = 4 138) ——«195) al 116 327 aoa 1513 37) gir 207; +1127) 559} 3205 8 9 3 %| «133 via | ome 
581 : 173| 167 216] 578} ‘1070 1018 1367) 3 47| 969) 299| 352| 1953 34| } NS] 188] b2|_— 4879 
Florida = a 150] 2) 1 2336) 3521 z si 4167| 1286) +394) +=«3363|+~=«1047|~=S«887| «6977 is 21 27 a 194, 723 [ 103| 13993 
2 SS ne ‘4 103 147| ‘187 251 899} 1499 oa 92 3270} 667! 137! 2575) 453) 555) 4387 58 98) 270) 4! 9856 
Indiana S| 86) «165 S251] = 439 = 367) ~=—99) «SBI — 60 a 3640) (1577; +361} +2482) + ~«1128) ~=«N15| 6663 ‘ 2 3 a 451 | 14 ~ 14179 
‘54113 = 340} 301) ~—-232) = 357] ~=—«1047}-—«1937| 2368 655} 3110! 695! %6| 2843} = 742| 4813 20 i 430! zi 10860 
Minnesota $5 4] 129] 287|—182]—*353] ZN] 1643) 1698) 36] = 406] 2140) += 818; = 212) «1078 3562 is a i 152| 190) 5) 7700 
2 ‘4 187; 167] ~—-126} =~ 185) = 649} —s1127)—s 1553435] = 459] += 2047) =~ 373! 56] 1791 S41 3022} 2! 174 20 ee 
New Jersey "55; (103) + +173) + 276) 691) 5'@| 810) 2110) 4129) 2897 7 al 3944) 2064, —«536| 2716) «1655 ‘aes ») 8521) ; — 4 ~ —s- ~~ 238) 316) 89) «(17304 
54] 1621 ~=—255| 417 Co 373! 452} 1629) = 3081} 2937} += 140 = 1217| = 4294) «= 913] 194) = 2633} 544] L191 5475 q 86 4 2977) a 642 75| 14082 
Ohio 5 pl | 2 642, 1520) 2763; + 5770| 5351 1471 1313) 6811) 3137) 815) 3298) 2296, 2236) 11782/ a 126 a ool ee 
541 177| 387 ie 363 a 773\ an ad pe 162| _1299| 6633) ~—:1408) ~—159] 5283 1683} od i . 127 zl | 20685 

South Dakota 7 27) a] 131 463| 83; 459) 250 43, 389) S91 isi qT " 4] 
54) 13 31 75 ial 312! 374 80 12} 338] ~— 70 64! Ses 34 t 3 =. qi 14 












Vermont ‘SS 3 
a a 
Washington ‘5S tt 
Se Re ‘54 26 
33 States Reported ‘55; | 
To Date for January "54| al 


‘*The information contained in this report has been compiled from official state documents. Every 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 
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6&5 9 8I 121) aes 612! 550} 18] 168 il 129) 19} 44i| 142 114 845) a 8! 124 | 101 
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3145} 4796| 4557] 3216 16146 3765 1188} 10691] 49538¢ 10774| 1639| 39049} 6628/ 11363] 69453/ 259 787 Lonel 2160 320 4083 











reason- received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any /iability 


by reason of inaccuracies or omissions.’’—R. L. Polk & Co, 
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In Greater Philadelphia, 








to more people every 7 days 





OOOO SSS 





than any other newspaper 


The people of Greater Philadelphia spend $896,000,000 a year for auto- 
mobiles and accessories. Their favorite newspaper is The Evening and 


Sunday Bulletin. 


Complete and accurate reporting of local news is one of the many reasons 
why The Bulletin, in Greater Philadelphia*, delivers more copies to 
more people every seven days than any other newspaper. Because there 
is more of interest to Philadelphians in The Bulletin, Philadelphians get 
more out of it...and that means advertisers do, too. 





*14-County A.B.C. City and Retail Trading Zone 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Streets 
New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 
Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta * Los Angeles * San Francisco 
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By James D. Woolf 
Special Correspondent 

YCHOLOGISTS tell us that 

most of the things we do are 
motivated by emotional urges. This 
is as true of our behavior in the 
market place as it is of our social 
conduct. 

Thus a cowbody does not buy a 
10-gallon hat to keep the sun out 
of hig eyes, or the rain off his face, 
or the snow out of his hair, or for 
any other practical reason. 

He wears it because it makes 
him feel important and romantic. 
The hat provides him not merely 
with headgear, but with a sub- 
jective satisfaction. 

People buy a Cadillac, reports 
Fortune magazine, not primarily 
because it is a magnificent hunk 
of machinery. What they buy is “a 
state of mind.” 

Every advertiser, whether he is 
a manufacturer or a retailer, should 
keep in mind subjective satisfac- 
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Salesense in Advertising 
Tested Ideas for Small Business 


tions when he plans and writes his | dependability of the maker, a name 


advertising. Emotional wants are 
powerful motivators. 

But copy aimed at underlying 
emotional wants can be—and often 
is—carried to ridiculous extremes. 

+ * * 


Ad Ignores Essentials 
os other day I noted a news- 
paper ad of a home heating 
system that promised to make its 
users “The Talk of the Block.” 
“How your neighbors will envy 
you,” burbled the copy. “Yours will 
truly be a home of distinction, the 
very last word in modern 20th-cen- 
tury comfort, etc.” 

In the copy there wasn’t a single 
sentence about the quality of the 
product, not one word about its 
construction and principle of opera- 
tion and not a syllable about what 
the system costs. And there was 
nothing about the reputation and 








like putting money in the bank 


STEEL SHELVING 





“every unit is a unit within itself! 


Your savings in Borroughs Steel Shelving start with its installation. 
No shelving is easier and quicker to assemble. No shelving is more 
practical and more flexible. Borroughs engineered features make 
it the best steel shelving investment on the market today. Don’t 
gamble . . investigate Borroughs before you buy. 


BRACKET 





TILT SHELF INTO SUP- 
PORT BRACKET . . and 
you’re finished. Shelf is 
now ready for loading. 


(FFF 7-7 2.) 7 tt)??? ) tt) tt ) t ) ) ) tt.) to 
ee ee ee ee ee ee ee ee eee 





Each individual unit is complete 
in itself ..no part depends on unit 
next to it..any unit or shelf 
can be moved independently. 


send for Catalog 


INSERT SHELF SUPPORT 
. . no fumbling 
with studs, bolts, nuts 
or lock washers. 











ris 3 





Borroughs 
heavy gauge 
rolled shaped- 
post for open 
shelving gives 
extra strength, 
extra value. 


Borroughs 1-piece 
closed uprights for 
closed shelving.. 
no bolting . . only 1 
piece to handle... 
saves erection time. 


BORROUGHS MANUFACTURING COMPANY 


A Subsidiary of American Meta! Products Company of Detroit 


3002 NORTH BURDICK ali KALAMAZOO, MICHIGAN 






unknown to me. 

The copy, in short, completely 
ignored the greatest want of them 
all, the want for quality. 

A couple of years ago a well- 
known and respected advertiser 
of a food product asked users the 
reason for their preference. What 
motivated them to be especially 
favorable to this brand? 

The interviewer handed them 
cards on which 10 possible reasons 
for their preference were listed. 

Some of the reasons were of a 
practical nature. For example: 
“Your product is especially easy to 
digest.” “Your product is versatile 
and is good in dozens of recipes.” 
“Your product is healthful because 
it is rich in vitamins and minerals.” 

Two or three of the reasons were 


By Stuart Griffin 

Staff Correspondent 
KYO.—(UTPS). — Production 
of ordinary and tiny four- 
wheeled motor vehicles during Oc- 
tober continued to be small, as in 
the preceding months since late 
summer, it is reported by the Japan 

Automobile Industry Assn. 
Ordinary vehicles, including 
trucks and buses, totaled 2,300 
units, a decrease of 5 percent 

from September. 


Tiny four-wheeled vehicles ag- 
gregated some 1,997 units, a decline 
of 7 percent. 

Exports in October over 2.8 per- 
cent over September. Some 178 
trucks, 43 buses and 115 other ve- 
hicles were shipped out. 


Tire Sales Jump 


7" Japan Rubber Goods Indus- 
try Assn. announced that auto- 
mobile tire deliveries during Octo- 
ber amounted to $451,480, an 80 
percent boost over the previous re- 
porting period. 

This increase was principally 
brought about by large shipments 
to the Philippines on a barter basis 
for crude sugar, as well as good- 
sized deliveries to Taiwan, Burma, 
Indo-China, the Ryukyus, Syria 
and Okinawa. 

* y om 
Kurogane Expansion 
T= Japan Internal Combustion 
Engine Mfg. Co., one of the old- 
est automobile manufacturers in 
Japan, is enjoying good sales of its 
three-wheel Kurogane trucks. 

Since these vehicles first made 
their appearance in 1928, the pro- 
duction rateg have climbed. A fur- 
ther boost is slated for 1955, the 
result of a three-year moderniza- 
tion program at its plants. 

With all the large plants oper- 
ating in conjunction under a 
master production system, the 
company at it can market 
about 1,000 units each month. 

Since the roads in Japan are nar- 
row and hilly and the delivery of 
commodities is generally on a small 
scale, these typically Japanese 
three-wheel vehicles are well suited 
for their job. 


* * 


Toyota Seeks 


T= Toyota Motor Co. of Japan, 
one of this nation’s leading au- 
tomobile-manufacturing companies, 
is seeking a $3 million loan for ra- 
tionalization and expansion from 
the World Bank. 

This is in line with implementa- 
tion of the firm’s first six-year ra- 
tionalization plan, which started 
back in 1951, under which produc- 
tion of small-sized passenger vehi- 
cles is being modernized. 

Toyota also is planning to 
launch a second rationalization 
plan, to be pushed from 1955 un- 
til 1956, to modernize its truck- 
producing equipment. 

This second program will require 
approximately $10 million, which 


Auto News from Japan 


Production Declines 5 to 7 Percent in Month; 
Exports Boost Tire Deliveries 


of the emotional variety. Exam- 
ples: “My family always praises 
my cooking when I serve your 
product.” “I prefer your product 
because it is the favorite of movie 
stars and famous society hostesses.” 

The card that won by a wide 
margin (71 percent suggested this 
reason: “I believe in the quality of 
your product. I have faith in the 
ability and integrity of your com- 
pany, and I am confident you al- 
ways give Me my money’s worth.” 

* * - 


Quality to Be Stressed 
Las it has been my notion 

that advertisers are too much 
preoccupied with emotional urges 
and hidden hankerings. 

I hereby dedicate myself to the 
proposition that the greatest want 
of all is the want for quality and 
the want to deal with reputable, 
trustworthy companies. 

Extreme preoccupation with hid- 
den emotional wants is not the only 
mistake of advertisers and admen. 

There is also a vast preoccupa- 
tion with “cleverness.” At all 
costs, one must not be conven- 





the company hopes to raise from 
the World Bank. 


* * * 


Buses to Burma 


HoRmss largest bus owners’ co- 

operative union has decided to 
purchase 450 Japanese diesel buses 
at a cost of $5.4 million. 


The odd thing is that the Jap- 
anese, themselves, brought about 
the transaction in the sense that 
they destroyed Rangoon’s bus 
system during its bombing and 
occupation of the Burmese capi- 
tal in 1941-43. 

Now the City’s bus routes wiil 
have a “new look” with the initial 
consignment of 30 Japan -made 
buses. Each of the new units will 
replace three or four presently op- 
erating buses. 


Tax Evasion Laid 
To Miami Dealer 


MIAMI. — A. B. Christopher, lo- 
cal auto dealer, was arrested last 
week on a Federal grand jury in- 
dictment charging him with in- 
come-tax evasions totaling $104,242 
for 1946-1948. 

Christopher posted bond of $5,000. 

Christopher was indicted on three 
counts, one for each year. Accord- 
ing to U.S. District Attorney James 
Guilmartin, maximum penalty 
would be a $10,000 fine and five 
years in prison on each count. 


20-Year Honor 
Chrysler Division Bows 


To Pioneers 


DETROIT.—Chrysler’s 3,500 em- 
ployes with over 20 years’ service 
were honored last week during 
Chrysler division’s “service recogni- 
tion week. 

The week began when 25 em- 
ployes with more than 35 years’ 
service were honored guests of an 
equal number of Chrysler execu- 
tives at a banquet. 


During the week, employes with 
over 20 years’ ser vice received 
awards from their supervisors. 

“Chrysler division has 16,500 em- 
ployes,” said E. C. Quinn, division 
president. “The 3,500 employes with 
more than 20 years’ service consti- 
tute our most valuable asset—a 
priceless supply of know-how.” 

The division said that many of 
the employes honored have service 
records dating back to Maxwell 
Motor Corp. and Maxwell-Chalm- 
ers, many years before Chrysler 
Corp. was founded. 


Brodski Opens DeSoto Deal 
In Providence, R. I. 


Motorville is the name of the new 
DeSoto - Plymouth dealership in 
Providence, R. I. 

President of the firm is Melvin 
Brodski. Dexter Cohen is treasurer, 
and Sumner Pomeranz, vice-presi- 
dent. 





——, 


tional. Nobody—so goes the nyth 
—ever reads conventional a iver. 
tising. 

So we have monkeys, tigers, ele. 
phants, denizens of Dogpatch. Fear. 
less Fosdick, and jingles. 

There are two kinds of adverts. 
ing. One kind, which has the look 
of quality, of decorum, of truth, 
suggests that the advertiser jg 
proud of his product and his repy- 
tation. 

The other reveals that the adver. 
tiser has no respect for the good 
sense and intelligence of his audi- 
ence. 

The integrity of the maker is a 
priceless ingredient. 


ADVERTISEMENT 


NOTICE 


All New Car Dealers 


It's time for 
Unified Action. 


Yes, it is time for unified action. Un- 
less you work along those lines now, 
the next step will undoubtedly be in 
the form of Government control in the 
automobile industry. We all know, of 
course, that this would be the final 
straw on the already over-burdened 
forty thousand new car dealers of the 
nation. 


Let's take action, and do it quick. It 
can be done in an orderly manner 
through already established channels 
within the industry. 


We recommend to you and all of the 
other dealers in the nation, a program 
which if carried out, will lead the way 
to the return of a healthy automobile 
business economy. Once you have the 
program, all you need do is send it 
with your endorsement, to the various 
local, state, and national associations, 
plus your factory-dealer planning or- 
ganization, and anywhere else that you 
feel will provide the impetus needed, 
so as to control: 


The Bootlegging Evil 
Military Type Discount Houses 
Crazy Down Payments and Terms 


Sensationally Ridiculous Dealer 
Advertising 


Pressure Registrations 
No-Profit Selling 


This program can bring powerful forces 
into action. It also provides things for 
each dealer to do within his own busi- 
ness to tie in. It is entitled: 


“A PROGRAM FOR AUTOMOBILE 
DEALER STABILITY" 


You'll be amazed at the manner in 
which this program has sifted out the 
fundamental causes and their solutions, 
into a step by step route to stabilized 
Operation in the automobile business. 


Remember, it is a practical, workable, 
program — not just wishful thinking. 
You'll get a program that will bring 
order out of the chaos, and not mumbo- 
jymbo. You'll know what to say, and 
when to say it—what to do, and the 
proper time to do it. 


Just write us any kind of a note on 
your company letter-head attaching 
your check in the sum of $4.95. Upon 
receipt we will send you “the program” 
postpaid. You think it's a gamble? 
Possibly it is—everything is a gamble 
these days—but it is a good one, and 
for this small investment you may save 
the future of your business. Try it. 


Write: 


AUTOMOTIVE ENTERPRISES 
1213 CAPITOL AVENUE 
HOUSTON 2, TEXAS 


“Everything that's good for tie 
Automobile Business" 
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he wants done with no regard to 


. ‘ t h L t t b shop procedure. In many cases the 
customer doesn’t feel he owes any- 

e- n e e e r O Xx thing so he just drives off, often 
r. leaving the parts department won- 
dering where to charge the parts. 

ee a In our shop no mechanic is al- 
. the engines in the pilot models sothe tune-up department and go to | lowed to work on a car without a 
- far built. a line mechanic for this work. The | Tepair order. If the owner wants a 
1° We presume that as a result of tune-up mechanic would not get a certain mechanic to do his work, 
the photograph, we are receiving | thing, so it would not be to his ad- | ll he has to do is either give the 

* requests for prices and information | Vantage to recommend work that | Service salesman the mechanic’s 
d from various automobile retailers | wasn’t needed. number or describe him and we will 
do our best to get him on the job 


and wholesalers. In order that such 
inquiries may be directed to Tri 
Car instead of us, would you be 
able to print a correction in a 
forthcoming issue of AUTOMOTIVE 
News. — R. G. RicHarpson, Sales 
Manager, Industrial Engines, Ly- 
coming, Stratford, Conn. 
* * e 


Defends Big Shops 

Recently you published two arti- 
cles, “Could This Shop Be Yours?” 
and “Why One Driver Likes Small- 
Town Service,” that should be read 
by people who have anything to 
do with supervising a shop in a 
large dealership. However, I feel 
that somebody should come to the 





My experience in small shops is 
that many customers obtain a lot 
of free work that they really should 
pay for, just by driving into the 
shop and telling a mechanic what 


Shake Hands 
With Typical 


Sales Person 


ST. LOUIS.—The modern sales- 
man is a middle-aged man with 
special characteristics and qualifi- 
cations, according to Moses Broth- 
ers, a sales group serving as 
Midwest representative of eight 





even if it isn’t his specialty. Most 
of our mechanics are not inter- 
ested in request work, even though 
we have put on several special pro- 
grams to encourage request work. 


The article, “Could This Shop Be | 


Yours,” was well written and I am 
sure there were some red faces 
when they finished reading the ar- 
ticle. However, there are two sides 
to every question, and I think the 
other side should be considered. 
First of all, your job was a 
“waiting job” which presents a 
problem in any large shop. The 
reason for this is that this “wait- 
ing job” must be taken out of turn 
and can’t follow the shop’s general 





The ‘Family Car’ of Tomorrow?— 

Parents and pet owners yearning for a single-seat sports car need suppress their 
love no longer, says Charles H. Phaneuf, exterior stylist of Ford's Continental division. 
Even the “trailers” have that jet-propelled look. 





is whether this hood ornament was 
a standard factory ornament or 
was it some kind of a universal 
gadget that would take a lot of 
engineering to make it fit. It has 
been my experience that the aver- 
age shop will always try to dodge 
a job like this. 

Large dealerships, just like any- 


| 
| 


received at large city dealerships, 
provided he brings his car in and 
has an understanding as to the 
work that is to be done and leaves 
the car long enough so that the 
work can be properly performed. 
This does not apply to the fellow 
that has a couple of hours to kill 
and not much wrong with his car 
and thinks a dealership shop is a 


f of the larger dealershi . 
a . ” ° housewares manufacturers. routine that has been set up. mon — <a ae ore bad | good place to kill time.—CourtNgYy 
“Wh Her th feat The second thing you did not| points. In the shop where I @M/Burpick, Shop Foreman, Doran 

ween 5 ses Se sees y = = ° ~ ole pps een mention was whether the car was| foreman we have gone to a good Chevrolet, Dallas. 


One Driver Likes Small-Town Serv- 
ice,” I asked myself if this could 
happen in our shop? I believe it 
could happen in any shop, large or 
small, where the mechanics on 
commission are allowed to do their 
own diagnosing without the proper 
control or supervision. 

To get back to this particular 
case: If the owner should drive in 
our shop, under the same condi- 
tions as described in your article, 
he would get very courteous treat- 
ment from one of our service sales- 
men. Our service salesmen are on 
straight commission, and they real- 
ize that the older cars usually need 
the most work, so their owners 
make the best customers. 


I believe that any one of our 
service salesmen would recommend 
a tune-up, under these conditions, 
with the understanding that the 
first thing the tune-up mechanic 
would do was to take a compres- 
sion test. Anyone who read the ar- 
ticle, who is familiar with service 
work (I think) would agree that it 
would take at least a complete 
tuneup to get the car back in 
proper running condition. 

If the compression test showed 
up low compression on one or more 
cylinders the owner would be con- 
tacted and more work recom- 
mended. In the event, he didn’t 
want the additional work we would 
reinstall his spark-plugs and no 
charge would be made. 

If the owner did authorize addi- 
tional work such as a valve or ring 


job, etc., the car would then leave 


oe 


nce 
adva Steel Wire Cord Devised 4 
t a ers To Reinforce Tires 
oO ing _PITTSBURGH.—Jones & Laugh- 
Ww b e lin Steel Corp. has announced that 
no a method of using steel wire cord 


‘accepted: *" 











ascribed to the composite and suc- 
cessful salesman: 


1. He has a year of college and 
may hold a degree in some other 
field than the one in which he is 
selling. 

2. He is experienced in at least 
one other job and perhaps three 
or four others. 

3. He is middle-aged because it 
takes time to get enough experi- 
ence to come up to proper stand- 
ards of performance. 

4. He is a family man with 
children and perhaps grand- 
children. 

5. He is capable of making a 
public appearance as a speaker. 


Laughlin Upped 
By Studebaker 


SOUTH BEND. — T. F. Laughlin 
has been appointed executive ad- 
ministrator to William A. Keller, 
general sales 
manager of Stu- 
debaker. 

Laughlin, who 
joined Studebaker 
following his 
graduation from 
high school, has 
been assigned to 
the company’s 
South Bend of- 
fices since 1939, 
when he was 
named assistant 
sales manager. Previously he had 
held such positions as service su- 
pervisor and regional manager in 
the San Francisco, Portland (Ore.) 
and Los Angeles branches. 


Blowout Cure? 





T. F. Laughlin 


to reinforce tires has been devel- 
oped which will end blowouts on 
trucks and buses. 

J & L said that this is another 


taken to an authorized dealer for 
the make you were driving. I think 
this is very important to take 
the car to the dealer selling the 
product. We have modern shop 
equipment that is all bought with 
one product in mind, and men 
trained to work on this particular 
product. In many cases our equip- 
ment does not work on other makes 
and the men are more or less lost 
when it comes to repairing other 
brands. Also on our own product 
we have factory backing on all re- 
placement parts bought through 
them and installed by us. 


The third part I am interested in 


deal of trouble to obtain the best 
mechanics, but we don’t stop there. 
We do our best to keep them satis- 
fied. Our shop is modern, clean and 
is very well equipped for any kind 
of repairs. It is very unusual for us 
to sublet any repair work because 
of lack of proper equipment. There 
isn’t a day that goes by that we 
don’t have cars in our shop that 
were sold by out of town dealers 
that don’t have the facilities for 
making necessary repairs. 

In winding this up I honestly feel 
that the average car owner who 
needs repairs for his car, either in 
warranty or cash, will get value 


* * * 


What's the Name? 


In your Feb. 7 issue of Automo- 
Tive News, on Page 49, a picture is 
captioned “Tries Out a Hudson for 
Size.” Isn’t this a picture of the 
Metropolitan, or is Hudson selling 
them, too, under the Hudson name? 
—WakrrREN Ca.xkins, Addison, N. Y. 


Eprror’s Nots: Reader Calkins 
is right. It is a Metropolitan. 
However, American Motors calls 
it the American Motors Metro- 
politan, Nash calls it the Nash 
Metropolitan and Hudson calls it 
the Hudson Metropolitan. Simple? 


for profitable wheel balancing 


ON THE CAR... OR OFF 


CONTINUOUS DUTY ... 
OR OCCASIONAL 


SPACE APLENTY ... 
OR LIMITED 


7 BEAN EQUIPMENT 









can meet your exact need at 
a price to fit your pocketbook 





John Bean Visubalancer— 


of the “postwar dreams” that have John Bean On-The-Car Balancer — 


‘55 AUTOMOTIVE NEWS 
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come true. The idea started with a 
tire manufacturer back in 1940. 

First efforts were a failure but 
through the years a method was 
developed to brass plate the steel 
wire cord so that rubber will ad- 
here to it. 


Model 88— a complete wheel balancer depart- 
ment in itself, with convenient, easy-to-read con- 
trols — accurate, 
operate — producing more profitable wheel bal- 
ancing at a minimum investment. 

John Beon On-The-Cor Balancers are available in 
three basic models, The Economy, The Deluxe illus- 
trated above, and the Twin Motor Deluxe. 


safe and extremely simple to 


Model 300 — a beam-of-light 
static and dynamic balancer for 
fast, accurate service that elimi- 
nates labor wasting cut-and-try 


methods . . . puts the finger on 
out-of-balance wheels by show- 
ing exactly how and where to 
correct. 


New machinery had to be devel- 
oped and ways devised to bring 
down costs. J & L said that it is 
now able to produce eight to 10 
times as much cord as it was a 
year ago, and reported additional 
markets are being found for the 
cord in rubber and plastic products. 


Graham Gets Buick Deal 


JOHN BEAN DIVISION 


FOOD MACHINERY & CHEMICAL CORP. 
LANSING 4, MICHIGAN 


{OUT APRIL 25) 


fe 


WHEEL ALIGNERS * WHEEL BALANCERS * TIRE 
DE-SKIDDERS * STEAM CLEANERS * CAR WASHERS * 
HEADLIGHT TESTERS * ACCESSORIES and ALLIED TOOLS 


INDIVIDUAL COPIES 
SOLD IN 
ADVANCE AT 





Douglas Graham, formerly dis- | | 
50 trict manager for Buick, with head- John Bean Centerpoint | JOHN BEAN DIVISION, Lansing 4, Michigan 
aa quarters at Sacramento, Calif., has Balancer — Model 55-J | ] Please arrange a free demonstration for me. | 
been ‘appointed Buick dealer at , ee ee | [) Please send me information on John Bean | 
Yeld s' ae, Se. oe eer Oa Bh we balance . . . .cuts way | Sakantacs, | 
raham assoc. e dow labor, r Iting in 
Braley Grahain Buick dealership in greater shop profit. A rugoed, : ee ee 
Portland, Ore. Louis n, of a = that can toke ee j 
Nace) (ek eh se 1A, be | the Chico district, has been trans- Sa APEE os ae yo i 
 nelldltcatie tA . ct 


ferred to 
Graham. 


Sacramento to succeed “when It Comes to Balancing, Use Your Bean” 

















A SAMPLING of local dealer | 
opinion regarding the new fi- 
nance plan offered by GMAC re- 
veals that dealers are largely un- 
interested in it. 

Under the plan, metropolitan 
dealers report that GMAC permits 
the dealer to up the consumer fi- 
nance charge from 5% percent to 
6 percent, with the dealer getting 
the additional % percent in reserve. 

Said one dealer, “This is a deal 
much like GM's ‘buy back’ offer, 
except this one doesn’t take so 
long to figure out.” 

Taking a similar position, other 
GM dealers surveyed said that they 
did very little business with GMAC 
and that this new plan had nothing 
to offer to them or their customers. 

Most dealers said they were tak- 
ing most of their business to the 
smaller finance companies and the 
banks which generally were more 
attractive to the customers, although 


WHEN WILL 
BLAKE’S CAR 
BE READY? 


With the Staff... 
ALONG DETROIT’S AUTO ROW 


Auto dealers report 
2070 50° MORE SERVICE JOBS 
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if the car has power steering after 
a test drive in the ’55,” he says. 

“The only bad feature in it is 
that it is hurting our power steer- 
ing sales. Most people don’t want 
to spend the extra money when the 
new steering system is 100 percent 
better than the old one.” 


* * * 


usually paying less finance reserve| plenty of money around—the deal- Crockett Brings ’Em In 


to the dealer. 
* * * 

THOUT exception, the Detroit 

dealers surveyed said their 
banks and finance companies were 
making 4 percent loans when the 
downpayments were half or more 
and 5-percent loans when the down- 
payments were less than half. 

Declared a Chevrolet dealer, 

“Let’ face it. We’re in a buyer’s 
market. And the buyer today is 
shopping for favorable credit 
terms just as much as he’s shopping 
for that extra $50 off. So, this situ- 
ation makes the GMAC deal pretty 
useless. 

“Sure, you'll find a sleeper now 
and then, who doesn’t notice what 
kind of a finance deal you've giv- 
en him. But, just give him about 
two days and he’ll be back knock- 
ing at your door.” 

Another dealer called the GMAC 
plan “unrealistic, because there is 





with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities... helps increase 


your profits! 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
right on your premises —whenever required! 


Leci/one 


Name. 





EXECUTONE, INC., Dept. Q-6 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


a a a el 
Address. a 
In Canada—331 Bartlett Ave., Toronto 


a a sel 








ers know it and the buyers know , 
it. This plan is an attempt to sell ae a eee Cour ae 
the eae he ae it se con-| with each demonstration of a new 
CGINGE WRO HSS tO Ue fund. 1955 Nash is paying off for some 


* e + 
ALI Detroit dealers. 
x, 
——— See Seeee oe One claimed he gave 100 demon- 


these observations regardin 
the credit situation in Detroit: ®\strations the first four days the 
1. Credit is loser than it has been| Promotion was in effect. 
for a long time. “We didn’t sell many cars,” he 
2. The looseness is reflected prin-| said, “but we sent them away with 
cipally by the lending agencies’ ac-|a good taste in their mouths. A lot 
ceptance of deals from individuals | of them will be back.” 
with poorer credit ratings. a 


3. Since the first of the year there | New Styling Aids Sales 


has been no general reduction in| 
A Chrysler-Plymouth dealer who 
SEs C Sewanee fe claims his ’55 sales are better than 


quired. Nor has there been a ; 
“stretching out” of terms. As a rule, 20 percent ahead of ’54 sales says 


a maximum of 30 months to pay.| ("8 cars this year. 

However, one Detroit bank last| “People really like our cars this 
week reportedly announced that it| year and we haven’t had to give 
was accepting 36-month paper. them away to make a sale. 

4. It’s easier for most people to 
finance a new car than a used car. 
But one dealer justified this phe- 
nomenon, saying his new-car re- 
possession rate was almost nil, 
while the used-car repossession rate 
was at a much higher level. 

*~ + * 


Pontiac Steering Lauded 


“One improvement that is helping 
sell Pontiacs,” says one Detroit 
area dealer, “is the new steering 
the division introduced this year. 

“A number of people have asked 





Calendar 


(Continued from Page 12) 


Dealer Auto Shows 


April 1-3—Danville Auto Show, Armory, 
Danville, Illinois. 

April 20-23—Danville Auto Show, Danville, 
Virginia. 

April 20-2iI—Mobridge Automobile Show, 
Mobridge, S. D. 

April 22-23 — Pierre Automobile Show, 
Pierre, S. D. 

April 25-26 — Winner Automobile Show, 
Winner, S. D. 

Jan, 7-15—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 

Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. | 


General 


March 26-Apr. 3—GM Motorama, Civic 
Auditorium, San Francisco, Calif, 

April 4-6—Second Annual Meeting of the 
National Fluid Power Assn., Broadmoor 
Hotel Colorado Springs, Colo. 

Apr. 16-17— Pebble Beach Sports Car 
Road Races, Pebble Beach, lif, 

April 20-May | — 37th International Motor 
Show, Turin, Italy. 

Apr. 23-May I—GM Motorama, Common- 
wealth Armory, Boston, Mass. 

April 28-29—37th Annual Meeting, Ameri- 
can Zinc Institute, Drake Hotel, Chi- 
cago, Ill. 

May 6-9International Motor Exhibition, 
International Room, Roosevelt Hotel, 
New Orleans, La. 

May 8-11—33rd Annual Convention, Auto- 
motive Engine Rebuilders Assn., Hotel 
Cleveland, Cleveland, Ohio. 

May 16-20—Materials Handling Techniques 
Conference, International Amphitheater, 
Chicago. 

May 16-20—National Materials Handling 
Exposition, Exposition Hall, Interna- 
tional Amphitheater, Chicago. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

May 3l-June 4—Design Engineering Show, 
Convention Hall, Philadelphia. 

June 7-10 — Spring Technical Meeting, 
American Welding Society, Kansas City, 


Mo. 

June 8-10—Third Annual Welding Show 
American Wee Society, unicipal 
Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, inc., Hotel Otesaga, 
Cooperstown, New York, 

July 21-22—Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 

ealer Associations of Canada, Sheraton 
Cadillac Hotel, Detroit, Mich. 

Sept. 29-30—National Automobile Trans 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Nov. 6-7—Texas Independent Automobile 
Dealers Assn., Inc., Iith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Bee. el. fot Sontareans wow 

ier, Chicag ponsor y M.E.W.A.., 
M.E.M.A., and N.S.P.A. 
s 8s 8 


Regional Parts Shows 


March 31-April_ 2—Southwest Automotive 
Show, Bexer County Coliseum, San An- 
tonio, Tex. 

Apr. 28-30—Southeast Automotive Show, 
Lakewood Park, Atlanta, 

Mey 19-22 — Tri-State Automotive Show, 

ingsbridge Armory, Broadway and 63rd 
St., New York City. 

June 9-12—Great La Automotive Show, 

Michigan State Fair Grounds, Detroit. 
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Service Industr; 
Hits $11 Billion 


Annual Pace 


DETROIT. — The car and truck 
service industry has mushroomed 
into a $11 billion a year business 
employing around 600,000 mechan- 
ics, Joseph W. McDougal, Miller 
Mfg. Co. president, said last week. 

He pointed out that the U. §. 
market continues to absorb sky- 
rocketing production of autos and 
trucks and at the same time has 
increased maintenance and repair 
expenditures to $11 billion as com- 
pared with $4 billion in 1944. 

“The aged and aging cars and 
trucks are still with us,” said Mc- 


| Dougal. He estimated there were 


nearly 13 million cars and three 
million trucks in the seven years 
and older group. “This means that 
nearly 28 percent of all cars and 
trucks are ancient enough to con- 


.| stitute a steady and increasing 


problem of maintenance,” he said. 

McDougal said there was solid 
evidence that the public was aware 
of the importance of keeping its 
cars in good running order. 














AUTOMOTIVE NEWS, MARCH 21, 1955 


What happens to a copy of 
Automotive News... 
and how it can boost your sales 


EVERY MONDAY MORNING 41,716 copies of 
Automotive News hit the desks of the decision men in 
the car dealerships and factories. This happens every 
Monday morning because of the very nature of the 
industry the publication serves. Nowhere is there an 
industry where far-reaching changes happen so fast and 
so often. It’s as simple as this: he needs it—he reads it. 


COPIES ARE MARKED UP AND PASSED 
ALONG. Both advertising and editorial items are 
“marked for someone else’s attention.” The average 
number of readers per copy is 21/2. 


When a publication gets $8.00 per year for a 
year’s subscription and its readers renew at 
the rate of 85.76% — that’s pretty good evi- 
dence that the publication is needed and read. 
Confirmation is given through an exhaustive 
new survey by Crossley, Inc. The highlights 
are pictured above. The details are available 








THOROUGH READERSHIP is assured since the 
14 editors and 106 correspondents give the readers 
exactly what they need to have: fast news and authori- 
tative comment. That’s why 114 hours is the average 
amount of time spent with each issue, as proven by a 
new study of Automotive News car dealer readership 
by Crossley, Inc. 





KEY READERS are the Service Managers and Parts 
Managers of the dealers. They really need it . . . to get 
the latest news from both the editorial and advertising 
columns. They need it to make their buying decisions. 


in a new report entitled “Confirmation of 

Automotive News Readership.” One of the 

representatives listed below has a copy for you. 
7 e 7 


FACTORY EXECUTIVES, TOO— 


in administrative, sales, and engineering posi- 
tions need it and read it. 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INOUSTRY 


DETROIT 26, MICHIGAN 


New York—Edward Kruspak, Advertising Manager, 51 £. 42nd St., Murray Hill 7-6871 
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Chicago—J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 


REPRESENTATIVES Los Angeles—R. H. Deibler, 2506 West Eighth Street, Dun ~ Sisgie 


Detroit—Dick Webber, 2666 Penobscot Bidaq Ww ware 
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Dealers Tell of Changes... 





New ‘Quotas’ Curtail 
Florida Bootlegging 


By Joseph M. Callahan 
Staff Writer 

MIAMI.—Because of new factory 
distribution policies and because of 
the new freight charges, the impact 
of bootlegging in southern Florida 
is diminished, according to several 
dealers in this area. 

Said one dealer, “Sure, there 
are still plenty of used-car lots 
with six or eight makes of new 
cars, but you should have been 
here last year. 


“Last year, most of our trouble 
was caused by rural new-car deal- 
ers whose quota was suddenly 
bumped from 10 to 20 cars a month. 
They didn’t have the money to 
carry this inventory. Naturally, 
they’d deal with some sharpie who’d 
come along and offer them $50 over. 
I'd do the same.” 

This dealer said the factories 
have revised their practice this 
year, probably at the request of 
the bigger dealers, and they are 
dumping their surplus cars on the 
larger dealers. 


“As long as we're going to have 
surplus cars in this area, we (the 
larger dealers) prefer that they be 
in our possession, rather than in 
the used-car lots.” 

Agreeing with this position, 
another volume dealer admitted 
some of his units had appeared on 
used-car lots and at the auctions. 

He said, “These were part of a 
50-car fleet order which I sold to 
a@ rent-a-car company in town. They 
told me they were strictly for 
rental, but I know this outfit sells 
quite a few cars, too.” 

Another dealer said that he was 
willing to take as many cars as 





he had room to store because “it’s 
very possible there won’t be cars 
coming through after the factory- 
union contract expires in June.” 
Without exception, Miami deal- 
ers reported record sales since 
the introduction of the 1955 mod- 
els. However, as in other areas, 
profit was small, or nonexistent. 


“We're pushing out three times 
as many cars this year than we did 


Dodge Appoints 
Five Divisional 


Used-Car Chiefs 


DETROIT.— Appointment of five 
divisional used-car managers for 
Dodge was announced last week 
by S. P. Hutchins, national used-car 
manager. Named were: 

Harvey L. Swisher—eastern divi- 
sion. Swisher started with Dodge as 
a district manager in Greensboro, 
N. C., and was later promoted to 
the Cleveland region as used-car 
merchandising manager. Ken Col- 
lins—Pacific Coast. Collins has been 
used-car merchandising manager in 
the Los Angeles area. 

Q. E. Ehert — southwest. Ehert 
started with Dodge in 1950 in the 
St. Louis region and later served 
as used-car manager of the Kansas 
City region. 

John C. Jones—central. Jones 
previously was used-car manager 
of the Atlanta region. 

Richard W. Colliau — midwest. 
Colliau recently joined Dodge after 
being assistant zone manager for 
another auto company. 


last year,” said a Plymouth dealer, 
“but we’re not making a dime. 

“But we've agreed down here to 
sell them in this fashion, just to 
get enough of our cars on the road. 

We feel that if the people see 
enough Plymouths and ride a few, 
they’ll be coming to see us in droves 
later on and we'll make some 
dough then.” 

This dealer also commented that 
the Plymouth dealers are forced to 
meet the competition of the other 
dealers, some of whom have been 
told to adjust to a Hull-Dobbs type 
of operation (high volume and small 
profit) or get out. 

One dealer said he was slightly 
alarmed by the burst of auto buy- 
ing during the first two months 
of 1955. 

“I don’t remember anything like 
this since the months immediately 
before Korea and I’m afraid this 
boom may be presaging some simi- 
lar conflagration.” 

A veteran Big Three dealer was 
somewhat concerned about the fu- 
ture of the Little Three dealers in 
the “current madly competitive 
market.” 

“They’re members of the family, 
as far as I’m concerned. We've been 
through thick and thin for a great 
many years and I'd hate to see them 
eliminated. But, honestly, how long 
can they keep up?” 

The credit situation was of con- 
cern to a few dealers. 

Expressing the view of these, one 
dealer said, “Credit is much too 
loose. They’re putting the wrong 
people in the wrong cars. They’re 
permitting used-car buyers to buy 
Chevrolets and they’re putting the 
Chevrolet buyers into Buicks.” 

The Miami dealers reported that 
the drive to organize their sales- 
men had been dormant since last 
year when the union lost the only 
two elections—at Haygood Buick 
and Don Allen Chevrolet — it suc- 
ceeded in promoting. 


NEW JOYCE 
FRAME MASTER 





Two POST 


FULL HYDRAULIC 


COMPLETE, “RIGHT-DOWN-THE-MIDDLE,” 
ACCESSIBILITY BUILDS YOUR SERVICE PROFITS! 


The “right-down-the-middle,” wide open space, provides greatest 
under-car accessibility to all parts requiring service. Faster service, 
less job time . . . greater profit. 


Check these features .. . fast car s 
ments . . . car frame contacted directly by lift rails . 


tting with virtually no adjust- 


. « smooth 


working area . . . built-in automatic safety latch functions at 
every point throughout the complete rise of lift . . . simple, accurate 
lift control . . . movement of pistons synchronized by fool-proof 


rack and pinion 


And here’s a plu 





= 
s 


eoture .. . the Frame Master handles all uncon- 
ventional frame cars and 3/, ton trucks. 


WRITE TODAY FOR COMPLETE INFORMATION! 


IN CANADA: Midland Foundry & Machine Co., Ltd., Midland, Ontario. 


THE JOYCE-CRIDLAND COMPANY = 


Designers and Builders of Lifting Equipment Since 1873 


DAYTON 3, OHIU, 
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An Offer—and the Consequences— 








Singing Star Dinah Shore's offer to give away 10 Chevrolet kiddie-convertible; 
brought a response from 625,000 youngsters who sent in their names for the draw. 
ing. Looking over part of the mail are (from left) Harry Zimmerman, orchestra leader, 
Bob Banner, director; Dinah Shore, and Art Baker, announcer. Because of the response, 
Chevrolet, sponsor of the show, doubled the number of prizes. 


Bootleggers Netting More 
Than Dealers in N.Y. 


By Ed Brown 
Staff Correspondent 
NEW YORK. — There are three 
problems of immediate concern to 
dealers here: Bootlegging, discount- 
ing and new-car stocks. 


Bootlegging, of course, continues 
to be felt directly in everyday trad- 
ing. Popular makes and models 
continue to show up on used-car 
lots. 

The biggest rub is the apparent 
fact that used-car lots selling 
1955 models almost always end 


Obituaries 


Arthur James Wise, 63, 


Studebaker District Head 


NEW YORK. — Arthur James 
Wise, 63, New York district sales 
manager of Studebaker, died March 
11. 

Mr. Wise’s career dated back to 
the Paige and Graham-Paige era. 
In 1935, he joined Studebaker as 
New York City regional manager, 
and became district head after the 


consolidation with Packard. 
* * * 


W. D. Wainwright, Jr. 
MARSHALL, Tex. — William D. Wain- 
wright jr., 47, who owned and operated 
several automobile dealerships, service sta- 
tions and appliance businesses here, is dead 
* . ~ 


Henry W. Weathers 
AUGUSTA, Ga.—Henry W. Weathers, 64, 
retired Augusta auto dealer, died. He once 
operated Weathers Automobile Co. 
* . 


Earl B. Gunkle 

PHILADELPHIA.—Earl B. Gunkle, 68, 
former Ford deaier and former president 
of the Ford Motors Dealers Assn. here, is 
dead. He was vice-president and treasurer 
of West Philadelphia Buick Co. until his 
retirement 1950. 

* 7 - 


Harold W. Browall 

CHICAGO.—Harold W. Browall, 54, a 
sales metallurgist of Inland Steel Co. here, 
died March 9 while on a business trip in 
Detroit. He had been a metallurgist for 
United States Steel Co. and Dodge prior to 
joining Inland in 1926. 

* * - 


Bruce Haycock 
CONVERSE, Ind.—Bruce Haycock, 72, 
retired auto dealer, died suddenly March 4 
of a heart attack. 
~ * * 


F. E. Baxter 
PORTLAND, Ore.—Frederick E. Baxter, 
46, Portland regional manager for Dodge, 
died un:2xpcctedly March 13. He joined 
Dodge in 1949 after serving with Inter- 
national. 
* * ~ 


Ray D. Spencer 
DES MOINES.—Funeral services for Ray 
D. Spencer, 65, former West Des Moines 
auto dealer, were held March 12. Mr. 
Spencer died of cancer. He was president 
of Ray Spencer Chevrolet Co., and had been 
the West Des Moines Chevrolet dealer from 
1923 until his retirement in September, 1954. 
* * * 


Benjamin T. Miller 
SCRANTON, Pa. — Benjamin T. Miller, 
76, a Chevrolet dealer in Moscow, Pa. since 
1927, died March 9 after a brief iliness. 
* - * 


Benjamin Hugh Sanford 
NEW ORLEANS.—Benjamin Hugh San- 
ford, 64, general sales manager of Crescent 
City Motors (Studebaker), and active in 


| the auto business for 35 years, died March 7. 


up with a larger gross and net 
profit than the franchised dealer. 

Many dealers here have a pro- 
found respect for some of the 
larger used-car merchants’ meth- 
ods. One dealer said: “I know a 
used-car dealer who sells thousands 
of current models. He showed me 
that he was making at least $10 
more per sale on my make than I 
am. Yet, the public is convinced 
they can get a bargain from these 
fellows. I have to give them credit.” 


With most models being dis- 
counted to within $125 to $150 of 
invoice, many other dealers are 
wondering why the public bothers 
to go to a used-car dealer for 1955 
models. 


It has become somewhat more 
difficult for the used-car merchants 
to get 1955 models. This is indi- 
cated by one of the newest stories 
along Automobile Row: 

A man dressed as an Arabian 
trying to buy new cars in large 
quantities—at big discounts—for 
“export.” It quickly was deter- 
mined that he was an agent for 
one of the local used-car opera- 
tors. 

Discounting is the next most dis- 
tressing subject of the day among 

dealers. In the beginning of the 
spring season, there is no apparent 
strengthening of the market and 
no great increase in prices over 
those of December, January and 
February. 

Discounting is enmeshed in sev- 
eral other problems. One dealer ex- 
pressed it this way: “The public 
has been educated to expect dis- 
counts on everything from hairpins 
to autos and there is little we can 
do to combat the disease. Actually 
—to my way of thinking—it is an 
indication that the economy is 
long overdue for price cuts. Since 
these cuts were not made at the 
factory level, the retailer has been 
subjected to the worst of the bat- 
tle. My concern is whether or not 
we can withstand a long siege of 
this without weakening the entire 
structure.” 


Many dealers blame “cockeyed 
distribution” policies of the fac- 
tories. Some dealers in the lower- 
priced three have as many as 650 
to 700 cars in stock. This is not 
unusual here. Yet in other lines, 
factories insist that dealers main- 
tain no more than a 10-day in- 
ventory. 

Just as soon as reports indicate 
the dealer has more than a 10-day 
supply, his quota is sliced. In order 
to avoid this, the dealer forces the 
market. This means that everyone 
else in his area is compelled to 
follow. 

This, dealers argue, keeps prices 
to a dangerous minimum. 


Rank Gives Free Dodge 
MILWAUKEE. — Rank & Scn, 
Inc. (Dodge-Plymouth), has given 
a 1955 Dodge Coronet sedan, val- 
ued at $2,225, as the grand prize 
of the annual home show. 











NN et tl lm tel me OSS Pe ede ee rpusQr<S3sF s=ss 











AUTOMOTIVE NEWS, MARCH 21, 1955 


"HENRY FORD IL 


FACTS, NOT FIGURES ! 


SUBJECT: 





~ 


63 


DEAR HENRY: 


I'm DISAPPOINTED IN YOU 


I THODGHT YOU WERE TOO BIG A 
MAN AND TOO WELL VERSED IN THE 
METHODS OF SOUND BUSINESS AND 
FAIR SALES COMPETITION, TO MAKE 
THE SAME MISTAKE TWICE. 


LAST YEAR YOU FLABBERGASTED 


ee 





Advertising Age |= == 


Rasered a: second-class manor Jam 6, 1932. a the post office Chocage, Wi, wader the at of Mack 3, 1879 Copyright, 19) 


LEADERSHIP ... WHICH IS THE 
VALUED GOAL OF EVERY INDUSTRY 
- - »« AND VOLUNTARY PUBLIC AC- 
CEPTANCE CONFIRMS THAT LEAD.- 
ERSHIP, WHICH FOR THE PAST 
NINETEEN CONSECUTIVE YEARS HAS 
BEEN CHEVROLET . . . NEWSPAPER 


33. by Advernneg Pabinaniees, Dec 


F MARK 





THE NATION WITH YOUR, “CLAIM 
FOR FAME” NEWSPAPER ADVERTIS- 
ING PROMOTIONS, BY DECLARING 
YOURSELF FIRST IN AUTO SALES 
LEADERSHIP, BY PICKING AND 
CHOOSING CONVENIENT PERIODS OF 


Be 
Last Minute News Flashes 
Chevvy Wins ‘54 Sales Race by 17,013 Cars 
Detroit, March 4—Chevrolet Motor division of General Motors Corp. 
sold 1,417,453 passenger cars during 1954, thus winning by a bumper- 
guard the nip-and-tuck sales race with Ford. Ford sales for ’54 were 
1,400,440, just 17,013 less than the Chevrolet figure. Final ’54 sales 


ADVERTISMENTS, PUBLIC PROMO- 
TIONS AND EMPTY DECLARATIONS 
TO THE CONTRARY NOTWITH- 
STANDING. 


LEADERSHIP IS WON . .. NOT PUR- 


TIME AS THE BASIS FOR YOUR DECI- 
SION... AND NOW, AGAIN... 
ANOTHER GIMMICK! A “SELF DEC- 
LARATION” GIMMICK THAT CARRIES THE CONNO- 
TATION OF “SELF PRAISE.” 


FRANKLY, I’M DISAPPOINTED! DISAPPOINTED IN 
THE FACT THAT AN INDUSTRIALIST AND PHILAN- 
THROPIST OF YOUR CHARACTER AND ABILITY, 
WOULD PERMIT OR CONDONE THE SAME MISTAKE 
TWICE—THEREFORE, HENRY .. . 


I REPRODUCE FOR YOUR INSPECTION AND 
PERUSAL, THE FINAL AND OFFICIAL R. L. POLK & 
COMPANY REGISTRATION FIGURES (WITHOUT AN 
ASTERISK), AS THEY PERTAIN TO LEADERSHIP 
BETWEEN CHEVROLET AND FORD. 


THEY ARE REPRINTED HEREWITH FROM THE 
MARCH 14TH ISSUE OF AUTOMOTIVE NEWS—THE 
“BIBLE” OF THE AUTOMOBILE INDUSTRY — TO- 
GETHER WITH AN AUTHENTIC NEWS REPORT 
WHICH APPEARED ON THE FRONT PAGE OF 
ADVERTISING AGE—THE “BIBLE” OF THE ADVER- 
TISING INDUSTRY. 


THESE FACTS AND FIGURES REPRODUCED FOR 






oe (actually car registration figures) were released today by R. L. CHASED 
Polk Co. 


+ « The Newspaper of the Industry « *& 
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Top Cars 
New-car registrations: F inal 
standings for 12 months: 





‘'} 1954 Pos. Make 1953 vin 
1—1,417,453 Chev. a ; 
2—1,400,440 Ford aaa i 
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9— a 
10— 101, 
1i— 95,914 Stude. 






Chrysler 153,756—10 
161,257— 9 
137,850—1% 
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. -- AND BASED ON PUBLIC 
ACCEPTANCE TOGETHER WITH THE 
FINAL AND OFFICIAL R. L. POLK & 
COMPANY REGISTRATION FIGURES AS PUBLISHED 
(AGAIN, WITHOUT AN ASTERISK) . . . CHEVRO- 
LET IS FIRST . . . AND FORD IS SECOND... 
(WHICH INCIDENTALLY, IS NOT SUCH A BAD POSI- 
TION—PARTICULARLY AFTER CHEVROLET). 


THEREFORE, HENRY, I BESEECH YOU— AS THE 
GREAT AMERICAN YOU REALLY ARE —TO OB- 
SERVE THE HIGH STANDARDS OF PUBLIC SERVICE 
INSTITUTED BY YOUR FOREFATHERS AND PRO- 
MULGATED FOR NEARLY HALF A CENTURY. 


YOUR FABULOUS EMPIRE IS A TRIBUTE TO THE 
TRADITION OF AMERICAN FREE ENTERPRISE AND 
FAIR PLAY! DON’T BE INFLUENCED TO DEVIATE 
FROM THE “RULES OF THE GAME” OF FAIR— 
HEALTHY—SALES COMPETITION ... AS IT ONLY 
REFLECTS ADVERSELY UPON THE GOOD NAME 
OF FORD AND YOUR IMPORTANT FORD DEALERS. 


MAY I, IN CLOSING, REPEAT MY INVITATION OF 
APRIL 25, 1954, IF THE OPPORTUNITY EVER 
PRESENTS ITSELF AND YOU’RE IN MIAMI TO STOP 


YOUR CONVENIENCE, AND PUBLIC SCRUTINY, 

WERE REPORTED BY, AND I REPEAT, AUTHORITATIVE PUBLICA- 
TIONS IN THEIR RESPECTIVE FIELDS . . . UN-DOCTORED AND UN- 
CHANGED . .. AND ARE BEING REPRINTED IN RESPONSE TO YOUR 
ADVERTISING CLAIMS OF “BEST SELLER” AND “LEADERSHIP” .. . 
WHICH CLAIMS ARE PRESENTLY ONLY SERVING TO CONFUSE THE 
AMERICAN PUBLIC AND YOUR DEALERS. 


HENRY, THESE FACTS AND FIGURES ARE IRREFUTABLE — AND 
ARE COMPILED ON THE SAME BASIS AND IN THE SAME MANNER 
AS THEY HAVE BEEN FOR YEARS . .. WITHOUT ANY “SPECIALLY 
PREPARED” REPORTS, TRICK FIGURES, GIMMICKS OR ASTERISKS! 
THEY ARE THE FACTS ... AND THEY DECLARE THE WINNER— 
OF WHICH THERE CAN ONLY BE ONE — AND AS IN THE PAST — 
IT’S CHEVROLET AGAIN BY AN IMPRESSIVE MARGIN. 


I AM SURE YOU RECOGNIZE THE FACT THAT PRODUCT SUPPORTS 
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4181 S.W. 8th ST. 





BY AND PAY ME A VISIT. I WOULD WELCOME 
THE OPPORTUNITY OF MAKING YOUR PERSONAL ACQUAINTANCE 
—HOWEVER, IN THE MEANTIME, PLEASE DO NOT CONTINUE TO 
PARTICIPATE IN, OR ENCOURAGE YOUR DEALERS TO INDULGE 
IN, QUESTIONABLE METHODS OF CREATING IMPRESSIONS THAT 
MIGHT MISLEAD THE AMERICAN PUBLIC, THROUGH ADVERTIS- 
ING MEDIA. IT’S TOO EXPENSIVE FOR ME TO RESPOND TO—IN 
MY LITTLE EFFORT TO CONVEY TO THE AMERICAN PUBLIC, THE 
VALUE OF TRUTH IN ADVERTISING . .. AND IT JUST DOESN’T 
BECOME YOU OR THE ORGANIZATION YOU REPRESENT. 


RESPECTFULLY YOURS, 


eA, A em ha han 





MIAMI, FLA. 
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THE SPOTLIGHT 


¢ focused on your dealer- 


: : ; b 
National interest will soon TV and other media tell 


ship as Newspapers, Radio, 
the story of the... - 


1955 NATIONAL 
SAFETY- CHECK DRIVE 


mmit- 

Supported by Inter-Industry Highway naa a -" 
tee, National Safety Council N.A.D.A. and N.A.|I. 
Check might well save 4 life. That's 
a gratifying service . . . and “plus” business, too. 
Identify yourself strongly with this year’s Safety eee’ 
by using the official Safety-Check Promotion os 
aes all the materials to help you do a prideful job. 


your factory representative oF 
ial kit to the address below: 


The-car you Safety 


tai 


For complete information, see : 
send $12.75, plus tax, for your offic 


MODERN DISPLAYS, Inc. 
Detroit 12, Mich. 


12891 Mt. Elliott 
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Ped ta) 
Price $1.00 Per 


GRIP-LOC SNAPS 
Price $1.00 Set of 4 
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Attractive 
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Discounts 
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ROOF CARRIE 

pg CUSTOM STYLED 
a TO EACH 

DIFFERENT 
MAKE & 


MODEL 


Send for Literature 
DElaware 3-6898 


618 Communipaw Ave., Jersey City, N. J. 
STATION WAGON WOOD PARTS — DECALS 








































been operated by Harry Iler, who 
be 





died recently. The firm will 
moved to a new location soon. 
* . ” 


Owens Buys Dial 


Dial Motor Sales, Jackson, O., 
has been purchased by T. K. Owens 
Motor Co. which is now handling 
Packard and Studebaker cars. 

. . + 


Sorci Gets Hudson 
Sorci Motors, Inc., 7205 St. Claude, 
New Orleans, has been appointed 
a Hudson dealership. Joseph Sorci 
heads the firm. 
o * 


Canada Motor Gets L-M 


Canada Motor Sales, Ltd., Ot- 
tawa, has received the franchise 


* 


;|for Mercury, Lincoln and Meteor 


cars and trucks. Paul Cardinal, en- 
gaged as a dealer since 1926, is gen- 
| eral manager. 

| * 


Guilford Gets Hudson 


The new Hudson dealership in 
Baltimore is Guilford Hudson, Inc., 
4410-20 York Rd. President and 
general manager is Ralph C. Har- 
rison. 





* 


Pontiac Names Ruud 


John Ruud has founded a new 
dealership, Ruud Pontiac, at Albert 
Lea, Minn. Currently the firm is 
erecting a new building which will 
have a showroom, service depart- 
ment and parts department. Com- 
pletion is set for Apr. 1. 


x * * 


Goar Sells Volkswagen 


Leo Goar (Packard) has been 
named Volkswagen dealer in Pen- 
dleton, Ore. 


* * 





* * * 


Georgia Pontiac Deal 
Floyd-White Truck & Tractor 
Co., Sylvester, Ga., has been ap- 
| pointed a Pontiac dealer. 
. 


Bell Buys Douglas 
Douglas Motor Co. (Chevrolet), 
Douglas, Ga., has been purchased 
by M. A. Bell, Claxton, Ga. a 
former Buick dealer. 


. * 7” 


Berry Buys Full Deal 


Albert H. Berry has become sole 
owner of Jackson Motors (Dodge- 
Plymouth), Houston, and has re- 
named the 41-year-old dealership 
Albert Berry Dodge-Plymouth. 


® * * 
Hayden Buys Quality 
Don Hayden has purchased Qual- 
ity Chevrolet Co. Farmington, 


Minn., and is doing business as 
Don Hayden Chevrolet, Inc. 
* = * 


Walters Ford Dealership 
Acquired by Baird 
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Across the Nation .. . 


Auto Dealer Changes 


(Continued from Page 21) 


let & Oldsmobile Co., which had| Sales, Haddam, Conn.; Fazio Bros., | is vice-president. 


North Massapequa, N. Y. 


Rennex Garage, Framingham, | 


Mass.; Eldreth Motor Co., Taze- 
well, Va.; Koop Hudson, Alhambra, 
Calif.; Domie’s Auto Service, War- 
saw, Ind.; Broadway Garage Co., 
Normal, Ill.; East Side Motors, Wil- 
mington, Ill.; Marine Basin Auto 
Mart, Belmar, N. J. 


Burden Motor Co., Tullahoma, | 


Tenn.; Burrus Motor Co., Shelby, 
Miss.; Cooper Motor Co., Collier- 
ville, Tenn.; Behm Motor Co., Osh- 
kosh, Wis.; Central Hudson Sales, 
Minneapolis; Mix Auto Sales, Jack- 
son, Minn.; Reco Motors, Fair- 
mount, Minn.; Bloomington Motors, 
Bloomington, Minn.; Hall Imple- 
ment Co., Ortonville, Minn.; Auto- 
mobiles, Inc., Hopkins, Minn.; Vint 
Implement Co., Rock Rapids, Ia.; 
Knese Motors, Lisbon, N. D., and 
Empire Hudson, Sioux Falls, S. D. 


Basney Buys Nash Outlet 


In South Bend from Goes 


Robert J. Basney, formerly an 
auto dealer in LaPorte, Ind., has 
bought Goes Motors (Nash) in 
South Bend from A, J. Goes. The 
firm will be continued under the 
same name. 

Goes, who has been in the auto 
business for 44 years and a Nash 
dealer for 10 years, said he will re- 
tire. At present, he is completing a 
log cabin summer resort in Charle- 
voix, Mich. 

* * 


Strop Takes Packard 


E. L. Strop, Inc., El Monte, Calif., 
has signed a Packard franchise. 
* + * 


Yates Buys Mueller 


William Yates, former Illinois 
Cadillac - Oldsmobile dealer, has 
bought the franchise of Mueller 
| Oldsmobile, Inc., St. Louis. The 

firm will operate as Yates Olds- 
mobile Co. 

. 


|Peshkin & Turnure 


Opens in Atlantic City 

Hyman Peshkin and Harvey A. 
Turnure have opened Peshkin & 
Turnure (Cuirysler- Plymouth) in 
| Atlantic City. Turnure also is a 
|Chrysler dealer in New York City 
jand heads the Automobile Mer- 
chants Assn. of N. Y. 

+ * 


Mathis Adds Packard 


Mathis Motor Co. (Studebaker), 
Atlantic City, has added Packard. 


ithe firm has been a Studebaker 


dealership since 1919. 
* * - 





Packard Appoints Skorey 


| Distributor in Rockies 

Matt Skorey Packard Co., Den- 
ver, has been appointed a Packard 
distributor for the Rocky Moun- 
tain area, it was announced last 


William G. Walters, who has op-| week at a luncheon. 


erated Walters Motor Co. (Ford), 
Kinsley, Kans., for 32 years, has 
sold the business to Ralph Baird, 
of Lewis, Kans., who operated a 
Ford dealership there since 1949. 

* x 7 


Jones Replaces Davis 
Robert Jones, general manager 


ver, is the new owner of the firm. 
Retiring president is Archie Davis 
jr. The company has been renamed 
Bob Jones’ Skyland Motors. 

. * . 


Hudson Appoints 
28 New Dealers 


In 18 States 


DETROIT. — C. A. J. Hadley, 
Hudson sales manager, has an- 
nounced the appointment of 28 new 
dealers in 18 states. 
| The new dealers include Dick 
| Moore, Inc., Memphis; Langhurst 
| Motor Co., Cedar Rapids, Ia.; Weh- 
ling Motor Sales, Aurora, Ill.; Cen- 
tral Garage, Centerville, Mich.; 
Jones-Lyne Motor Co., Inc., Dor- 
mont, Pa.; Super Service Co., Wil- 
liamson, W. Va.; Hi-Way Motor 





| 


of Davis Motors, Inc. (Ford), Den- | 








| 
| 


Present were 31 dealers from the 


Headed by L. Edison Mathis sr., | 





es, 


area — Colorado, Wyoming 
| Mexico and parts of Kansas 
'braska and Oklahoma. 
+ * * 


Potzsler Changes Name 


| Potzler Motor Sales, Plymouth, 
|Ind., has changed its name to Potz. 
|ler Lincoln-Mercury, Inc., accord. 
jing to John R. Potzler, president. 
|Harold E. Holaway, Goshen Ind, 


New 
Ne. 


+ * * 


Callaway Takes Olds 


Callaway Motor, Inc. (Dodge. 
Plymouth), Decatur, Ga. has 
switched to Oldsmobile, according 
to T. M. Callaway jr., president. 


* * * 


McCord L-M Opens 


McCord Lincoln-Mercury Co., a 
newly-formed dealership in Macon, 
Ga., has been granted a_ charter 
with capitalization of $100,000 
Owners are John S. McCord, Mrs. 
Lawson M. McCord and William 
C. Turpin. 

+ 


Hudson Shifts Franchise 


The Hudson franchise of Stern 
Motor Co., Wilkinsburg, Pa., has 
been transferred to Lincoln Gar- 
age, owned by Richard Maxwell, a 
former Hudson dealer. 

+ * * 


Hudson Picks Martin 


Ott Martin has opentd Ott- 
Hudson Co. in Houston. 
* + * 


Palmetto Opens L-M 


Palmetto Motors, Inc., has 
opened a new Lincoln-Mercury 
dealership in Greenville, S. C. It 
has taken over the buildings and 
service personnel of City Motor Co. 

* cd * 


Anderson L-M, Ashland 


Albert R. Anderson jr., a veteran 
of 20 years in the automotive busi- 
ness, has assumed the assets of 
Payne Auto Sales in Ashland, 0, 
and will operate the business as 
Anderson Lincoln-Mercury, Inc. 

* * « 


McQueary (Buick) 

McQueary Motor Co., Osawato- 
mie, Kans., which has held a Buick 
franchise ‘since 1928, has been sold 
to Everett Higley, resident of Osa- 
watontie since 1936. Bethe] Perry 
had been associated with Mc- 
Queary in the Buick business since 
1945. 


* * 


Gragg Sells to Bright 


A partnership of nine years has 
been dissolved by Glenn Bright and 
Harold Gragg, co-owners of Gragg- 

|Bright Motor Co., Hutchinson, 
Kans. Gragg has sold his interest 
in the Dodge-Plymouth dealership 
|to Bright, and the firm now will 
| operate as Glenn Bright Motor Co. 


. > * 


DeSoto Names Wilder 


Wilder Motor Co., 245 W. Broad- 
way, West Memphis, Ark., is a new 
DeSoto-Plymouth dealership. The 
new dealership is headed by Har- 
rison Wilder, former Memphis and 
Little Rock used-car dealer. 

. * s 


Hopper Manages Deal 


Parkwood Chevrolet has opened 
Continued on Page 65, Col. 2) 





Darwin Moves info Ice Arena— 


“Room to move about, room to breathe, 


is the feeling of R. S. Darwin, owner of 


D & D Buick, Albuquerque, N. M., and his employes after the firm has taken over 
an ice arena which had come up for lease. Darwin says that the move has been 0 
“real morale as well as sales booster.” Both employes and customers are grateful to 
get away from pressure and traffic jams. The arena-dealership is located at 5600 E. 
San Mateo and has been converted for the special purposes of the business. 











———— 


Reed Signs Hudson Deal 


Hucson has appointed Silas Reed 
Motors a dealer in Vicksburg, Miss. 


TT aeStAe 1 
PROBLEMS 


when you use 


RUGLYDE 


with 


Controlled Friction 


IYDE 
z eR 


r tubeless tire 


* RuGLYDE is the registered 
trade-mark of 


AMERICAN GREASE STICK CO 
Muskegon, Michigan 
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FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 





AUTO 
TURNTABLES 


Manufactured by 
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Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 
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Across the Nation .. . 


Auto Dealer Changes 


(Continued from Page 64) 


in Lakewood, Calif., under manage- | quarters will be on Van Ness Ave. 


ment of Eddie Hopper. 


* * * 


McDonough Switches 
McDonough Motors, Cleveland, 
after being a DeSoto-Plymouth 
dealership for 24 years, has 
switched to Chrysler-Plymouth. 
+ 


= a7 
Signed in Ohio 
D. P. Davis, proprietor of Gate- 
way Supply Co. in Logan, O., has 
been signed as Studebaker dealer 
in Logan. 


at Geary Blvd. 
o 


* * 


Chovanes in San Leandro 


Ed Chovanes has succeeded Gor- 
don Reid as Ford dealer in San 
Leandro, Calif. Chovanes has an- 
nounced the following department 
chiefs: Bill Humphrey, sales; Willie 
Viera, service; John Vastine, parts: 
Ed Burghard, office. 


* 7 


Dietrich Takes Oldsmobile 


Dietrich Oldsmobile, Inc., 5211 Main 
St., Williamsville, N. Y. Dietrich 
has sold his interest in D. & E. 
Motors (Lincoln-Mercury) to 
Martin J. Echtenkamp, secretary- 
treasurer of D. & E. 

* * > 


Walker Opens 2nd Firm 


Ludlow Auto Sales (Lincoln- 
Mercury) has begun operations at 
803 S. Ludlow St., Dayton, O., 
according to John V. Walker, presi- 
dent. Walker is also president of 


Dye Gets British Ford 
Dick Dye, E. Twelfth St. and 
Forty-fourth Ave., Oakland, Calif., 
has been appointed a British Ford 
dealer. 


L-M for Rosberg 


Fred W. Rosberg, of Rosberg’s 
Service, Smithers, B. C., has been 
appointed an associate dealer for 
Lincoln, Mercury and Meteor, and 
is enlarging his premises to include 
showroom, shop and parts depart- 
ment. 


L-M dealership. 
7 * 


Hudson Deal Formed 
Springfield Hudson, Inc., Spring- 
field, Ore., has been incorporated 
by W. W. Peterson, Howard B. 
Dull and Lewis Hoffman. 
* * = 


ha * * | 


Pierce Gets Pontiac 
Terry C. Pierce is the new Pon- 
tiac dealer in Monterey Park, Calif. 


* * * 


Roberts Buys Out Sandow 


John R. Roberts has purchased 


| 
Chevrolet for Hessell 
Eo Motor (DeSoto-Plymouth), 


John Hessell has been appointed 
a Chevrolet dealer in El] Segundo, 
Calif. 


Hope, Kans. The firm name is now 
Roberts Motors. 
* 


a * * * 


Washburn, Gerstad Open 


A new Chrysler-Plymouth deal- 
ership has been opened in Newport 
Beach, Calif., by “Country” Wash- 
burn and Harry Gerstad. It will be 
| known as Lou Reed and Associates. 
* | = * = 


Krayne Adds Buick 
Krayne Motor Co. (Nash), Price, 
Utah, has been franchised by Bu- 
ick. Frank and Venie Kraync said 
they will continue to handle Nash. 
* + * 


Kipper Buys Out Boss 


James Kipper has _ purchased 
Chevrolet Motor Co., Pleasanton, 
Kans., from Bill Williams. Kipper 
had been a salesman there for 
seven years. 

* 


Stuart Buys Kruse 


Charlie Stuart, Studebaker dealer 
at 2217 E. Washington St., Indian- 
apolis, has bought Kruse Motors, 
Inc. (Studebaker), 873 Virginia 
Ave., and will continue the added 
dealership as Southside Motors, 
Inc. (Studebaker). William R. Cha- 
pin jr. has been named general 
manager; Lowell Spencer, assistant 
sales manager, and James Lindley, 
comptroller. 





Open House for Corey 
A special open house marked the 
opening of Ira N. Corey Co., new 
DeSoto- Plymouth dealership 
Idaho Falls, Id. 
* 


* * 


Leduc to Gohier 


Gerry Gohiér, who operates Go- 
hier Automobiles, Ltd., Montreal, 
has taken over Leduc Automobiles, 
Montreal, one of the General Mo- 
tors’ oldest dealerships. 


= * * 


Olds for Batterman 


Herbert R. Batterman, veteran 
used-car dealer, is now an Oldsmo- 
bile dealer at Hatboro, Pa. 

o = o 


Marcus Changes Lines 
Marcus Motors, Inc. (Stude- 
baker), Denver, has been appointed 
a DeSoto-Plymouth dealer. S. M. 
Marcus, owner, has been a dealer 
in Denver for 35 years. | 
= os * 


Lockinger Buys Overholt 

Lockinger Chevrolet has replaced 
H. V. Overholt Motors (Chevrolet) 
in Brownsville, Pa. Chris Lock- 
inger, formerly general manager of 
H. & B. Chevrolet, Brownsville, Pa., 
is owner of the new company. 

~ * * 


Switches to Dodge 

Chalfonte Sales & Service, 14943 
Wyoming, Detroit, has switched 
from Kaiser-Willys to Dodge-Plym- 
outh. The firm, owned by Howard 
H. Teasley, had handled Kaisers 
for six years. 
a 


Kutner Enlarging 
Jules Kutner, Buick dealer, is en- 
larging his service facilities. A new 
building is being put up at Castor 
Ave. and Friendship St., Philadel- 


phia. 


2 s * 


Bates Chevrolet Promotes 
Barbre, Sebring, Holmes 


 * Three promotions have been an- 


Hien Buys Davis Deal 

Davis Pontiac Co., Pawtucket, 
R. L, has been purchased by 
Charles A. Hien, formerly general 
manager of the B. A. Dario (Bu- 
ick) Co., Providence. The Davis 
firm was founded and operated 
by the late Russell Davis, who 
was fatally injured in an auto 
accident on Cape Cod this past 
summer. 


Springfield, Ill. 

Ralph E. Barbre was advanced 
from sales manager to general 
manager; Charles K. Sebring, from 
insurance and finance department 
manager to sales manager, and 
Marion C. Holmes, from salesman 
to succeed Sebring. 

a of * 


Jack Madden Ford Opens 


In Norwood, Mass. 


A new Ford dealership, Jack 
Madden Ford Sales, Inc., has 
opened at 999 Washington St., Nor- 
wood, Mass. Jack Madden, former 
vice-president of Hoover Motors, 
Inc., Boston, announced new sales 
and service facilities. They will in- 
clude a spacious new Ford show- 


Cantrud Franchised 


Cantrud Motors Co. has been ap- 
pointed a Dodge-Plymouth dealer- 
ship at Rothsay, Minn. Tony Can- 


trud is the dealer. 
* + * 


Van Schultheis Named 


Appointment of Leonard E. Van | 
Schultheis as a Chrysler-Plymouth | 
dealer in San Francisco has been 


lot. 


William A. Dietrich has founded | 


Walker Motor Sales, Dayton’s other | 


in | 


nounced by Bates Chevrolet Co.,| 






The high-wheeled 1910 Schact 
Auto-Runabout was popular in 
rural areas because it had less 
trouble going through mud and 


ruts than cars with smaller 


wheels. 





ley, sales manager; Jesse Knight, 
used-car manager; James Mc- 
Gowan, Jerry Madden and Walter 
Schofield of the sales staff. 


* * 


Nash-Hudson for Wallau 


Wallau Auto Service is a new 
Nash-Hudson dealer in Jefferson 
City, Mo. 


a2 * * 


Knotts Opens With Buick 


Knotts Buick Co., owned by John 
| Knotts, is a new dealership in Park 
Falls, Wis. 


x * * 


Foster Takes DeSoto 


Foster’s Garage has been named 
|a DeSoto-Plymouth dealer in New 
Rockford, N. D. It is owned by 
R. IL. Foster. 


x * * 


Molenske Enters Akron 

Trinity Motors, Inc., igs Akron’s 
newly appointed Lincoln-Mercury 
dealer. E. A. Molenske, president, 
also heads a dealership of the same 


has taken over the facilities and 





finding prospects. It shows you— 





name in Youngstown, O. Trinity | 


SALESMEN 


GET “HIDDEN TREASURE FOR AUTOMOBILE SALESMEN" 
This pocket size booklet gives you 10 simple, practical methods of 
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personnel of Hoskins, Inc. (Olds- 
mobile), which was liquidated after 
the death of its president, K. A. 
Hoskins. 


Wavra Organizes 


Wavra Motors, Inc., is the new 
Studebaker dealership at Grand 
Forks, N. D. Members of the cor- 
poration are G. A. Wavra, presi- 
dent; Edward J. Zon, vice-presi- 
dent, and John H. Lyons, secretary- 
treasurer. 


* * 


Studebaker Names Moullette 


Motor & Equipment Co., Rice 
Lake, Wis., has been named a 
Studebaker dealership. Jack 
Moullette is the dealer. 

6 + + 


Vosica Gets Studebaker 


Vosica Motor Co., owned by Vic 
Vosica, has been named a Stude- 
baker dealer at Gregory, S. D. 

+ * * 


Thompson Takes Ford 


Thompson Motors is the new 
Ford dealership at Decorah, Ia. 
Officers of the firm are Ray Thomp- 
son, president, Roger Thompson, 
vice-president, and Curtis Thomp- 
son, secretary-treasurer. 

* + ° 


Wilson Incorporates 


Wilson Buick, Inc., El Dorado. 
Kans., has been incorporated with 
K. E. Wilson named resident agent 
of the firm. 


* * 


Young Sold to First 
Young Chevrolet Co., McMinville, 
Ore., has been purchased by Jd. L. 
First of J. L. First Chevrolet Co., 
Hillsboro, Ore. 
* 


* o 


Ideal Incorporated 


Ideal Chevrolet Co., Inc., Marks- 
ville, La., has been granted a char- 
|ter of incorporation, listing capital 
stock of $150,000. 

+ 


+ * 


Klapp Adds Packard 
John R. Klapp, Studebaker dealer 
in Plymouth, Ind., has added a 
Packard franchise. E. Robert Klapp 
jis service manager. 








| 
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5. pg Your Sales Efforts 

6. iply Your Prospecting 
Activities Ten-Fold 
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8. How to make a profitable sale today! 

To Insure Prompt Delivery—Order Now 
ATTENTION DEALERS — WATCH FOR NEW IMPORTANT SALES AIDS IN 
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x 1352, Pale Alto, Calif. 
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The Nation's Auto Market Place 
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the auto industry across the nation? 


Read the Want Ad pages of Automotive News for clues. 


And as for selling—we've even sold 
horsepower . . . not to mention yachts, 


horses to the men who deal in modern 
country estates, brainpower, ancient cars, 


used cars, parts, tools and shop equipment. 
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2666 Penobscot Building, Detroit 26, Mich. 
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had totaled $322 for a gross profit | Carolina General Assembly. It tin 
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* GIVES GREATER GASOLINE ECONOMY »* KEEPS ENTIRE ENGINE CLEAN 


Refined from 100° 
Oi! 


Bradford Pennsylvania Crude 
— world’s richest 


Kendall SuperB is an en- 


tirely different type of motor oil developed espe- 


cially for high compression engines. 


Attract more 


customers with Kendall SuperB and you'll boost 
profits in both your sales and service departments. 


KENDALL REFINING COMPANY 
BRADFORD, PENNA. 


2000MILE | 


of 29 percent. 

He had a 5.8 months’ supply on 
hand, and turned over his invest- 
ment 2.1 times annually. In 1953, 
his stock was good for 5.2 months 
and his annual turnover was 2.1. 

The average dealer last year also 
boosted his customer labor for each 
new unit retailed. Such sales 





would require certificates of sales 
to be issued for every vehicle and 
recorded with license tag regis- 
trations. 

Backers said it would aid recov- 
ery of stolen cars and clarify 
doubts of ownership. A similar 
bill failed in the last session. 





Comparative Study in Headlights— 


Model Jacqueline Law Points out styling influences of '55 Nash as she compores 
headlight treatment of Ambassador V-8 Country Club with Nash-Healey sports car. 
Lower and more closely set headlights are said to give better visibility. Parking 
lights go on simultaneously with headlights, thus showing oncoming drivers car's 
full width. 
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Bigg: st March and First Quarter Shaping Up .. . 


New-Car Sales Records Tumbling 


(Continued from Page 4) 


cars they sold in the same period 
of 1951, Wolfram said. 

Pontiac, according to R. M. 
Critcifield, general manager, sold 
15,825 new cars in the first 10 
days of March, highest figure 
ever recorded by Pontiac dealers 
for that period. 

Last year, the total in the first 10 
days was 9,483 new cars. The pre- 
vious record of 12,486 had stood 
since 1941. 

Buick dealers, according to Ivan 
L. Wiles, general manager, deliv- 
ered 22,765 cars in the first 10 days. 
This, he said, brought Buick’s total 
retail deliveries in 1955 to 136,056 
units, an alltime record. 

Previous high for any year to 
March 10 was 89,461 in 1950. The 
new Buick record, therefore, was 
more than 50 percent of the old 
mark. 

Wiles said deliveries so far in 
1955 were running 171 percent 
ahead of 1954—the year when Buick 
moved into third place for the first 
time. 

* * * 
ser of Chryslers and Imperi- 
als in the first 10 days of March 
increased more than 64 percent 
over the same period of 1954, ac- 
cording to E. M. Braden, general 
sales manager of Chrysler division. 

Dealers delivered 5,145 new 
cars to owners during the first 10 
days of this month, he said. Sales 
for January and February totaled 
27,415, a 66 percent increase over 
the year-earlier period, when 16,- 
506 cars were sold. 

Nash sales in the first 10 days of 
March ran 30 percent ahead of the 





Canadian Budget Spurs 


New-Car Scramble 


TORONTO.— With recommen- 
dations on new income, auto and 
excise taxes expected in the Fed- 
eral budget, due Apr. 5, a mild 
price war on new cars has de- 
veloped here. 

New Chevrolets are being of- 
fered for $1,599 and new Fords 
for $1,699. Deals include down- 
payments of less than $300 and 
payments below $60 a month. 
Dealers are trying to clear out 
stocks before the budget is_re- 
leased. 





same period of 1954, according to 
Roy Abernethy, sales vice-presi- 
dent. Abernethy added that sales in 
the preliminary March period ran 
16 percent ahead of the previous 
10-day period. 
*~ * ~ 
7 used-car market, meanwhile, 
showed increasing signs of 
strength. According to AUTOMOTIVE 
News’ index, the average price of 
used cars sold at wholesale auction 
increased last week for the first 
time since the report of Feb. 21. 
The average price went up $2, 
from $870 to $872. The increase 
Was carried on the strength of 
showings of ’55s and ’54s. The 
price of ’55s went up $26 to $2,271 
and the price of ’54s went up $6 
to $1,569. 

Never before on AUTOMOTIVE 
News’ index had the price of ’55s 
been that high. They had entered 
the index Jan. 10 at $2,229 and had 
fluctuated between $2,178 and $2,262 
since then. 

The index last week also was 
bolstered by the performance of 


New Licensing Bill 


Offered in Texas 


AUSTIN, Tex. — An automobile 
dealer licensing bill was introduced 
in the Texas Legislature last week 
by Rep. Reuben Talasek of Temple. 

It differs in one major respect 
from a similar proposal introduced 
earlier by Rep. J. O. Gillham of 
Brownfield. 

The Talasek measure would re- 
quire a franchised new-car dealer 
to transfer the manufacturer’s cer- 
tificate, as well as the title, to any 
Person who bought the vehicle be- 
fore it is registered. This would be 
aimed at disclosing which dealers 
are supplying used-car lots with 
new cars for sale. 





50s, which remained unchanged at 
$391. 
* * * 


OSSES on the index were: ’53s, 

down $2 to $1,041; ’51s, down $4 
to $532; ’49s, down $5 to $274; ’48s, 
down $5 to $174; and ’52s, down $6 
to $721. 

The decline in ’52s established 
a record low. All other models 

have been at lower levels in the 
past. 

The strengthening used-car mar- 
ket also was evidenced in the ratio 
of sales to offerings at the whole- 
sale arenas. Last week, that ratio 
was up to 69 percent, the highest 
since the report of Jan. 31. It had 
been 64 percent a week earlier. 

* * * 


U. C. Upswing Continues 
In Sales and Stocks 


DETROIT. — Used-car sales con- 
tinued strong during February, the 
National Used Car Dealers Assn. 
reported in its monthly survey to 
members. 

Ray Miles, NUCDA president, 


Legislative 


(Continued from Page 3) 


car dealer charges of excessive 
factory coercion. The newly-cre- 
ated State Motor Vehicle Com- 
mission could withhold licenses 
from factories found guilty of: 

1. Refusing to deliver vehicles to 
any dealer within 60 days of receipt 
of order. 

2. Threatening franchise cancel- 
lation as a means of coercion. 

3. “Unfairly, without due regard 
to the equities of said dealer and 
without just provocation,” cancell- 
ing or not renewing a franchise. 

4. Forcing dealers to take un- 
wanted vehicles or parts. 

5. Using competitive registra- 
tion or sales figures in the con- 
duct of business. 

6. Requiring dealers to accept ac- 
cessories not included in “publicly 
advertised” vehicle prices. 

7. Refusing to let dealers decide 
the transportation to be used in 
shipping vehicles. 

For their part, dealers are for- 
bidden from putting unwanted ac- 
cessories on vehicles, selling demon- 
strators as “new and unused,” and 
using “false or misleading” adver- 
tising. 

Licenses will cost each factory 
$100; dealer, $25, and salesman, 
$5. 

The new Vehicle Commission will 


Monrovia (Calif.) Dealers 
Elect Miller President 


MONROVIA, Calif.— Bud Miller 
(Ford) has been elected new presi- 
dent of the Foothill Automobile 
Dealers Assn. 

Other officers are Clifford T. Nutt 
(Packard), vice-president, and Oli- 
ver E. Becherer (Buick), secretary 
and treasurer. The dealers are 
backing a Sunday closing law. 





Victory Roses— 


Esther Mierzwa, a 
Allen's Chevrolet dealership in Buffalo, 
celebrates the announcement that Chevro- 
let led Ford in 1954 new-car registrations 
with a bouquet of roses for her desk. 


secretary at Don 





said sales were up 0.7 percent 
over the previous month. Despite 
the sales increase, used-car stocks 
also went up—by 4.5 percent. 

The best sales showing came in 
the Southwest, where transactions 
gained 7 percent during February. 
Inventories also were kept in best 
shape in that area, where the in- 
crease was held to one percent. 

Area reports are as follows: 
East (10 states)—-Sales down one 
percent; inventories on Feb. 28 up 
12.5 percent. 

Midwest (12 states)—Sales up 
44 percent; inventories up 4.6 
percent. 

SoutH (District of Columbia and 
13 states)—Sales down 2.5 percent; 
inventories up 4.5 percent. 

SoutHwest (four states) — Sales 
up 7 percent; inventories up one 
percent. 

West (nine states)—Sales down 
14.9 percent; inventories up 1.1 per- 
cent. 





sie 





Spokane Show Pleases Dealers— 


A record turnout estimated at 30,000 persons gave Spokane (Wash.) new-car dealers 
business in excess of $20,000 at a six-day auto show in the city’s new Coliseum. 


Fifty-two cars were on display. 





233 Dealers Join 
Hudson in 55 


DETROIT. — Hudson has fran- 
chised 233 new dealers since its 
1955 model announcement early in 
January, N. K. VanDerzee, sales 
vice-president, reported last week. 

“Hudson’s completely restyled 
line of 1955 cars is attracting new 
car dealers throughout the coun- 
try,” VanDerzee said. “The ‘part- 





Feat by Arkansas Dealers 


be made up of seven members, all 
appointed by the Governor. Each 
of Arkansas’ six Congressional dis- 
tricts will have a _ representative, 
and each must have been in the 
auto trade for at least 10 years. 

The commission must hold hear- 
ings if it refuses to grant a license 
or issues a suspension or non-re- 
newal notice. Decisions may be ap- 
pealed to local district courts. 

Bd * * 


Tennessee Assn. Slates 


Licensing Law Talks 
NASHVILLE, Tenn. — (UTPS)— 
Following a meeting at which a 
list of names was compiled from 
which Gov. Frank Clement will ap- 
point members of the Tennessee 


Motor Vehicle Commission to ad- 
minister the new dealer-manufac- 
turer licensing law, the Tennessee 
Automotive Assn. announced plans 
to stage a series of regional dinner 
meetings across the state for the 
purpose of acquainting local deal- 
ers with this and other new legis- 
lation. 

According to David P. Welchel, 
TAA executive secretary, times and 
places for these meetings are: Apr. 
4, Johnson City, Country Club; Apr. 
5, Knoxville, Andrew Jackson Ho- 
tel; Apr. 6, Chattanooga, Chatta- 
nooga Golf and Country Club; Apr. 
12, Nashville, Richland Golf Club; 
Apr. 13, Jackson, New Southern 
Hotel, and Apr. 14, Memphis, Pe&- 
body Hotel. 


nership plan’ we are offering all 
Hudson dealers is resulting in 
many inquiries and new dealer 
signings every day.” 

VanDerzee predicted that Hud- 
son’s dealer organization will con- 
tinue to increase in the months 
ahead. 


Nash Sales Force Meets 
This Week in Detroit 


DETROIT. — Factory and field 
sales executives of Nash Motors 
will meet here Thursday and Fri- 
day (March 24-25) for a quarterly 
sales-management meeting. 

Two new merchandising pro- 
grams, which will be announced 
in April, will be outlined. In addi- 
tion, the conference will include 
dealer counseling, dealer develop- 
ment and advertising and mer- 
chandising, according to Roy 
Abernethy, Nash sales vice-presi- 
dent. 

Upon completion of the session 
here, district managers will ar- 
range meetings with dealers to 
tell them about the two new pro- 
grams. Dealer parleys will start 
March 28. 








Champion Adds Packard 

Champion Motor Sales (Stude- 
baker) is the new Packard dealer 
at Tarentum, Pa. Owner is Roland 
Scranton. 
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Add ‘2,190 a year 





to Your Net Profits by Balancing 
One Car a Day with the Famous 


| aj id T E R Wheel Balancer. 
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Ask your Hunter representative ie: 


for complete details and actual 
case histories on amazing Hunter 
profits. By balancing only four 


cars a week your 
Hunter Tune-In 
Balancer will pay 


for itself out of profits in 90 
days. No wonder more Hunter 
Wheel Balancers have been 

sold than any other make. 
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Hunter X-Act passenger 
car and truck wheel weights 
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ich HUNTER Engineering Company 


Hunter Avenue and Ladue Road 


) St. Lovis 24, Missouri 


Ask your jobber about 


SF 
i 


== Sy 


Hunter Trim-A-Wate— § St. Louis 24, Missouri 
the all-in-one, all-purpose 


wheel weight tool 
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& TO HUNTER ENGINEERING COMPANY 
; & Hunter Avenue and Ladue Road 


AN-35 


© Please send me more information on the Hunter 
Tune-in Wheel Balancer. 
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Output, Inventories Also Rise . . . 





Car-Tire Shipments 
Up 21.9% in Month 


NEW YORK. — Manufacturers’ 
shipments of car tires during Jan- 
uary totaled 7,699,222 units, an in- 
crease of 21.9 percent from Decem- 
ber when 6,314,813 units were ship- 
ped, the Rubber Manufacturers 
Assn. announced last week. 

Of the car tires shipped in Jan- 
uary, 3,481,296 were original 
equipment; 4,139,312 were replace- 
ments and 78,614 were for export. 
The original equipment figure 
was 2.9 percent over the 3,382,855 
shipped in December, but ex- 
ports were 113 percent below the 
December shipments of 87,511 
units. 

Production of car tires during 
January amounted to 7,797,337 units, 
an increase of 8 percent over De- 


N. M. Standardizes 
20% Tolerance on 
Truck Overloads 


SANTA FE, N. M. — New Mexi- 
co’s truck load bill, which has been 
signed into law by Gov. John 
Simms, allows all truckers the 20 
percent overload tolerance previ- 
ously granted only to haulers of 
natural products, such as oil, lum- 
ber or cattle. 

New gross load limits will be 
84,400 pounds, with single - axle 
weights of 21,600 pounds minimum. 

Simms urged that railroads, the 
bill’s earliest opponents, and truck- 
ing firms cooperate in a state where 
neither alone can handle the haul- 
ing needs. 

Bill Randolph, Auto Dealers Assn 
secretary and chairman of the Al- 
buquerque safety council, said the 
bill would not provide “bigger, 
wider, heavier giant three-unit ve- 
hicles” as the people are being led 
to believe. 

Motor Carriers Assn. Managing 
Director Leslie R. Thomas told a 
House committee the bill would 

give truckers, “the same rights 
now enjoyed by haulers of natural 
products” and that because nearby 
states would have lower limits and 
no border scales, state truckers 
would actually benefit most from 
the legislation. 

AAA's executive secretary here, 
Peter Brooks, said AAA policy on 
a national level was opposed to 
more than 18,000 pounds per single 
axle and that present conditions 
of state highways did not warrant 
increased truck limits. 


Independents Sue 
Shell in Oregon 


PORTLAND, Ore. — The Oregon 
Gasoline Dealers Assn. has filed a 
Federal court suit seeking to en- 
join Shell Oil Co. from setting up 
“C” stations. 

The suit contends the stations 
are a “device to fix gasoline prices 
and start a price war.” The associa- 
tion says the station will compete 
against Shell’s own independent 
dealers. 

The group maintains that the “C” 
stations are essentially identical 
with the independent leased. sta- 
tions, except they will not have to 
pay for the first filling of their 
tanks as an independent station 
does. Art Moran, a Shell dealer, 
joined in the suit claiming treble 
damages of $18,000 for loss of busi- 
ness. 


Helena (Mont.) Dealers 


Elect Watson, Van Osdal 


HELENA, Mont. — Robert Wat- 
son, of Burgan & Walker (Buick), 
has been elected president of the 
Helena Automobile Dealers Assn. 
He succeeds Vernon Cougill, of 
Capitol Motors (Ford). 


Walter Van Osdal, of Northwest 
Motors (Chrysler- Plymouth), has 
replaced Roy Aldrich, Aldrich Pon- 
tiac, as vice-president. Don Fred- 
ricksorn, of Frontier Motors (Pack- 
ard-Willys), was reelected secre- 
tary-treasurer. 


cember when 7,214,566 car tires 
were produced. 

Inventories of car tires at the 
end of January totaled 12,363,084, 
as compared with 12,228,174 tires 
on hand at the end of December, 
or an increase of 1.1 percent. 

Shipments of truck and bus tires 
for the month totaled 1,211,471, an 
increase of 17.5 percent from the 
December shipments of 1,031,263 
units. 

Production of truck and bus 
tires was up 1.1 percent to 1,242,- 
692, as compared with the pro- 
‘duction of 1,229,131 in December. 

Inventories for truck and bus 
tires at the end of January totaled 
2,586,364 tires, or 1.6 percent above 
the 2,545,905 on hand at the end of 
December. 

Shipments of automotive tubes 
totaled 4,133,176 units in January, 
a 60.9 percent increase over the 
2,569,091 tubes shipped in December. 

Production of tubes was down 
3.5 percent to 3,089,267 units in Jan- 
uary as against the previous 
month’s output of 3,201,126 tubes. 

Tube inventories at the end of 
January totaled 8,252,433 units, 
11.3 percent below the 9,299,164 
inner tubes on hand at the end 
of December. 

Shipments of tractor - implement 
casings in January totaled 320,424, 
a 39.5 percent increase over the 
229,711 shipped in December. 

Production of tractor-implement 
casings totaled 341,388 in January, 
an increase of 11.5 percent over the 
306,264 produced in December. In- 
ventories totaled 754,750 at the end 
of January, a 3.1 percent increase 
over the 732,257 in stock at the end 
of December. 


Minn. Tax Bill 
Is Opposed by 
Dealer Group 


MINNEAPOLIS, Minn.—The 
Minnesota Automobile Dealers 
Assn. has launched a stiff fight 
against a bill which would repeal 
tax legislation passed only two 


years ago. 

The bill, House File No. 376, 
would repeal the law which author- 
izes dealers to pay a full year’s 
license fee on new cars on hand 
May 1 in lieu of personal property 
tax. 


In a bulletin to members, MADA 
reviewed the history of taxation on 
new-car stocks. It recalled that a 
“sleeper” bill passed in 1949 made 
dealers’ cars on hand May 1 sub- 
ject to personal property taxes. A 
measure passed in 1953 remedied 
this 


‘Unless H. F. No. 376 is de- 


feated,” MADA said, “the dealer's | - 
|troit only. 


new motor vehicles on hand May 1 
of each year. will again be sub- 
jected to personal property tax as 
in the period 1950-52.” 

The association suggested that 
all its members personally contact 
legislators and urge them to kill 
the bill. 











Cover Girls— 


The cover of Charm magazine's Febru- 
ary issue plugged the 1955 Plymouth 
models. The girls pictured are all secretar- 
ies in the Plymouth home office. 





Black & Decker Managers Go 


Seven branch service managers, plus 








to School— 

one branch office manager, comprised a 
recent class at Black and Decker’s Towson (Md.) training school. Gathered around 
Instructor Samuel H. Patterson as he explains the operation of an electric hammer 
are (from left) James D. Taylor, Boston; Carl H. McCarthy, Kansas City; Finley Acker, 
Philadelphia; Charles W. Hannah, Atlanta; Walter L. Trapp, Detroit; Frank Driesbock, 
San Francisco; Dan Pisano, New York, and John T. Prenger, Baltimore. 


Service Schools in Field 


Programs of Makers and Suppliers Cover 
Variety of Topics 


For the convenience of dealers 
and service managers who are in- 
terested in service-training schools, 
here is a list of such programs now 
in force by vehicle makers and 
supplier firms: 

* *. a 
FOR ALL SERVICEMEN 

Bear Mro.—Courses on alignment, 
balancing, car and truck frames, 
wheel straightening, safety inspec- 
tion, customer reception and power 
steering. Schools begin every Mon- 
day morning at Rock Island (IIl.) 
plant — offering four-week, three- 
week, two-week and one-week 
courses. Contact M. T. Clark. 

DeVusiss Co. — Schools on auto 
refinishing and preventive main- 
tenance of auto finishes. Next 
school opens May 9. 

Binks Mfg. Co.—Spring ses- 
sions of Binks Spray Painting 
school will be held Apr. 4-Apr. 8 
and May 2-May 6. School at main 
Chicago plant. Contact E. F. 
Watts. 


CarTeR CARBURETOR CorP. — New 
class in carburetion starting each 
Monday—no classes enrolled from 
June 6-July 25. Last class of 1955 
will start Nov. 7. Contact Roy 
Dean. 

Sun Etecrric Corp. — Testing 
Technicians Course—Schools daily 
for two weeks, two evenings a 
week for eight weeks or one day a 
week for eight weeks starting first 
and third week each month. Train- 
ing facilities at Chicago, Detroit, 
Boston, New York, Atlanta, Phil- 
adelphia, Pittsburgh, St. Louis, 
Kansas City, Dallas, Denver, Los 
Angeles, Minneapolis, Portland, 
Ore. and Oakland, Calif. 

Advanced Training School—“Di- 
agnostic” training for advanced 
personnel. Four-week course begin- 
ning first Monday of every month 
at Chicago only. 

Modern Automotive Service—For 
personnel with little or no experi- 
ence. Twelve-week course at De- 


FOR ‘MAKE’ SERVICEMEN 
Buick — Air Conditioning — Gar- 
land, Tex., March 21-Apr. 1; Hous- 
ton, March 21-Apr. 1; El Paso, 
March 14-25. Rear Axle—Garland, 
Tex., Apr. 4-15; Burbank, Calif., 
March 28-Apr. 15. Power Steering— 
Garland, Tex., Apr. 4-15. Dynaflow 
— Houston, Apr. 4-15; Burbank, 
Calif.. March 15-25. Carburetor — 
Union, N. J., March 14-Apr. 15. 
Brake—Union, N. J., March 14-Apr. 
15; Parma, O., March 15-Apr. 15; 
Fairfax, Va., March 15-Apr. 15. 
CapmLac—Air conditioning — At- 
lanta, Apr. 4-13; Chicago, Apr. 4-13; 
Washington, March 28-Apr. 13. 
Brakes—Memphis, Apr. 4-13. Car- 
buretion — Atlanta, March 21-30. 
Boston, March 21-Apr. 6; Buffalo, 
Apr. 4-13; Los Angeles, March 21- 
23; Oklahoma City, Apr. 4-13; Phil- 
adelphia, March 28-Apr. 13; San 
Francisco, March 21-23. Engine Test 
and Tune-up—Kansas City, March 
21-31; Milwaukee, March 28-Apr. 7; 
New Orleans, March 28-Apr. 7; 
Portland, March 28-Apr. 14; Wash- 
ington, March 21-24. 
Hydramatic—Chicago, March 21- 
Apr. 1; Cleveland, March 21-Apr. 1; 
Denver, March 21-April 1; Los An- 
geles, March 28-Apr. 15; Milwau- 
kee, Apr. 11-15; New Orleans, 
March 21-25; Oklahoma City, March 


21-Apr. 1; Philadelphia, March 21- 
25; Portland, March 21-25; San 
Francisco, March 28-Apr. 15. Power 
Steering—Boston, Apr. 11-14; Mem- 
phis, March 21-31. 

Ford division — 32-hour course 
on SelectAire Conditioner now on 
@ series of one-day carburetor 
schools will start March 15 in the 
districts. 

Hupson Division—Schools on air 
conditioning in field now on. 

Nasu Drvision—Field schools on 
Ultra-Matic transmission, V-8 en- 
gine. 

StTupEBAKER-Packarp—Twin Ultra- 
matice Drive—Mobile, Ala., March 
21-22; Jackson, Miss., March 24-25. 
Torsion Level Suspension — Dubu- 
que, Ia., March 21; Wisconsin Rap- 
ids, Wis., March 23; Pierre, S. D., 
March 23; Miles City, Mont., March 
24; Madison, Wis., March 26; Bill- 
ings, Mont., March 28, and Graybill, 
Wyo., March 30. 





Canadians Up 
09 Auto Expansion 
To $77 Million 


OTTAWA. — Despite a °.9 pep. 
cent decline in the dollar volum 
of dealers’ car sales in 1954, Cap. 
ada’s auto industry is demonstra. 
ing its optimism by spending §7 
million for capital improvement 


|and repairs in 1955. This was mor 


than the industry spent for im. 
provements in either 1953 or 19% 

The decline in the dealers’ do}. 
lar volume ranged from 4 percent 
in Quebec to 24 percent in Sag. 
katchewan. Other declines were 
5.4 percent in the Atlantic Proy. 
inces, 9.1 percent in Ontario, 95 
percent in British Columbia, 9.7 
percent in Manitoba, and 159 
percent in Alberta. 

Totaling an estimated $2,058,024. 
000, the retail sales in each 1954 
month were behind the same month 
in 1953 except for January, Febru- 
ary and March. After this upward 
movement there was a continuous 
decline each month until the end 
of the year. 

Ontario dealers differed from the 
general patterns by scoring gains 
in the first four months of 1954, as 
well as in September and Decem- 
ber. 

Of the total Canadian sales vol- 
ume, dealers operating chains ob- 
tained $11,941,000 of the business, 
compared to $2,046,083,000 obtained 
by independent dealers. 

According to Canadian Govern- 
ment estimates, the auto indus- 
try will spend $51.5 million for 
construction and $26.2 million for 
machinery and equipment in 1956. 

In 1954 the industry spent $644 
million, including $40.2 million for 
construction. Such expenditures in 
1953 totaled $58.6 million, with $329 
million going for construction. 

Of the $77.7 millions being spent 
in 1955, a total of $16.1 million will 
go for repair expenditures, includ- 
ing $8.5 million for construction 
and $7.6 million for machinery and 
equipment. These 1955 figures were 


| exactly the same in 1954. 





News to Note... 


Auto World in Brief 


2 St. Louis Policemen Held 


In Theft of Eight Tires 

ST. LOUIS.—Police officers Wil- 
liam B. Calvert and William A. 
Treis have been suspended and 
booked on suspicion of grand lar- 
ceny in the theft of eight tires and 
wheels from new Dodge cars owned 
by George Papas, Inc., (Dodge- 
Plymouth). 


Timken to Expand 


CANTON, O.—Timken Roller 
Bearing Co. has announced that 





Auto-Lite Automation— 


As part of a $2 million expansion pro- 
gram of Electric Auto-lite Co., four me- 
chanical presses were added at the Shar- 
onville (O.) bumper plant. The press de- 
partment now has sufficient forming pres- 
ses to produce 12,000 to 14,000 bumpers 
per day. A “hidden” automatic scrap 
handling system capable of processing 
6,000 pounds an hour serves all of the 
presses. Other innovations include a flat 
polish machine and nickel plating facili- 
ties, including an automatic “skip” trans- 
fer cleaning and nickel strike unit to 
provide uniform treatment for each 
bumper. 


construction will begin shortly ona 
new $250,000 rock-bit producing fa- 
cility at its St. Thomas (Ont.) plant. 


LOF Aides See Plants 


During Sales Meeting 


TOLEDO.—A tour of three mid- 
western plants was made last week 
during the first general sales meet- 
ing of the new LOF Fibers Co. 
Fifty administrative and sales per- 
sonnel attended from every region- 
al and district office in the nation. 

* * * 


Atom Energy Committee 


WASHINGTON.—Appointment of 
an Atomic Energy Comittee, to en- 
courage development and use of 
atomic energy by private enter- 
prise, has been anounced by the 
U. S. Chamber of Commerce. The 
new committee will be under the 
chairmanship of Erwin D. Cana- 
ham, editor of the Christian 
Science Monitor and a Chamber 


director. 
* * 7 


GE Repairs Arc Rectifier 


In 1922 Electric Auto 


SCHENECTADY, N. -Y.— The 
automobile service industry dip- 
ped into the past last week and 
requested General Electric to 
repair a 33-year-old mercury arc 
rectified tube which charges the 
batteries of a 1922 Detroit Elec- 
tric Car still giving good service 
to Mrs. H. P. Davison, 85, Long 
Island, N.Y. 

After 33 years the tube had 
partially lost its vacuum and 
became “gassy.” Glass blower 
Adolph Kwolik, with 30 years 
experience, reinstalled the tube. 

+ + * 


Mayflower Trailer Builds 


Assembly-Line Layout 
TORRANCE, Cali f.—Following 
the trend toward assembly-line pro- 
duction of trailers, four new all- 
steel buildings have been completed 
(Continued on Page 70, Col. 1) 

































Sert: 
ner, 


It is 


QO’ 


g ted 
mec 














-  —_oe Ve Pe 


i 


oo mo fF 


~~ @& 6 


d 






AUTOMOTIVE NEWS, MARCH 21, 1955 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week 


Week 


Ended Same Ended Mar., 

ee a eg 

AMERICAN MOTORS $4,750 2,123 5,758 14,370 23,284 37,584 
BOR. cxdeeosovesvesesvsiwatbene 1,900 848 2,384 5,744 5,060 14,778 
SEED dvocssvbscorbosseservoescsecvise 2,850 1,275 3,374 8,626 18,224 22,806 
CHRYSLER CORP. .... 31,750 15,583 33,449 91,883 158,035 350,195 
UIE Sxcivevstinineciorsebis 5,000 1,862 5,030 14,525 27,299 49,058 
Ds caligcs 05 issasbesncsdatesti 3,500 1,312 3,717 9,934 18,639 37,410 
IID. scctaksssssivovrsssivunioses 7,750 2,934 7,721 21,665 27,606 85,854 
Plymouth. ...................... 15,500 9,475 16,981 45,759 84,491 177,873 
FORD MOTOR. .............. 43,680 37,880 42,867 122,680 412,487 477,484 
| RR oe 34,150 30,209 34,031 97,049 323,904 377,985 
UII <icticestoonsiseewcctneiicws 910 1,075 830 2,392 11,554 9,007 
NE saves osssistdancticine 8,620 6,596 8,006 23,239 77,029 90,492 
GENERAL MOTORS.... 86,539 62,367 83,515 235,738 610,788 894,199 
ME cise tble oki aocutdh bates 18,250 12,495 16,118 47,668 112,201 174,212 
ES cisevetshdvoeed wousieossh 3,210 2,886 3,150 8,916 21,469 36,548 
rs 38,800 29,464 37,589 107,023 314,895 415,033 
Oldsmobile .. 13,179 9,330 13,329 36,512 76,434 135,185 
SEED ~ dncphdosttvessésdahacrieie 13,100 8,192 13,329 35,619 85,789 133,221 
KAISER MOTORS ..... 404 665 303 934 4,427 3,635 
IIE) ov icenctnhicevdlcsieiia in 233 wakes ee ewe «ikon 
NI eacsaviviessvecwsssevsehattes 404 432 303 934 2,852 3,635 
SE EPUPEE A). Sesersecrsisvessvscoss 5,310 3,424 5,188 14,296 32,466 52,228 
IEEE, ecisscctrveseiducbiniee 1,850 1,230 1,732 4,428 10,185 15,651 
Studebaker .................. 3,460 2,194 3,456 9,868 22,281 36,577 
Total Cars, U. S. ......172,433 122,042 171,080 479,901 1,241,487 1,815,325 


*Revised 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week Week dan, 1 Jan. 1 
Ended Same Ended Mar., to to 
Mar. 19, Week, Mar.12, 1955, Mar. 20, Mar. 19, 
1955 1954* 1955* ToDate 1954* 1955 

7,325 6,877 18,291 81,308 46,905 

51 103 287 718 917 

80 72 204 880 696 

1,904 1,073 2,839 20,915 15,687 

oS Aes 1 600 1 

6,419 7,782 20,841 75,260 85,323 

2,051 693 1,886 20,426 8,418 

2,301 2,584 7,579 23,974 26,184 

178 232 646 1,447 2,352 

230 85 254 2,523 954 

S 311 484 1,232 2,548 4,736 

246 245 774 2,597 2,661 

1,335 1,745 4,214 13,224 16,930 

110 100 260 1,997 1,120 

Total Trucks, U. S. .... 24,456 22,602 22,075 59,298 248,417 212,884 
Total Cars, Trucks, 

BME debeavcysasenticcs: 196,889 144,644 193,155 539,209 1,489,904 2,028,209 
Total Cars, Trucks, 

SN halite sidiasisilits 11,400 11,107 10,805 41,641 119,748 94,602 

Grand Total, 


Cars and Trucks, 


U. S. and Canada....208,289 155,751 203,960 


580,350 1,609,652 2,122,811 


Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, etc. 


.B.: All U. 8. totals include cars and trucks for military orders. 


7 of 10 Experts Expect 
No Strike Over GAW 


(Continued from Page 6) 


jily are worrying about a strike, 
they will hold up their payments.” 

A Chrysler Corp. union official 
said he would be surprised if the 
negotiations produced a strike. He 

“I can’t believe that such a 
backward step could be taken. 
We can’t believe that manage- 
ment would deny a guaranteed 
annual wage to the producers in 
the factory, when management 
and many other groups have 
their own GAW.” 

One businessman foresaw a 
strike because “the union ‘muscle’ 
Which has been without exercise 
for the past five years is badly in 
meed of exercise which it can only 
get out on the picket lines.” 

A business association official as- 
Serted, “I don’t see a strike because 
nere has been so much ballyhoo. 
It isn’t the barking dog that bites.” 
. * s 
Ov THE dealership front, the 

AFL Machinists have negoti- 
ated three-year contracts for the 
mechanics at two Washington, D. C. 


firms, providing a 15-cent wage in- 
crease and other benefits. 


Agreement on the terms came 
nine hours after 150 members of 
the union had gone on strike at 
Ourisman Chevrolet and Mandell 
Chevrolet. The pay of mechanics on 
the flat-pay scale was raised from 
46% to 50 percent of the labor cost. 


In Detroit, Local 376 of the AFL 
Salesmens Union was awarded a 
favorable verdict by Arbitrator 
Gabriel Alexander in the case of 
Frank Underhill, a salesman fired 
by Al Long (Ford). 

Alexander ruled that Underhill 
must be reinstated and paid about 
$1,200 in back pay. The union 
alleged that Underhill was fired for 
participating in union activity. 

The union has also filed unfair 
labor practice charges against four 
other Detroit dealerships which 
allegedly fired employes for the 
same reason. Named in the Na- 
tional Labor Relations Board com- 
plaints were Buick Retail, Down- 
town Ford, Tom Bowden Chevrolet 
and Lewis Brown (Ford). 


196,889 Cars, Trucks in Week .. . 


Vehicle Output Sets 


mm: om: Vew Alltime Record 


(Continued from Page 1) 


167.5 percent. The previous week’s 
production was 171,080. 

Despite the cutback in output 
during the week ended Feb. 12— 
caused by a walkout at the 
Fisher Body unit supplying 
Buick and body delivery prob- 
lems at Cadillac—the industry 
still produced 480,001 cars during 
the first 19 working days of 
March. 

This meant a production of 28,235 
cars a day, or about 6.3 percent 
ahead of the record month of June, 
1950, when 717,343 cars were built. 
If this pace is maintained, the in- 
dustry will produce an estimated 
762,345 cars during the 27 working 
days of March. 

+ * + 


ge March pace also is 12.8 per- 
cent ahead of February, when 
the industry produced 675,719 cars 
for the third highest monthly out- 
put on record. 

If the mark of 672,345 cars is 
attained during March, it also will 
give the industry a first-quarter 
total of 2,097,769 cars, highest quar- 
terly total on record. The old rec- 
ord of 1,892,622 was set during the 
third quarter of 1950. 


Contributing heavily to the 
records set last week was the 
production of an estimated 86,539 
cars by General Motors divisions. 
Buick, which was set back the 

previous week by a strike at 
Fisher, jumped production to 18,- 
250 last week, highest mark ever 
attained by the division. The pre- 
vious record of 16,401 was set dur- 
ing the week ended Feb. 19. 

= = * 


= jumped its output 
to 38,800 last week, while Olds- 
mobile and Pontiac, with estimates 
of 13,179 and 13,100 respectively, 
continued their battle for the third 
spot among the five GM producers. 
Cadillac continued steady at the 
3,200-a-week mark. 

Altogether, GM produced 50.2 
percent of the entire industry out- 
put last week. 

Chrysler Corp. continued to 
produce just over 18 percent of 
the industry output, while Ford 
took 25.3 percent and the Little 
Three 6.1 percent. 

Plymouth, beset by labor trouble 
at its Evansville (Ind.) body plant, 
was forced to cut production to an 
estimated 15,500 last week, while 
Chrysler division continued steady 
at the 5,000 mark, and DeSoto and 
Dodge remained in the 3,500 and 
7,750 brackets, respectively. Alto- 
gether, Chrysler Corp. was sched- 
uled to produce an estimated 31,- 
750 cars last week. 

. * * 
ow division, with only the San 

Jose (Calif.) plant down on Sat- 
urday, was scheduled to produce 
an estimated 34,150 cars last week. 
Mercury and Lincoln, both sched- 
uled to work Saturday, were esti- 
mated to produce 8,620 and 910 cars 
respectively. Total estimated car 


O’Madigan 
(Continued from Page 2) 


Corp. from 1927 to 1953, becoming 
assistant general sales manager of 
Pontiac in 1948. 

In taking over his new duties, 
O’Madigan has announced the fol- 
lowing appointments: 

Donald R. Stuart, Packard sales 
manager; Frank A. Stone, Packard 
line sales manager; Charles P. Noo- 
nan, Packard eastern sales man- 
ager; Chester F. Sylvester, Pack- 
ard western sales manager, and 
LeRoy Spencer, Packard Pacific 
Coast sales manager. 

Stuart joined Packard after 22 
years of experience with General 
Motors; Stone played a major role 
in Packard’s recent dealer develop- 
ment program and had served in 
large auto dealerships; Noonan has 
been western sales manager for 
Packard; Sylvester moves up to his 
new post from zone manager for 
Packard at Chicago; Spencer has 
been a Packard marketing execu- 
tive for 40 years. 


production for Ford Motor Co. last 
week was 43,680. 

American Motors Corp. slowed 
production slightly last week, drop- 
ping to an estimated 4,700 Nashes 
and Hudsons from the 5,758 pro- 
duced during the week ended 
March 12. Nash was scheduled to 
build 2,850 cars last week, and 
Hudson, 1,900. 

AM also announced last week 
that Rambler station wagons are 
accounting for 23.1 percent of the 
corporation’s total production. 
The two station wagons produced 
by the corporation also make up 
54.4 percent of the entire Ramb- 
ler production, the company said. 

Both Studebaker - Packard and 
Kaiser-Willys also upped projec- 
tions last week. Studebaker-Pack- 
ard scheduled a combined produc- 
tion of 5,310 cars, while Willys 
jumped its output to 404 last week. 

+ + + 


ELPING to establish the com- 

bined car-truck production rec- 
ord last week were major increases 
at Chevrolet and Dodge. Chevrolet, 
slowly swinging back into action 
after a slowdown for changeovers, 
jumped its production to 8,600 
trucks last week, while Dodge, still 
in the midst of changeover, in- 
creased its output to 1,500 for the 
week. 


Curtice 


(Continued from Page 1) 

1941 than those of its competi- 
tors. 

Senator J. William Fulbright, 
Arkansas Democrat and chairman 
of a committee “study” of the stock 
market, prompted the GM pricing 
discussion by asking earlier witnes- 
ses why the corporation had not 
cut prices in view of its strong 
profit showing last year. 

* * - 


- MANUFACTURER will soon 
be in a very precarious posi- 
tion,” Curtice said, “if all he does 
is recover his total costs without 
making a profit on his operation.” 
M, he said, is continuing a 
policy of setting “fully competitive 
prices,” then striving to lower costs 
in an effort to raise profits. 
Answering criticism of GM’s 
profits as being “too high,” Curtice 
said: 


“If we make more profit than 
they (competitors) do, it can only 
be our organization is 
superior to theirs in converting 
the same materials into finished 
products which appeal to more 
customers at our prices than 
theirs do.” 

GM’s recent offering of $325 mil- 
lion in new common shares was 
based on a careful evaluation of 
the auto market and the nation’s 
economic growth, Curtice said. 

” * + 


E ANNOUNCED that GM 
would spend $75 million of its 
own funds to expand the engineer- 
ing facilities of the Allison division 


so as “to meet the needs of the} 
armed forces as we anticipate | 


them.” 

Curtice denied charges that the 
corporation was getting an in- 
ordinate share of new defense 
business. Only $15 million in new 
defense orders has been assigned 
GM since President Eisenhower 
took office, while $549 million in 
orders has been canceled, Curtice 
stated. 

Curtice voiced fear that GM 


might suffer the same fate that ! 


befell Ford in the early 1920s if it 
showed “any tendency to rest on 
its laurels.” 

“The only way that a company 
like GM can even stay where it is 
competitively is to work as aggres- 
sively as possible to better its posi- 
tion,” he declared. 


Illinois Dealers Win 


Ban on Sunday Closing 


EVANSTON, Dli—Nine auto- 
mobile dealers have won an in- 
junction against a law which pro- 
prohibits selling automobiles on 
Sunday. 
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@ Custom-moulded of high im- 
pact plastic (%4” thick) to fit 
all groups of batteries—both 
Gand 12volt! 

@ Corrosion-proof—resists acids! 

@ Holds battery snug — can’t 
rattle! 

@ Prevents shorts and grounds 
—can’t burn! 

@ Unaffected by extreme cold, 
heat, oil, water or grease! 

@ Lasts the life of the car! 

KANT-KER-RODE HOLD DOWNS 
iS THE HOTTEST DEAL EVER! 





Write for literature and 
name of Jobber nearest you. 


VAN BRODE MILLING CO., INC. 
CLINTON, MASS. 


VAN BRODE KANT-KER-RODE 


VAN BRODE KANT-KER-RODE VAN BRODE 
3G0ud NVA 30O0u-way-LNVH IGOU NVA 





CUSTOMER-BUILDERS have many 
tested successful ideas—ideas that can 
turn prospects into new car buyers, 
competitor’s customers into your 
Service Department customers. Give us 
a minute of your time and let us tell 
you how these ideas can be your 
ideas. Write today and learn how you 
increase profit. 


CUSTOMER-BUILDERS spesializing in 
Dealer’s complete profitable promo- 
tional programs. 


The program used by successful 
Dealers. 





1215 LYONS ST.+ EVANSTON, ILUNOIS | 





QUICK CHANGE 
LICENSE PLATE 
FASTENERS 
Fits All 
Cars 


DEALER COST 

ea.; 12 for $5.00 ppd 

@ Usual Distributor Discounts 
PACIFIC COAST PRODUCTS 

5614 Venice Blvd, Los Angeles 19, Calif. 
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Scholarship Awarded 

MINNEAPOLIS. — Award of the 
annual schélarship sponsored by 
Signal-Stat Corp., Brooklyn, N. Y., 
has been announced by William 
Hood Dunwoody Industrial Insti- 
tute. The winner of the auto-elec- 






tric training scholarship is Frank- 
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lin J. Zimbrick, 19, second-year 


student at the Institute. 


* *. * 
Fire Destroys Trailer 


BONHAM, Tex.—A flash fire that 
started in the paint shop destroyed 


one trailer and damaged four at 


Supreme Trailer Co. 


LEADING USED-CAR AUCTIONS 


IN THE 


NATION 


Frequency Rates: Minimum space, 1 inch on 1 column— 
Maximum: 5 inches on 2 columns—Contact WANT AD 
DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David 8. Spielman 
John W. Becker 





AUTO AUCTION 


TIM ANSPACH 


“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 


Member of N.U.C:@:A. and N.A.A.A., Inc. 





EAST NORTH CENTRAL 


COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 


8 Years Old 
14 Miles West of Grand Rapids, Mich. 
on US-16 











+ 
' 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ue west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





324 West Main Street, Fort Wayne, 


EAST NORTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


EVERY MONDAY AND THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auctions 


Sam Giordano, Auctioneer 
KE. 1-9694 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


Indiana 
We Guarantee Checks 
Dealers Only 


HOME OF GUARANTEED 
CHECKS 


MOBILE'S INC. 


Ohio’s Largest Automobile Dealers’ 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 





WEST NORTH CENTRAL 


MASON CITY, 


IOWA 


Home of 
CENTRAL STATES AUTO AUCTION 
Harry Gelt—Owner 
GATEWAY TO THE WESTERN MARKET 
Complete facilities available at all hours. 


THE MIDWEST'S FINEST SALE 


Phone 1182—1183 


Mason City, lowa 


“FIDELITY INSURED CHECKS” 





PACIFIC STATES 


California High Prices for Used Cars: 


Provides Extra Profit for Wholesalers Selling Cars 
through the 


SACRAMENTO AUTO AUCTION 


4304 W. CAPITOL AVE., WEST SACRAMENTO, CALIF. 


Established 4 Years — Financially Dependable 


References: Bank of America, Main Branch, Sacramento 


Dun and Bradstreet 


SALES DAY — EVERY THURSDAY 


TWO Large Buildings store 75 cars under cover—over 7 acres. 
Wire—Write—or Telephone Hudson 1-4076 for information. 


James Loupe aftd Wes Grosz—Owners 








News in Brief 


(Continued from Page 68) 


here for Mayflower Trailer Co. by 
Dudley Steel Corp. 





The buildings include a 6,000- 
square-foot cabinet shop, a 16,000- 
square-foot general assembly build- 
ing, a 4,800-square-foot paint shop 
and a 4,000-square-foot final-assem- 
bly building. 


x * * 


Taylor Heads C of C 


MOREHEAD, Ky.—H. K. Taylor, 
local auto dealer, has been elected 
first president of the newly or- 
ganized Morehead Chamber of 
Commerce. It has 104 charter mem- 


bers. 
+ + * 


Permacel Office Moves 


DALLAS. — The Dallas division 
office and warehouse of Permacel 
Tape Corp., New Brunswick, N. J., 
manufacturer of industrial tapes, 
has moved to larger quarters at 
9000 Denton Drive, Dallas. 


* * * 


Michigan Wholesalers Set 


Convention Deadline 

GRAND RAPIDS, Mich.—The 
Michigan Automotive Wholesalers 
Assn. has set an April 1 deadline 
for advanced registrations for its 
convention here which opens Apr. 3. 

Business sessions will be held 
Apr. 4-5, with the Pantlind Hotel 





Have a Cigar— 


Comedian Ken Murray (right), movie and 
TV star, clowns for cigar with Jack F. 
Wolfram, general manager of Oldsmobile, 
at General Motors Motorama in Los An- 


geles. 


as headquarters. Reservations must 
be made directly with the hotel, but 
advance registrations should be 
sent to the MAWA, 107 Hollister 
Bldg., Lansing. 

* 


* * 


53,000 $2 Reminders 


MAQUOKETA, Ia.—Clinton Ma- 
chine Co. has included 53,000 usu- 
ally hard to find $2 bills in its 
weekly payroll of $107,000. The 
theory seems to be that each time 
someone sees one of the uncom- 
mon bills, he’ll be reminded of Clin- 
ton Machine Co. 


x * * 


3 Canadian Firms Win Right 


To Appeal Tax Decision 


OTTAWA.—The Exchequer Court | 
has granted three tire manufactur-' 


| 
| 


160,000 tons for January, 1955, 
cluding 7,750 tons imported into 
Russia and China. This was an in- 
crease from 142,000 tons for Janu- 
ary, 1954. World stocks were esti- 
mated at 870,000 tons. 


ers the right to appeal a “ariff 
Board decision. 

The Canadian firms of Fire 
Goodrich and Goodyear cc 
that the board should tax ne ‘iongj 
distributors of special branc tires 
as manufacturers. The board de. 
cided against them. 


* * * 


cone, 
'tend 


Month’s Rubber Produciion 
Climbs to 162,500 Tons 


WASHINGTON.—World produc- 


tion of natural rubber in Jasiuary, 
1955, was 162,500 long tons as com- 
pared to 152,500 for January, 1954, 
according to Commerce Depart. 
ment figures. 


World consumption was sct at 
in- 


Pontiac Option Boosts 
Horsepower to 200 


PONTIAC. — A special four- 
barrel carburetor unit which ups 
the power output of the Pontiac 
Strato-Streak V-8 engine from 
180 to 200 horsepower is being 
offered for installation on 1955 
Pontiacs. 


H. E. Crawford, general sales 
manager of Pontiac, said the 
unit is available on all models 
equipped with Hydra-Matic and 
is priced at $34.95, including Fed- 
eral tax. It is being installed only 
at the factory. 


LASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


readers 


(22¢) 


totale) 
EACH 


in all 


engaged 


PER WORD FOR 


of the nation's automotive industry. 
INSERTION. 


POSITION WANTED ADS, 


Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name | 


and address at regular rates. 


TEN DAYS 
WANT AD DEPT., 


HELP WANTED 


ASSISTANT SALES MANAGER for large, 
west coast Chevrolet dealership. Capable 
of aiding in training, supervising and giv- 
ing strong closing help to retail salesmen. 
Experience in and knowledge of trucks 
desirable. Must have record of outstand- 
ing sales ability and we prefer some sales 
management experience also. This is a 
position offering possible long future in 
desirable metropolitan area. Salary and 
bonus. Write complete data your experi- 
ence, references, family. Include picture 
if possible. Box 4707, c/o Automotive 
News, Detroit 26. 


SALES MANAGER: Qualified in training, 
directing, supervising and hiring for vol- 
ume selling Ford cars and trucks. Popu- 
lation area 125,000, North Carolina city 
of industry and education. Single point 
dealership. Salary and profit sharing 
proposition. Must be under 45 years of 
age. Give full history of past and pres- 
ent experience in first letter with tele- 
phone number. Hull-Dobbs experience 
preferable. Box 4700, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER WANTED! 





For 
large modern Ford service garage located 
central New York area, Large popula- 
tion. Applicants must be qualified. Large 
volume, State age, qualifications, salary 
expected. This opportunity should appeal 
to well qualified assistant to service man- 
ager top-flight service operation who 
wants opportunity to take over top job. 
Apply Box 4722, c/o Automotive News, 
Detroit 26. 


MANAGERIAL POSITION open with sound, 
southern California, General Motors deal- 
er. Man about 40, thoroughly experienced, 
good automotive judgment, sound business 
executive, impeachable business and per- 
sonal references. Outstanding long range 
earning potential to man who can qual- 
ify. Prefer California resident. Box 4729, 
c/o Automotive News, Detroit 26. 


SALES MANAGER — Capable of hiring. 
training, directing and supervising sales- 
men for Ford dealership—Detroit area. 
Must be experienced with proven record 
of sales ability. Salary and profit sharing 
proposition to right man. Excellent op- 
portunity. Box 4718, c/o Automotive 
News, Detroit 26. 





POSITION 


To encourage this classification for the 
benefit of those seeking employment, 
Position Wanted Ads ore accepted at 
holf regular nomely eran. 4 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
in advonce Half-rote does not apply 
to display ads in this section.) 


WANTED 


rates, 


SERVICE MANAGER. Young, aggressive, 
ambitious, experienced service manager 
with nine years’ Nash and Hudson train- 
ing. Excellent employment and factory 
references. Want to relocate to south or 
southwest. Box 4710, c/o Automotive 
News, Detroit 26. 


Add One 
Box Number ads are forwarded to advertiser, 
IN ADVANCE OF PUBLICATION DATE. Contract 





3B 
unopened. Display ads: 


oF iT Ts 


rates 





POSITION WANTED 


SALES MANAGER, Thoroughly trained in 
all phases of volume operation with two 
largest dealers in Chicago handling Mer- 
cury and Pontiac. College graduate, 
young, aggressive, experienced in sales, 
sales management, closing, training, fi- 
nance, wholesaling, and buying. Desires 
position in an eastern state. Box 4724, 
c/o Automotive News, Detroit 26. 


SALES MANAGER — FORD or GM, 12 
years of Hull-Dobbs type selling all with 
same dealer. General working knowledge 
all phases. Experiences include salesman, 
sales manager, dealer. Perfect health, 
family man, sober. 800-1200 car deal in 
south preferred. Box 4730, c/o Automo- 
tive News, Detroit 26. 


MAN FRIDAY AVAILABLE April 15th. 
No whiz-kid. Good substantial dealer- 
operator with productive and profitable 
background. Pre and post-war retail. 
Record speaks as developer of men. 
Methods and money. Solid administrator. 
Active promotional, advertising and train- 
ing programs. Sales and service. Com- 
pensation accomplishment basis. Married, 
good appearance, affable, healthy, re- 
sponsible. Interview arranged. References. 
Box 4733, c/o Automotivve News, De- 
troit 26. 


MR. FORD OR CHEVROLET dealer! Are 
you interested in a general manager? 
Eight years’ experience in Hull-Dobbs 
operation. Know all phases of the «per- 
ation, married. B.S., L.L.B. and J.D. 
college degrees. Will operate your deal 
on salary plus percentage or will buy 
your deal. Will guarantee results. Box 
4721, c/o Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER, age 45. 
If you have a problem with your sales 
department it will pay you to answer 
this ad as I have had 20 years’ experi- 
ence. Want to locate in Mass., R. I., 
Conn., N. H., Vermont or Maine. Box 
4723, c/o Automotive News, Detroit 26. 

PARTS MANAGER—Chevrolet, G.M. Mich- 
igan resident. Eight years’ metropolitan 
dealer experience, If you can use young, 
aggressive manager who thoroughly un- 
derstands all phases of the parts busi- 
ness, please reply to Box 4686, c/o Au- 
tomotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 


name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 


replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


per insertion for use of a box number. 


DEALERSHIP handling 


DEALERSHIP HANDLING 


tye 


$12.30 per column inch. CLOSING: | 
supplied upon 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


cet oe 


POSITION WANTED 


COMPLETE KNOWLEDGE of the automo- 


bile business with over 15 years’ experi- 
ence spent in the appraisal, wholesaling 
and retailing of new and used cars in 
volume. This includes managing of sales 
and service. Married, under 40, execu- 
tive ability with the finest references. 
Interested in management of volume deal. 
_ 4720, c/o Automotive News, Detroit 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DeSoto-Plym- 


outh in Ohio. We have fast selling prod- 
uct. Used car outlet the best. 400 units 
in 1954. Will sell or trade for real estate 
or finance responsible buyer $3,000 down. 
Will continue operation for three months 
to acquaint incoming party. No factory 
pressure. Box 4711, c/o Automotive News, 
Detroit 26. 


FOREIGN CARS AND WILLYS agency— 


Monmouth county, New Jersey—area one 
of fastest growing in metropolitan sec- 
tion. Last year—$400,000 gross. Excep- 
tional opportunity. With or without real 
estate. Write Box 4712, c/o Automotive 
News, Detroit 26. 


GOLDEN OPPORTUNITY. Old established 


dealership available, handling Lincoln- 
Mercury, in southern town near Jackson, 
Mississippi—ideal site for a good way of 
life. Small irvestment necessary for ex- 
perienced automobile man—will partially 
finance. Excellent physical facilities in- 
cluding covered used car lot. Reason for 
selling—death of owner-dealer. Box 4713, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Pontiac. South 


Texas town of 20,000—county seat. Farm. 
oil and ranching center. 150 car potential. 
Excellent short term lease with option. 
Modern showroom, shop and used car lot 
same location. Box 4714, c/o Automotive 
News, Detroit 26. 


FLORIDA DEAL, now handling Chrysler 


Product, approximately 250 cars, no 
trucks. Good lease, high spot location. 
$22,000 buys everything except used cars 
and receivables. Box 4691, c/o Automo- 
tive News, Detroit 26. 


Dodge-Ptymouth 
in Illinois. County 32,000, city 15,000. 
Potential 120 to 175 units. Inventory 
and equipment at real price. Rettring. 
a 4692, c/o Automotive News, Detroit 


DEALERSHIP HAND G OLET, 


southern Indiana, busy U. 8. highway, 
new building, used car lot adjoining, up- 
to-date equipment, $7,500 cash will han- 
dle, balance over ten years. Write Box 
4705, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 


Dodge-Plymouth. 250 potential. Modern 
facilities heart East Texas oil field, Ex- 
cellent service on major U. 8. highway. 
7 4677, c/o Automotive News, Detroit 


TA 5 
car franchise in farming and industrial 
community of 35,000 in southern Wiscon- 
‘in. $10,000 will handle. Will sell or lease 
building. Write Box 4716, c/o Automotive 
News, Detroit 26. 
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 ALERSHIPS AVAILABLE DEALERSHIPS AVAILABLE CARS FOR SALE MISCELLANEOUS 
DEALF “SHIP AVAILABLE handling two | ‘‘BIG 3’’ FRANCHISE available — south- WANTED—AUTOMATIC slide film projec- 
lines one of the big two. Located in a west area. Expanding hub city; popula- R. A.V P ME ANS THE tor for training films. Box 351, Port 
centr® state. Trading area, 150,000 popu- tion in excess of 285 thousand. Com- . oe Clinton, Ohio. 
jation. 300 unit potential. Service ab-| pletely modern operation. Excellent serv- R.A. VALUE PLAN . 
sorpticn above 90 percent for 1954. Com- ice and parts volume. 1000 new car po- 
pletely new ae enae oe — city tential. seen alee — — car In Addition lt Means 
lock. Shop underfloor exha sys- reconditioning plant. rge parking area. 
oom caven two-post hoist for mechanics. | 40,000 square feet used car display space The largest indoor display of used Our New Model 


Exceptionally fine new ear showroom. 
Beauiiful used car lot adjacent to show- 
room. Four stalls for conditioning used 
ears. Total area paved, Will consider 
jeasins all land and buildings and sell 
for inventory of parts and equipment. 
Used cars and accounts receivable not 
included. Profit first two months of 1955 
over $10,000. Factory approval must be 
a part of any deal. This is an unusual 
opportunity for an aggressive dealer in 
an area destined for exceptional 

Address inquiries Box 4702, c/o Automo- 
tive News, Detroit 26, 


AGENCY AVAILABLE IN Rhinelander, 
Wisconsin—Oneida County, where Presi- 
dent Eisenhower fishes for muskie. Very 
wonderful and healthful climate. Building 
five years old, completely equipped, in- 
cluding all shop and office equipment. 
Ready to do business. Can be purchased 
with a small down payment by party who 
can qualify with ‘‘Big 2’’ manufacturer. 
This is a bora-fide offer and a tremen- 
dous potential to right party. No curios- 
ity seekers, please. Thad E. Michaels, 
2720 N. Harding Ave., Chicago, Ill. Di. 
2-5269. 


ONLY DEALERSHIP HANDLING Stude- 
baker-Packard in county of 65,000 popu- 
lation. Shopping hub of northern Cali- 
fornia and southern Oregon—population 
of 200,000. Eighteen years in same busi- 
ness. Easy 150 car deal right in very 
heart of automobile district. $50,000 buys 
everything but the building — approxi- 
mately 15,000 square feet. All operations 
under one roof including used car lot. 
Building erected in 1946 designed for one 
man operation. For further information 
write J. Orbin Cooksey, Pres., Cooksey 
Motor Co., Inc., 134 8S. Riverside, Med- 
ford, Ore. 


“BIG 3’° FRANCHISE AVAILABLE in 
mid-south area. Expanding hub city of 
over 150,000. 2 decades . . . same own- 
ership. Modern and complete set-up. This 
is most unusual opportunity, if you can 
qualify with factory and are financially 
able to handle an established, most 
highly respected dealership in splendid 
liquid positién. No used cars. Your reply 
comes direct to owner, who will com- 
pletely protect your confidence. Wire or 
write Box 4676, c/o Automotive News, 
Detroit 26. 








AUTO 
DEALERSHIP 
FOR SALE 
Dealership handling Ford - Mercury. 
250-350 units. 


Excellent trade area. Low overhead. A 


Middle south eastern. 


real buy. Principals only. 


Box 4728, c/o Automotive News, 
Detroit 26 





FOR SALE. One of top deals in the United 
States, now handling Packard. Making a 
substantial profit now, have never had a 
red year. You buy only the current parts 
at less than dealer’s cost—you get obso- 
lete parts FREE. A very favorable lease 
can be had if wanted in the very heart 
of Automobile Row — no better location 
in Miami. Reason for selling, owner is 
desirous of getting larger deal. Contact 
E. O. Clifton, owner Packard Miami 
Co., 1700 N. E. Second Ave., Miami, Fla. 
Telephone 82-5512. 


DEALERSHIP HANDLING FORD — Chi- 





cago, northwest side. Excellent location 
-two decades—one management. Buy 
parts, tools, equipment, furniture, fix- 


tures and signs. Approximately $60,000. 
Will inventory much higher. Must be 
volume minded and have factory ap- 
proval for this 1300 to 1500 car deal. 
This is one in a million opportunity for 
@ go getter. Reason for selling—We’re 
goin’ fishin’. North Grand Ford, Inc., 
4341 W. North Ave., Chicago 39, Ill. 
Spaulding 2-4700. 


DEALERSHIP HANDLING FORD. 100 
units. In southern Wisconsin. In fine 
dairying and tobacco area. Same owner 
twenty years. Will sell building and con- 
crete used car lot, which is connected. 
Fully equipped. Want to retire. Box 4726, 

.¢/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC, 
western Pennsylvania. 40,000 population, 
200 car deal, excellent downtown loca- 
tion, no real estate, used cars or ac- 
counts receivable to buy. Long term 
lease. Nearest dealer handling same make 
approximately 20 miles. Qualified buyers 
write Box 4703, c/o Automotive News, 
Detroit 26. 








HANDLING TWO OF THE BEST—Olds- 
mobile and Massey-Harris. Town of ten 
thousand in heart of southern Illinois oil 
field. Quarter million volume last year. 
No children to provide for. Splendid op- 
portunity for younger man. Factory ap- 
proval required. Box 4715, c/o Automo- 
tive News, Detroit 26. 





HANDLING CHEVROLET 
Established 18 Years 
Southwest area—Near Houston 


Selling 400 annual. No used cars or receiv- 
ables. $60,000 buys. This is a profitable deal 
located in the hottest part of the country. 
Owner retiring on Doctor's orders. Lease real 
estate 3 years with option. If you are factory 
approved this is the point. 


Apply Box 4727, ¢/o Automotive News, 
Detroit 26 
a 





HANDLING FORD — 260 cars, 


& 
@ Shortage 
e 


10040 Freeland 


on heavy traffic street. Downtown loca- 
tion. Unusually low rentals. Will sell on 
basis inventory parts and equipment. No 
used cars, accounts, etc. Will finance if 
desired. Write in confidence to owner. 
= 4732, c/o Automotive News, Detroit 
6. 


southern, 
$67,000. Handling Buick, 115 cars, New 
England, $36,000. Others. Masien, Bar 
Building, White Plains, N. Y. 


DEALERSHIP WANTED 
Ford 


WILL PURCHASE General Motors, 


or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4681, c/o Automo- 
tive News, Detroit 26. 


CADILLAC, CHEVROLET DUAL agency 


—Florida east coast. Ford, Mercury con- 
sidered. Cash. Confidential. Box 4725, 
c/o Automotive News, Detroit 26. 





OLDS, BUICK OR CADILLAC dealership 


of 100 to 200 cars wanted on southeast- 
ern or southwestern coast of Florida. 
Have had GM agency in Ohio for many 
years. Box 4672, c/o Automotive News, 
Detroit 26. 


DEALER SERVICES 


INVENTORY SERVICE 


Parts and Accessories 
2 CERTIFIED REPORTS & 


Obsolescence Disclosed 
or Overage Established 
Inventory Investment Evaluated 





@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 


SAVE MONEY 
Call or Write for Service Details 
Automotive Inventory Service Co. 
Detroit 27, Mich. WE 3-6445 





BUSINESS OPPORTUNITIES 


ATTENTION FLORIDA new and used car 


dealers! Do you want more gross? Add 
the non-competitive Willys jeep and 4 
wheel drive vehicle franchise to your 
present operation and watch your gross 
go up. Write Florida Willys Distributors, 
Box 630, Miami, Fla. 


FOR SALE—AUTO PARTS manufacturing 


sold to jobbers, 55 dies, machines op- 
tional, Milescraft, Meech Ave., Cleveland 
5, Ohio. 


PRECISION WHEEL BALANCER. New. 


Only $49.50. Guaranteed to balance 
wheels as accurately as much higher 
priced balancers. Increase your profits. 
£end for full particulars. Business Spe- 
cialties, 1422 Rosemont, Chicago, IIl. 


PARTS FOR SALE 


1954 BUICK CENTURY, 200 H.P. engine, 


complete less accessories and manifolds. 
Used &,000 miles—$160. 1954 Buick spe- 
cial complete engine, ready to run, less 
than 3,000 miles—$300. Brand new Buick 
Super display engine. Complete with all 
equipment. Will sell for 50% of retail 
price. Perfect condition Dynaflows avail- 
able for above engines. Also have com- 
plete salvage chassis parts, including 
wheels, front suspensions, rear axles. 
Body parts for 1954 Buick Special se- 
dans and 1954 estate wagon. Phone Sa- 
linas 2-5387 or write Glenn Hickman, 
c/o S & 8S Buick, 333 Abbott St., Salinas, 
Calif. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 





LINCOLN - MERCURY 


PARTS 
30c on the $ 
1938 thru 1951 


SHEET METAL - BODY 
and MOTOR PARTS 
WRITE - WIRE - PHONE 
us your needs now 
LAKE PARK 


LINCOLN-MERCURY 
5600 Lake Park 
CHICAGO 37, ILL. 
HYde_ Park 3-3445 





ACCESSORIES FOR SALE 
AUTO RADIOS. We buy and sell 


late 
model custom auto radios. Mozel Auto 
Radio Center, 4041 Fenkell, Detroit 38, 
Mich. UNiversity 1-6931. 


CARS FOR SALE 


ONE 1955 CADILLAC 75 series, 8 passen- 


ger sedan, fully equipped (not air con- 
ditioned), New. $1,000 discount. Box 
4697, c/o Automotive News, Detroit 26. 


CADILLAC, 55 COUPE. 62 model. Oue to 


illness must sell. Practically new. P.S8. 
and P.B. Box 4717, c/o Automotive News, 
Detroit 26. 





We have 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion. 


229 $. Hanson St. 


WE 





Fords, Piymouths and Chevrolets. 
Strict ‘‘Dealers only’’ wholesale 
policy. 

Guaranteed Titles. 


Large assortment colors and models 
always available. 


All cars excellent condition. 


Insured transportation service avail- 
able. 

20 YEARS OF EXPERIENCE 
SELLING TO DEALERS ONLY. 


THE R.A. COMPANY 


4038 Chestnut St. (3315 Brookpark Kd, 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 11-7860 
Write or call your needs 
or for our brochure 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43. PA. 
SARATOGA 7.2300 








SOMETHING NEW 
USED CARS DELIVERED 


for sale a nice selection of 


Robinson Auto Rental, Inc. 

Philadeiphia, Pa. 

1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





CARS WANTED 


WILL BUY state, county, city and 
fleet owned cars — any quantity. What 
do you have to offer? Keller’s Automo- 
tive Service, R.D. No. 1, New Cumber- 
land, Pa. 


TRUCKS FOR SALE 





AUTO TRANSPORT—1951 Traffic Trans- 


port Engineering, Inc., type 107 (will 
haul four pickups), pulled approximately 
62,000 miles. Complete, ready to roll— 
$2,000. Frase Motor Co., Box 685, Donna, 
Texas. Phone HObart 4-1161. 


TRUCKS WANTED 


WANTED—USED FIRE TRUCK. Ton and 


one-half or two-ton. Must have pump and 
hose. Send picture and lowest cash price. 
Nolan Motors, 489 W. Main St., Spar- 
tenburg, 8S. C. 


MISCELLANEOUS 


AUTO LEASING 
COMPANIES 
WANTED 


SMALL OR LARGE 


National Leasing company 
will purchase your leasing 
company or assets for cash 
taking over all or part of 
existing equipment and 
contracts. Inquiries han- 
dled in the strictest confi- 
dence. 


Principals Only 


Write or call: 


C. J. Killoran 
KILLORAN & VAN BRUNT 
Attorneys 


North American Building 
Wilmington, Delaware 
Telephone—Wilmington 5-9641 








MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 
Automatic BraKinG 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 
$61 45 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Mee? 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


ond 


BRAKE-MOBILE 


TOW PILOT 


with Automatic Brake 


Guide Cables and 
BRAKE HOOK-UP......... 


Meets ALL 1.C.C. Requirements 


WITH BRAKE HOOK-UP 


ONLY. ..*°51“ 


LESS 
GUIDE 
CABLES 


Meets 1.C.C. Strength Requirements 
—SPECIAL— 


Cannot Be Matched 
At Any Price 


SAFETY CHAINS, set of 2, only 


STEEL (Tow Bar) CARRYING 
CASE with Wheails & Handles $1 3.95 
(Add 55¢ for Padiock with 2 Keys) 


Write Today for 
Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 


COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts. 


“Leaders In The industry” 
Since 1939 


QUICK-TOW Bumper- 
to-Bumper Tow Bar 
TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


The Dealer's Market Place! 
BUY IT! 

SELL IT! 

TRADE IT! 
HIRE HELP! 
Through 
AUTOMOTIVE NEWS 
Classified Want Ads 





WANTED — CASH REGISTER with full 
key board to handle complete break- 
down, All departments, retail automobile 
business. Box 4678, c/o Automotive 
News, Detroit 26. 


“FOR SALE” SIGNS — 22” x5’ card 
strips. Red on white 6-ply stock. 12 for 
$1. Send to Typecraft, 263 Boyiston St., 
Brookline, Mass. 


ATTENTION: Men of Top Calibre Capable 
of Earning $30,000 to $40,000 per Year 


NEW BRICK PROCESS 
Franchises Now Available 


%,"" brick or ledgerock process applied over siding, 
shingle, concrete, cement block and stucco. Insulates 
against moisture, heat and cold. Life-time guarantee. 
Protected territories. Franchise investment dependent 
upon size of market. For full particulars write— 


Life-Brik and Stone Co. 


8821 Fenkell Street Detroit 38, Michigan 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [_] 


| 
| 
! 
! 
| 
| 
for which check is attached [[] or send bill [—] 
| 
! 
I 
| 
! 
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is different and why it lasts 3 to 4 times longer 


The old Romans ran their hands over marble 
sculpture to be sure that the surface was free 
from imperfections concealed by a temporary 
coating. If entirely free, they approved. with the 
words “sine cera” (without wax). And the Eng- 
lish word “sincere” was originated. 

Porcelainize is not a wax—not a coating of 
any kind. After the finish of a car is Porcelainized, 
not a trace of the Porcelainize material remains. 


oor 


FY 
Pet 
* 


But the treatment creates a tough, dry, mirror- 
like surface with the strength to keep its beauty 
and the stamina to provide month after month 
of all-weather paint protection. 

Your customers WANT the exclusive bene- 
fits which only Porcelainize can give. It lasts 3 
to 4 times longer because there’s nothing to wear 
off, wash off, peel off, or heat soften and trap 
surface grime. Promote Porcelainize and build 
customer satisfaction to new peaks of profits. 


m= PORCELAINIZE 
A 


Tine Aulencblle C/ffpearance 


FREEMAN & FREEMAN, Inc. DENVER 3, COLORADO 








